THE FEED INDUST 


builds customer 
satisfaction...higher ~ 
profits for you 


THE WIDESPREAD demand for Vitadine by feed manufacturers 
year after year is proof that it pays to build repeat business 
on feeds made with Vitadine. Here’s why. Vitadine replaces 
milk values in feeds and provides exact quantities of other 
vital hard-to-mix ingredients in a single mixing operation. It 


eliminates costly guessing about expensive ingredients .. . 
reduces inventories . . 


. insures inclusion of vital nutrients in 
properly balanced proportion for the best feeding results. It’s 
easy to understand why feeds built with Vitadine bring you a 
steady flow of profit through customer satisfaction. Write for 
the Vitadine booklet, ‘Better Feeds Lower Prices.” 
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Plant Operators Prefer 


STRONG-SCOTT Equipment 


because of their 


SOUND FEATURES 


STRONG-SCOTT 


Triple Action Dry Feed Mixer 


The perfect mixer for feeds or mashes. It will out-mix any 
other type and will deliver the mix without variation, speedily and 
with less h.p. Operators everywhere swear by this unit. It will pay 
you to get full information before you install any mixer. Write for it. 


STRONG-SCOTT 
Unit Molasses Feed Mixer 


This unit is a money-maker for any feed plant. It 
produces a smooth, uniform product (free from molasses balls) 
that commands high prices. 

It is roller bearing equipped and has an all steel frame 
structure for greater stability and life. Patented meter control 
permits any desired percentage of molasses to be rubbed into 
every bit of feed. Why not have us send you complete details? 


STRONG-SCOTT 
Pneumatic Attrition Mill 


After grinding the feed, this mill cools it and delivers it to the 
sack in perfect condition. 

It eliminates a fire hazard that might exist in ordinary installations 
by an accumulation of feed as no feed is left in the grinding chamber 


after this mill has been stopped. Better send for complete details 
NOW. 


Come To Headquarters For... 
SPOUTING—All Kinds, Standard or Special 
BELTING—All Kinds 


ELEVATOR HEADS and BOOTS—Wood. lron or Steel 

Everything for Every Mill, Elevator 
and Feed Plant 

‘The Strong-Scott M Co. 


Branch Office: Great Falls, Mont. Minn. 


Representatives 


FRED H. CHASE, OSHKOSH, WIS. 
Box 126, Telephone 698 


J. H. HARDERS, WINONA, MINN. 
411 E. Howard St., Telephone 2549 
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A name is a convenient tag but things can exist without 
names. 


| For example, there are in B-F Solubles unknown factors 
Ke note: We as yet unnamed in the laboratory's test tubes, but 
Said that a name, revealed by experimental feeding. Until science gives 
aia i es ailable, is them a specific name, we refer to them as "vital pro- 
yey Hg nient tag. ductive factors,"" for their presence in the diet has pro- 

lai duced results in fleshing and settling above and beyond 
py what can reasonably be credited to the B-group vitamins, 


on the or the many other known components of B-F Solubles. 


78 years nas R O Vv D 
NIACIN, CHOLINE, PYRI- 


MORDAAITY & p-AMINOBENZOIC ACID 


BIOTIN, FOLIC ACID 


FATS and PROTEINS 
CALCIUM, PHOSPHORO!'S 


DISTILLERS 
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ON THE COVER—This bull is 
just one of the many fine speci- 
mens of cattle which are being 
shown at county and state fairs 
throughout the nation. Proper 
feeding is essential in produc- 
ing a blue ribbon winner, along 
with careful grooming, show- 
manship and long hours of 
work. (Photo by Cy La Tour & 


Son) 
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FOR HORIZONTAL 


Z\ CONTINUOUS-BATCH MIXING 
Y YY, 
WM 
e hopper in exact amounts and dumped directly into 
. . . consult Sprout-Waldron the horizontal mixer. 
The two-ton HORIZONTAL MIXER and surg® 
Many feed manufacturers agree that a horizontal bin (shown above) is an important integral par‘ 


continuous-batch mixing system—as engineered 


f this t-Wal tem. It’s her» 
by Sprout-Waldron—is ideal for accurately blend- 


that the balanced feed formula is mixed throug’: 


a predetermined time cycle and discharged into 
' : bucket elevator. . . to final finishing and baggin; . 
One man ... a multiple-bin valve. box .. . 
and a dial type of hopper-scale permits formula This continuous-batch system offers new flex - 
building with absolute accuracy on a tonnage _ bility—permits immediate change from one fo: 
basis. Each bulk component is weighed into the mula to another with a very minimum of mar- 
power. 


Learn how this new Sprout-Waldron Systen: 


2 can fit into your production picture. Write for fu! 
details today! Sprout, Waldron and Company, 


Muncy, Pa. 
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MORE EFFICIENT POULTRY FEEDS 


@ There's no mystery in Mr. Ansel Lock- 
hart's success—he uses DAVIS A to Z 
Vitamin Concentrates in chick starter, 
layer mash, broiler mash and custom 
feed mixes. 

When you use DAVIS A to Z Vitamin 
Concentrates in easy-to-mix DAVIS Chick 
Starter Formulas, you'll win praise and 
profit from poultrymen. DAVIS Layer 
Mash and Broiler Mash Formulas will 
build better birds for your customers— 
better business for you. 

DAVIS offers you important sales serv- 
ices, too. DAVIS helps train your em- 
ployees to become feed specialists. 
DAVIS lectures and films show your cus- 
tomers and prospects the advantages of 
scientific feeds. And you get the DAVIS 
Merchandising Plan — filled with pre- 
tested sales helps and ideas that build 
your business—boost your profits! Send 
coupon for complete details today! 


DAVIS ENTERPRISES, INC. 


919 S. Perry Street, Dayton 2, Ohio 
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VIRGIL LOCKHART 
ANSEL LOCKHART 


OCKHART'S LIFE GUARD FEED SERVICE 


POTTER 
STREET, BETWEEN WINTER AND WILLIAM STREETS 
DISTRIBUTORS 


D 
AIRY, POULTRY, HOG FEEDS, GRAINS, ETC 
STOCK - GROCERIES 


DELAWARE, 


October 13, 1947 
Dr. Alexander Davis 
Davis Enterprises 
919 South Perry S+. 
Dayton, Ohio 


Dear Sir: 


Just a few lines to giv i 
with your Davis A 


bree have used this vitamin pro 


of information o 
concentrate. 


We have had some i 
— outstanding results in broil i 
p at twelve to thirteen weeks. 


feathered. Very cont 
feed required to ma 


Very trul 
Ansel Lockhart 


OTHER DAVIS PRODUCTS: Davis Ethical Trace Minerals * Davis Dry Vitamin 
A &D Fortifiers © Davis Wheat Germ Oil * Davis Sol-U-Mix. DISTRIBUTORS 
oF: Fleischmann’s Irradiated Dry Yeast * Fish-Trate * Sard-X © Swine-Dine 


CLIP AND MAIL TODAY & 


DAVIS ENTERPRISES, Inc., 919 S. Perry St., Dayton 2, Ohio 
Gentlemen: Please send me_ full information about Davis A to Z 
Vitamin Concentrates and Formulas for efficient swine feeds. Also 
tell me about the successful Davis Merchandising Plan for increased 
sales and profits. 


NAME 


COMPANY 


ADDRESS 


city STATE 


YOU CAN BUILD 
Bo re) results with our layer mashes. Good production and good quality 
ROF fae in'shed at most any age. 
in e fat is evenly distributed throughout the bird and not in bunches 
@s occurs many times. Growth has been more rapid than we have 
ce ; ever before b le to produce. Birds are very healthy and well 3 
eax a ented and satisfied. A arently the amount of ; 
e a pound of meat is being cut materially. 
— 
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i ular 
1. Activated 7-dehydrocholesterol in gran 
flour. 


tains not 
i —every pound con 
2. 90,00 AOAC chick units of 


vitamin Ds. 


istribu- 
3. Free flowing—assures complete di 
tion. 


[ fresh 
4. Special processing provides clean, 
product. 


igi trolled 
5. Stability maintained by rigidly con 
manufacture. 


ied i table oil— 
i plied in vege ae 
900 AOAC chick units © 
contain 
vitamin D3 per gram. 


DS 
RI BOFLAVIN--- AMINO ACI 


zation. 


WINTHROP-STEARNS 


his ‘Trade Mark can save you time and money. 


It identifies Winthrop-Stearns Vitamin products and stand- 
ard formulas distributed and serviced by a nation-wide organi- 


In your area, there is a Technically-Trained Representative 
lo give you practical assistance and helpful on-the-spot service. 


You are assured of prompt deliveries of TRIDEE, also Ribo- 
flavin Mixture and Amino Acids, from our nearby warehouse. 


Winthrop-Stearns’ research laboratories and manufacturing 


facilities have made many important contributions to the nu- 


tritional improvement of feeds. 


Our technical sales service offers you its “know-how” in the 
use of Winthrop-Stearns’ products. 


® 
USE Koccal 
POWERFUL SANITIZING 
AGENT 


Special Markets-Industrial Division 


WINTHROP-STEARNS Inc. 


170 Varick Street, New York 13, N.Y. 


® Trademark Reg. U. S. Pat. Off. 
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*Each year Bemis determines the grading of bur- 
lap produced by the Indian jute mills. Bemis’ 
grading is accepted by producers and users alike 
as the standard for burlap quality. This acceptance 
as the “supreme court” of the industry comes from 
Bemis’ long and unequalled experience as importer, 
converter and distributor of burlap. 
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BUYING 


Bags? 


Weel, it's wise and thrifty 
to deal with folks who really 
know bur-r-rlap*. . . folks 
you know you can depend 
on. So for the famous Angus 
Bur-r-rlap or whatever 
grade you need... look to 
Bemis! 

Anither important point... 
There’s a Bemis plant verra 
near you for better sairvice 
wherever you are. 


“America’s No.1 Bag Maker” 


Baltimore © Boise Boston Brooklyn Buffalo Charlotte Chicago « Cleveland 

Denver Detroit Houston Indianapoli: Jack ille, Fla. Kansas City 

Los Angeles Louisville Memphis Minneapolis New Orleans New York City 

Norfolk Oklahoma City Omaha Phoenix « Pittsburgh St.Louis Salina 
Salt Lake City ¢ San Francisco Seattle « Wichita 
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FOR POULTRY AND i 


vitamin in Poween Foam 


D-Activated Animal 
Sterol Vitamin D3 


Each batch alike! This is a “must” 
when introducing vitamin products 
into your feed formula. With Drew- 

Tested A and D products you can 

depend on this all-important factor — 


VITAND Uniformity. For 40 years processors 


A and D Feeding Oils 
and Fortified Cod-Liver 
Oils 


of vitamin and edible oils. Warehoused 
near you for quick delivery. 


vmerce Bldg., Zone 10 CHICAGO: 360 N. Michigan Ave., | 
‘CANADA: Drew & Co., Ltd., Montreal * ARGENTINA: E. F. Drew & Cia. Argentina S.A. 1. C., B _ 
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VITANDRY 2000 yO, viranpry pz 
NON Irradiated Yeast Sterols 
\ 

| BEAST 2am ST, NEW 
———-BRAZIL: E. F. Drew & Cio. Lid., Rio De Janeiro FACTORIES & LABORATORIES: BOONTON, N. J. 


YOU MAY SEE THIS 
MANUAL FOR 
FEED MANUFACTURERS 


The COUPON BELOW IS YOUR “KEY” 


“Illustrative Formulas” is the title of a new 
book showing the application of the latest 


of actual formulas, the book contains de- 
tailed suggestions on interchanging ingre- 


nutritional knowledge to practical feed 
formulas. It was designed exclusively for 
‘our customers as a source book of ideas, 
and for checking formulas against new 
scientific developments in feeding. The 
contents were planned to include all the 
many factors and interrelations involved 
in modern formula work and successful 
feed manufacturing. In addition to dozens 


dients, original forms for figuring formula 
costs, making feed surveys, etc. 


This book was not published for general 
distribution, but if you manufacture feeds 
and would like to examine a copy, we will 
be glad to make one available to you, with- 
out obligation on your part. Just write on 
your letterhead, or mail coupon below. 


aver WORLD’S OLDEST AND LARGEST SPECIALISTS IN VITAMIN PRODUCTS FOR FEEDS 


DAWE’S MANUFACTURING COMPANY 
4800 South Richmond St., Dept. FB-35 
Chicago 32, Illinois 


( Please attach to letterhead) 


YES, we are interested in seeing your new book “Illustrative Formulas.” 
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FRANKE GRAIN CO. 


ESTABLISHED 1892 


Jobbers of... 


Geed Barley 
Melting Barley 
Wheat Bran 
Rye Middlings 
Malt Sprouts 
Brewers Grains 
Linseed Meal 
Soybean Meal 
Oatfeed 


GRAIN EXCHANGE 


MILWAUKEE 


SHELLBUILDER IS 
A PROFIT BUILDER 


TRIPLE SCREENED : 


Shellbuilder 


PURE CRUSHED 


3 Sizes: 3 Bag Sizes: 
e Hen e 80 |b. 
e Pullet 50 |b. 
e Chick © 25 |b. 


60 LBS. NET 


Shellbuilder Co. 
, TEXAS 


HOUSTON, TEXA 


SHELLBUILDER CO. 


HOUSTON, TEXAS 


MILLERS TO THE FEED TRADE 
A wide variety of grain ingredients for formula 
feeds . . . including 


TOWER BRAND ROLLED OATS 
STANDARD BRAND PULVERIZED OATS... 


Get Samples and Prices 
Prompt Delivery 


FRUEN MILLING CO. 
MINNEAPOLIS 5, MINNESOTA 


= 
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Pacific Grain Co. 
Webster, So. Dak. 


For FEED MILLS 
and ELEVATORS 


Consult IBBERSON and save 
mcney. Find out what IBBERSON 
can do for you before building or 
remodeling. Consultation without 
obligation. Write for our FREE 
book. 


TE. IBBERSON COMPANY 


wwers and Contractor Minneapolis, Minn 


; 
i! 
| 
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PROCESSED FEEDS can 
help you build a greater 


The signs point the way to greater 


profits for you through repeat 


sales of Kellogg’s Processed Feeds. 


Farmers know that Kellogg 


Feeds build better farm stock -- 


help increase profits for them 


. » » Kellogg Feeds will do it for you. 


A full line of feed ingredients. 


When in the market contact us. 


OFFICES GRAIN EXCHANGE BL 
MINNEAPOL 


ei13e 
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FEED 
MORE 
FLOCKS 


this fall and winter. 
Sell Arcady Laying Mash, the feed that’s EMULSIFIED with 
Condensed Buttermilk, Vitamin Oils and Molasses in natural 
uncooked state sealed in by Arcady’s Exclusive 4-Step Process. 
Ask your Arcady Representative or write for Arcady Emulsified 
Laying Mash circulars, posters and mailing pieces and the big 
24-Page Arcady Poultry Program Books for your customers. 


RCADY FARMS 


NG COM PAN Y 


223 West Jackson Bivd., Chicago 6, Illinois 


A Feed and Feeding Program for Every Farm Need 
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Long-Range Price Support Program 


Congress Passes Act to Become Effective 1950 


@ THE new legislation passed in the 
last hours of the 80th congress is es- 
sentially a long-range price support 
program. The new act provides for a 
‘lexible farm price support program to 
become effective in 1950. It passed the 
senate by a vote of 79 to 3. The house 
bill had provided for a stopgap mea- 
sure that would continue until July 
1950 most of the price’ support mea- 
sures now in existence. u 

The bill that was finally passed by 
both houses of congress is a combina- 
tion of the two bills. It provides that 
the price support of basic farm com- 
modities—i. e., corn, wheat, cotton, 
tobacco, rice, and peanuts—will be 
continued at 90 per cent of parity un- 
tii the 1949 crop is marketed or June 
30, 1950. At that time the long-time 
flexible farm price support program 
will come into effect for these com- 
modities. 

The provision to support the prices 
of the so-called Steagall commodities 
at 90 per cent of parity was a wartime 
measure designed to encourage in- 
creased production of the commodities 
deemed to be in greatest demand. 
When this act was passed, it was not 
anticipated that it would continue 
under normal peacetime conditions. 

The senate bill assumed that, since 
the war was over, provision should be 
made for a desirable long-time price 
support program. However, the com- 
promise with the house bill supports 
milk and its products, hogs, chickens 
and eggs at 90 per cent of parity until 
lec. 31, 1949. At the discretion of 
the secretary of agriculture, other 
Steagall commodities will be supported 
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By DR. H. C. M. CASE 


University of Illinois 


at 60-90 per cent of parity until Dec. 
31, 1949. Under the new act, tobacco 
will be supported permanently at 90 
per cent of parity with marketing 
quotas. The 1949 crop of wool will be 
supported at 90 per cent of parity, but 
the future support for wool will be 
60-90 per cent of parity the objective 
being to encourage an annual produc- 
tion of 360 million pounds of shorn 
wool. 

In the new legislation, wool is given 
special consideration in order to sta- 
bilize the sheep industry at a level to 


_meet a substantial part of our needs 


without relying upon the uncertainty 
of wool imports. At the present time 
the world demand for wool has forced 
the price to a high level. The support 
for wool will probably not be effective 
until the world consumption of wool 
falls much below the present level. At 
present the domestic production of 
wool has fallen below 300 million 
pounds, or to the lowest point in 47 
years. 

The long-time features of the bill, 
which becomes effective in 1950, pro- 
vide that when there is a normal sup- 
ply of any of the six basic commodi- 
ties, corn, wheat, cotton, rice, peanuts, 
and tobacco, the price will be sup- 
ported at 75 per cent of parity. In ad- 
dition, as the supply of a product in- 
creases by two per cent, the price sup- 
port drops one per cent until it reaches 
60 per cent of parity when the supply 
of the product reaches 130 per cent of 
normal production. Also as the supply 
falls to 70 per cent of a normal supply 


the price support rises to 90 per cent 
ot parity. 

A thought back of this long-time 
flexible price support policy is that, 
under the schedule provided, farmers 
will receive a larger total income for 
a large production than for a small 
production. This situation is desirable 
for consumers, who want abundant 
production, since it encourages farm- 
ers to produce a large output of food. 
Further, a definite floor below which 
the prices of these commodities will 
not be permitted to fall will have a 
stabilizing influence on the market 
price. 

When the price of a farm com- 
n.odity breaks seriously it is probably 
due in a measure to farmers’ hasten- 
ing to sell their products before prices 
sink lower during a downswing in 
prices. The actual floor under prices 
at a given level may have the effect of 
increasing the price at harvest time— 
in the case of grain, by perhaps 10 per 
cent or more—when supplies are un- 
usually high. Furthermore, the reason- 
ing may be that when prices of farm 
products sink below 60 per cent of 
parity, as they did in the early thirties, 
it will disrupt the entire national econ- 
omy because farmers, as well as others, 
cease to be normal purchasers of other 
goods and services. This action leads to 
heavy unemployment and reduces the 
consumers’ purchasing power for farm 
products. It is to the interest of the 
nation not to allow prices of farm pro- 
ducts to fall to extremely low levels in 
fact, it is essential, in order to main- 
tain our national economy, to prevent 


(Continued on page 7#) 
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Blue Ribbon COST CALCULATOR—enables to 
figure your bag cost per ton of product, quickly, ac- 
curately. Sent without obligation along with Blue 


Ribbon Bag Price List. Write today to 


ept. FB. 


Mow...0 sew Ritbon... 
for an old, trusted line of cotton and 
burlap bags. 


A favorite of value-wise buyers for 40 
years, they bring you the benefits of con- 
stant quality controls...assure you the 
strength, beauty and utility you want at 
reasonable prices. 


So for Blue Ribbon quality—every time 
—bank on the bags carrying the trade- 
mark shown above... Blue Ribbon! 


Your Blue Ribbon Representative is 
trained to know and understand market 
conditions, fabrics, designs. He can help 
you solve bagging problems efficiently 
and economically. Welcome him when 
he calls. 


ENTRAL BAG & BURLAP CO. 


4515 S. Western Blud., Chicago 9, Ill. 


Plants at 
West Burlington, la. 
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California Glamor 


Sells More Feed for Morse 


® “COME out of the backyard and 
let people know who you are!” That’s 
the advice tendered feed store owners 
by Maurice Morse, whose new stream- 
lined feed store is located at 6610 El 
Cajon boulevard, San Diego, Calif. 

There's no retail establishment in 
the community, or perhaps in the 
whole country, which is more attrac- 
tively designed for modern feed mer- 
chandising. Even those who dislike 
the plain simplicity of modern archi- 
tecture will acknowledge that such an 
imposing layout should attract atten- 
tion. It does! More important, it sells 
feed! 

Lavish use of plate glass for the 
salesroom gives the impression of an 
open front. Wide, overhanging eaves 
furnish shade and protection from 
rain. Perhaps the most eye-catching 
feature noticed by those driving past 
on the busy highway is the vertical 
slab which bears the firms name. The 
sign is at right angles to the street for 
good visibility from both directions. 

Constructed at a cost of nearly $40, 
000, the building was planned express- 
ly for the purpose it is serving. There 
is a wide concrete loading dock ex- 
tending along the front and one side. 
Since it’s placed to the lee of the pre- 
vailing west winds, there’s no trouble 
with rain during loading operations. 
Furthermore, the overhead protection 
is sufficient to furnish considerable 
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HOLLYWOOD streamlining in 
San Diego describes the Morse 
Feed Co., above. The owner, 
Maurice Morse, right below, 
planned his new store speci- 
fically to draw customers and 
sell more feed. "And it does," 
he says. 


additional storage space when the in- 
side is crowded. 

Although the building appears low 
and rambling, it is actually two stor- 
ies. The full basement was cheap to 
build, since the lot originally had con- 
siderable slope. In fact, friends scoffed 
when Mr. Morse announced his in- 
tention to build there. “Nothing but 
a darn canyon lot, no good at all,” 
they pointed out. “Why it will be so 
expensive to fill in that you won't 
have enough money left for the foun- 
dation.” 

But Mr. Morse found an easy solu- 
tion. Instead of filling, he hired a bull- 
dozer for a day to dig out a basement. 
This cost only a fraction of the charge 
to level up the terrain, and gave him 
the additional advantage of double 
floor space. The lower level is well- 
lighted and dry, since there are plenty 
of windows on the two exposed sides, 

The sloping lot had another very 
definite advantage on which the build- 
er quickly capitalized. His loading 
dock varies in height the whole length 
so that trucks of any size may be 
easily and quickly loaded without 


pushing carts up an incline. That 
makes everybody happier and saves a 
great deal of time and labor. 

In addition to the ingenuity he 
demonstrated in adapting his structure 
to the lot, Mr. Morse also used his 
head to cut down expenses on many 
items. When he was told that a septic 
tank would cost $375 he replied that 
“that was about $300 too much.” Then 
he proceeded to install it himself for 
about $75. Although his large sign 
looks like an expensive installation, it 
represents an actual cost of about $35. 
The name “Morse” is made of second- 
hand metal fashioned by his 16 year 
old son, William. The boy also formed 
the large four-foot letters for the word 
“Feed”. These were made from down- 
spout purchased at a hardware store 
and look fully as effective as the 
high-priced letters put out by a sign 
company. 

Further savings were effected by 
constantly checking on job construc- 
tion to make certain that specifications 
were being met. When one section of 
the loading dock was laid without 
supervision and the workmen forgot 
to put in steel webbing, Mr. Morse 
insisted that a foreman be on the 
premises at all times. 

Since he’s located on a heavily trav- 
eled highway on the outskirts of San 
Diego, Mr. Morse insisted on plenty 
of parking space for his customers. 
The front of the store is a good 40 
feet off the street, even further than 
is required by city building ordinances. 
Both the front and side sections are 
hard surfaced for parking and loading 


(Continued on page 89) 


— 
& 
7 


There is much 

“food for thought” in the 

new book “Trace Mineralizing” just 

off the presses. This broad and complex sub- 

ject is covered authoritatively and in readily un- 

derstandable form. If you haven't already written for 

your free copy, be sure to write today. Alert feed 

manufacturers are recognizing the importance plus the 

many advantages of “CCC” Trace Mineralizing and 
are adopting it in mixing quality feeds. 


CCC QUALITY PRODUCTS 


Trace Mineral Premixes Pellet Machine Calcium 
lodized-Manganesed Calcium Regular (plain) Calcium 

(any desired level) Dustless (plain) Calcium 
Manganesed Calcium Shellmaker Calcium Grit 

(any desired avy | Arrow-Head Insoluble Flint Grit 
Electro (free-flowing) Calcium G-220 Riboflavin Supplement 


Catcrum Carnsonate Com PAN 4 


WEST ADAMS STREET @ CHICAGO 6 ItLLINO'US 


BRANDEIS THEATRE BUILDING, OMAHA 2, NEBRASKA @© BOX 409, CARTHAGE, 
eige 
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For many months we have been urging our readers to watch 

their book accounts and inventories so as to minimize losses 

when inflation is stopped and prices begin to decline. That 
time has come for the feed and grain trade and many new-comers in the industry 


are discovering, for the first time, that buying and selling feed is not always profit 
taking. 


Feed supplies are greater than in many years so, with fewer animals on the farms, 
it is only natural for prices to decline. Just how far they will drop is a matter of 
opinion and if we knew it certainly would be unnecessary for us to continue working. 


A Washington source, in which we have confidence, predicts that deflation, when 
it comes, will be moderate and short and be followed by a long period of relative 


stability and prosperity built around what is likely to be a 75-cent dollar in terms 
of 1939 purchasing power. 


On the basis of 1939 purchasing power the cost of living dollar is now worth 57 
cents so you may draw your own conclusions. The grain dollar is worth only 27 cents 
as compared with 1939 and 17 cents as compared with the last depression. The labor 
dollar is now worth 48 cents and is not expected to rise above 50 cents as hourly 
rates of pay are not expected to decline. 


It is evident from this trend of thinking that the boom, although it may still 
advance from 5 to 10 per cent, is near the top. This is consequently not the time to 
buy anything which is not immediately needed and it is the time to turn any 
property, not being presently used or needed, into cash. It is also the time to pay 
all debts with currently cheap money rather than wait until money will buy more 
that it does today and those same debts will be harder to pay. 


The lesson for feed men, as we see it, is to get your money out of book accounts 
and inventories and into the bank. Your book accounts will be easier to collect now 
than when the farmer gets less for his grain and eventually less for his milk, eggs, 
poultry and livestock. With deflation in prospect, your inventory will decline in 


value while money in the bank will purchase more in the future than it does at 
present. 


Don’t take our word for all these prognostications but study all the facts, use 
your own judgment and act accordingly. 


te 
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Four F-I-D *Y features 
that help you REAP more sales! 


use Fleischmann’s Irradiated Dry 
ri y get agate than a rich, dependable 
2 e of vitamin D for four-footed animals 
‘ou get the plus values of an extensive, iva 


ESEARCH —Fleischmane scientists search 
They work closely with Agricultural Experi 
often the research is sponsored by Standar 


— educational and promotional program 
—designed to pave the wa 
y for more sales 
a feeds, concentrates and minerals 8 
road and integrated service includes: e 


constantly for new facts on vitamin D. 


ment Stations and Research Centers, where 
d Brands. 


DUCATION — New developments are extended to farm leaders, extension workers, 
county agents, veterinarians and vocational teachers. For example, our "Vitamin D 
Digest,” © periodical summary of scientific research, is mailed to o list of 30,000. 


DVERTISING — Information on vitami 


n D of practical importance to profitable 


feeding, we pass on fo millions of farmers every year in our “reason why” advertising 
—our several booklets—and numerous reprints, bulletins and brochures. 


ROMOTION _Latest addition to our 
“Reviews on Vitamin D in Animal Nutrition.’ 
on vitamin D for various farm animals—p 


ae information about our FIDY service 
es -8, STANDA 
meow , RD BRAND 
nm Avenue, New York 22, New York. . 


well-planned promotional program is the 
‘ In this series, We compile authentic dato 
utting sound, selling facts at your fingertips! 


DIAT 

RICH /N VITAMIN Dry 

EAST 
AN 
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Educate Your Customers 


Langfitt’s Farm Forum Opens Door to Profits 


@ WIDESPREAD interest is being 
shown nowadays in technical informa- 
tion. People want to learn how to 
operate a slide rule, bake a cake, build 
a house, grow mink, turkeys, or foxes. 

In bookshops, technical volumes are 
big sellers. There is a trend among 
people everywhere to gain new inter- 
ests and learn new things about their 
occupations. 

The inclination is as_ prevalent 
among farmers as other groups. In 
fact, if you ask Earl Langfitt, the 34- 
year-old proprietor of the Langfitt Ele- 
vator at Bethany, Mo., the trend is at 
its highest among the rural segment 
of the population. 

Encouraging enthusiasm among 
farmers in his community for more 
advanced instruction in subjects per- 
taining to their vocation, the Missouri 
elevator operator is staging an educa- 
tional program for his customers which 
includes a series of open forum meet- 
ings with a moderator and lecturers. 

It is a timely service feature which 
has developed more feed and seed 
business for the elevator than all the 
other promotions lumped together. 

Earl Langfitt has the background 
and training necessary to spark such 
a project. As a student at Iowa State 
college, he majored in general agricul- 
ture. In 1936 he was appointed as as- 
sistant extension agent in Davis and 
Van Buren counties, Iowa. Later, he 
established a seed and corn business in 
Pulaski, Iowa, growing his own corn 
and selling it in southern Iowa and 
northern Missouri. 

After working for a short period 
with the farm security administration, 
Earl and his father launched the Lang- 
fitt Hybrid Seed & Corn farm, special- 
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izing in growing and processing im- 
proved seed species. 

In 1946 he bought the Edison Ele- 
vators at Bethany and Davis City, 
Iowa, and razed the Davis City eleva- 
tor, transplanting it to Bethany where 
the entire unit was modernized. 

Tripling business the first year, the 
company grossed half a million dollars 
in 1947, which included revenue from 
a branch elevator in Leon, Iowa. 

The Bethany plant offers a complete 
farm service set-up. 

“We don’t buy poultry, eggs, and 
cream,” admitted Mr. Langfitt regret- 
fully, “but we plan to add such a de- 
partment within a short time.” 

Besides retailing feed and seed, the 
company also buys and sells grain in 
carload lots, is a carlot shipper of blue- 
grass and other seeds, furnishes a seed 
and grain cleaning service to farmers, 
operates seed treating and livestock 
and field crop spraying services, pro- 
vides a seed germinating service, 
grinds and mixes feeds, has a com- 
pletely stocked animal and plant health 
department, and operates portable 
shellers. 

As if this weren't enough to keep 
him occupied, the indefatigable Mr. 
Langfitt is also president of the Beth- 
any Chamber of Commerce, superin- 
tendent of the speed and horse depart- 
ment of the Northwest Missouri State 
fair, a member of the local Rotary 
club, and many other church and civic 
organizations. 

An expert on farm problems, the 
dealer’s methods are designed to get 
the best possible return from the land 
and still allow the soil to hold its own, 
or even improve, in fertility. Farmers, 
he has discovered, are intensely inter- 
ested in the latest strains of seed, in 
soil building measures, in the entire 
gamut of practices designed to im- 
prove farming conditions. 

The development of retail feed sales 
at the Bethany elevator has gone 
arm-in-arm with the steady increased 
interest in the educational program 
sponsored by the elevator operator. 

Over 150 farmers gathered one 
evening to learn from Earl Langfitt 
how to spray livestock, how much it 


MODERATING a series of 
open farm forums is part of 
the regular schedule of Earl 
Langfitt, above, owner of the 
Langfitt Elevator, Bethany, Mo. 
His educational program is in- 
creasing sales at the busy feed 
plant shown at lower left. 


costs, and the equipment necessary to 
do the job. The crowd was treated to 
a buffet lunch of cold meats, potato 
chips, pickles, and beer. After the 
meeting they were free to mingle with 
their neighbors and discuss subjects 
from babies to politics. 

At a recent meeting which featured 
a lecture by a soil specialist from a 
nearby college over 180 persons gath- 
ered to learn about soil fertility. The 
meeting generated so much enthusiasm 
that, after four hours of serious dis- 
cussion, the crowd had to be shooed 
out of doors. 

Another soil improvement session 
attracted over 200 farmers, while a 
symposium on seed germination at- 
tracted an even larger crowd. Pasture 
improvement and crop rotation have 
been among the other subjects spot- 
lighted during the educational meet- 
ing series. 

The pre-meeting routine pursued in 
attracting attention to the meetings 
has gradually fallen into a set pattern. 
Two weeks in advance the meetings 
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yreater assimilation 


Rid os the iodine is “protein bound” with a natural 


‘organic feedstuff. This is the combination in which iodine 


appears in natural feed materials... the form most natural 
to the animal’s digestive system. 


“Protein-bound” iodine in Tra-min is more readily available 
to the animal or fowl. Tests at a State University showed that 
hens fed mash containing “protein-bound” iodine assimi- 
lated about 10 times more than hens fed ordinary inorganic 
iodine (potassium iodide). See chart at right. 


Tra-min supplies more abundant and more readily assimi-. 
lated iodine. Utilization of higher levels of iodine has shown 
marked benefits on metabolism of animals and poultry. 


No loss of iodine —Organic iodine in Tra-min has been taken 
up by animal protein. It can be released only by digestion. 
Unlike inorganic iodine, “protein-bound” iodine is 100% 
stable. Your customers always get full iodine value! 


Supplies trace minerals, too—Tra-min also furnishes essential 
manganese, zinc, copper, cobalt and iron in balanced, proper 
amounts as prescribed by the National Research Council. 


Tra-min is economical—convenient to use—gives you a 


better feed! Investigate! Write today for our “Facts on. i 


Address Dept. B-8. 


combined with protein for. 


FEED CONTAINING 


tests show 
JO timés more 


BLOOD IODINE IN MICRO- 
GRAMS PER. 100 GRAMS 


NO IODINE 


0 10 20 30 40 50 60 


NO IODINE 


POTASSIUM 
IODIDE 


IODIDE 


“PROTEIN BOUND” 
IODINE 


“PROTEIN BOUND" 
IODINE 
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“PROTEIN BOUND" 
IODINE 


WEST COAST HAVA’ 


Maclver-Purdem, Ine, 


Bozeman, Mont, Sea 


Western Lime Coment 
1, Wise, 


MINNESOTA 
Midiéad-Western, jac. 
Minneapolis, Minn, 
NA, CUBA TEXAS 
El Ave Hontsz Supply Ce. 
454 tukbeck, Toxo: 


NEW ENGLAND; LONG ISKAND end NEW JERSEY 
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Illinois Convention Sept. 13-14 


Feed Men to Hold Annual Meeting at Peoria 


@ TOP notch speakers from the fields 
of industry, education, and research 
will address the sixth annual conven- 
tion of the Illinois Feed association to 
be held at the Pere Marquette hotel, 
Peoria, Ill., Sept. 13-14, according to 
E. F. Dickey, association secretary. 

Registration will begin on Sunday 
afternoon, Sept. 12. It will continue 
from 8 to 10 a. m. the following morn- 
ing, when President L. W. Keller, Mc- 
Millen Feed mills, Decatur, will call 
the convention to order. 

Speakers at the morning session on 
Sept. 13 will be Walter Berger, pres- 
ident of the American Feed Manu- 
facturers association, and Dr. J. L. 
Krider, University of Illinois. Sub- 
jects of the convention addresses have 
not been announced as yet. 

Radio station WLS, Chicago, IIL, 
will originate its Dinner Bell program 
from the convention floor on Monday 
from 12:30 to 1 p. m. This has been 
a popular feature with Midwest listen- 
ers for a number of years, and un- 
doubtedly some association members 
will be interviewed concerning the 
convention and its work. 

Monday noon conventioners will al- 
so have an opportunity to hear Dr. 
Stanley Jones at an invitational meet- 
ing sponsored by the Peoria Ad club. 

The afternoon session will open 
with the annual business meeting. Of- 


HENRY H. GREEN 
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E. F. DICKEY 


ficers will be elected and the secretary 
and treasurer will present their reports. 
Other speakers scheduled to address 
the convention Monday afternoon are 
Henry Green, Pattonsburg, Mo., pres- 
ident of the National Grain & Feed 
Dealers association, and. Dr. G. W. 
Salisbury, University of Illinois. 
_ A cocktail party is scheduled for 
6 to 7 p. m. on Monday evening. The 
annual convention banquet will follow 
at which Gov. Dwight H. Green of 


DR. J. L. KRIDER 


L. W. KELLER 


Illinois will be the after dinner speaker. 

A salesman’s breakfast will open the 
second day of the convention on Tues- 
day, Sept. 14. The first speaker at the 
morning session has not been an- 
nounced. Dr. T. S$. Hamilton, Univer- 
sity of Illinois, will give the second 
address. 

An open forum will begin at 11 
a. m., with Lyman Peck, Chicago feed 
consultant, as moderator. Drs. Card, 
Salisbury, Hamilton, Krider, and Van 
Houeling, all University of Illinois 
staff members, will participate. 

The convention will close with a 
tour of the Northern Regional Re- 
search laboratory in Peoria, which will 
begin at 2 p. m. 

Information regarding registration 
and reservations can be secured by 
writing Mr. Dickey at 1204 National 
Bank building, Peoria 2, Ill. 

Association officers in addition to 
President Keller and Secretary Dickey 
are: Luther Burpo, Luther Burpo Feed 
Co., West Frankfort; vice president; 
and Richard A. Meissner, Meissner 
Bros., Breese, treasurer. 

Directors are: Walter N. Jones, Vi- 
tality Mills, Inc., Chicago; V. E. Stake- 
miller, Rockford Farm Supply Co., 
Rockford; John Cripe, Pay Day mills, 
Centralia; and Paul A. Zimmerman, 
Graymount Co-op association, Pontiac. 
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by Congressman LAWRENCE H. SMITH 


Washington, D. C. 
August 3, 1948 


CONGRESS IN SPECIAL SESSION: 


The President called congress in special session on July 26. He said that 
"an extraordinary occasion requires" it. When he addressed congress it was ob- 
vious that his chief concern was inflation and housing. His concern about these 
subjects is shared by a great majority of members in the senate and house. There 
is a wide difference of opinion, however, as to the causes of inflation and the 
remedy. In the housing matter congress considered it in the regular session but 
could reach no agreement. High prices were also considered but the only remedy, 
according to the Democrats, was the imposition of wartime controls. The Republi- 
cans rejected the suggestion. 


Aside from the above items the balance of the President's speech dealt with 
controversial programs that called for more spending and greater interference by 
government in the affairs of business. It was a typical New Deal campaign speech 
and it failed to justify the calling of the special session. 


INFLATION 


This is serious business for the country and every member of congress is 
aware of it. They desire to remedy the situation, if they can, and there is an 
honest difference of opinion. There is general agreement that the evidence of 
inflation is an excess money supply which leads to high prices. Along with this 
is a scarcity of commodities that do not meet the demand. Briefly, supply and 
demand are out of balance. 


The supply of money is three times greater than it was in 1939. It is ac- 
tually more than 200 per cent above that period. Production, however, is up only 
71 per cent. Now there is the trouble, and the problem is to establish a better 
balance between money and goods. 


Since 1933 the government has engaged in a spending spree never equalled in 
this or any other country. It was Harry Hopkins who was the apostle of tax and 
tax, spend and spend. Then came 1939 and the war in Europe and lend-lease and 
feverish preparation for our own defenses. Pearl Harbor struck us in 1941 and 
the lid was off the money barrel. When the shooting stopped in 1945 we had a na- 
tional debt of 265 billion dollars. There has never been anything like it. Peo- 
ple expected less spending when the war was over, but they have been surprised. 
Mr. Truman's last peacetime budget was the biggest one ever, so there have been 
hardly any brakes on spending. . 


If the President was really fearful about inflation he should exercise the 
power he has to stop the multiplication of dollars that is the root cause of in- 
flation. He could order a curtailment of the European recovery plan, put the 
brakes on the defense plans and call for a reduction in government employment. 
Right now we are hiring 500 people a day. His policy should be to curtail spend- 
ing, not accelerate it. All the other recommendations he made called for the 
spending of more billions of dollars. Will he exercise this power? No! This is 


(Continued on page 81) 
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Cash for Feed Good Business 


A. L. Miller’s Customers Like This Policy, Too 


@ PROOF that certain selling is not 
necessary to a volume business is the 
strict cash-on-the-barrelhead policy in- 
augurated by A. L. Miller, aggressive 
young feed dealer who bought a feed 
plant in Winslow Mills, Maine, on 
Jan, 1, 1948. Mr. Miller's re-vitaliza- 
tion of every phase of his business 
operation, including his no-credit pol- 
icy, has not only kept all the mill's old 
customers, but has even added new 
customers and accounted for a sizeable 
jump in sales. 


Mr. Miller's plant is the one of the 
few mills still run by water power in 
the state of Maine. The picturesque 
Medomak river furnishes the power 
supply for the 75 year old mill. The 
building, 80 feet long, 40 feet wide, 
and three stories high, was built in 
1873 by J. B. Ham. When Mr. Ham 
retired from business, he sold the mill 
to Alton S. Levensaler, who in turn 
sold it to Mr. Miller last January. The 
present owner is only the third in 
nearly a century of operation. 

An alert young businessman who 
knew what he wanted, Mr. Miller es- 
tablished his cash policy as one of his 
very first steps in introducing up-to- 
date business methods. He explained 
the abrupt change in policy with a 
friendly smile, and retained both the 
business and good will of his customers. 

That Mr. Miller was able to keep 
the friendships of customers, is at- 
tested by the tribute paid the dealer 
by a patron. “Mr. Miller is okay,” 
the man asserted positively. “One of 
his customers got knocked flat with 
rheumatism and Mr. Miller was the 
first man to call and offer help. He 
buys and sells for cash and is strict on 
that score but his hand is always reach- 


26 


ing out to help the fellow who needs 
help—yes, Miller is okay!” 

Mr. Miller’s modernization of busi- 
ness methods has been matched by his 
modernization of operational methods 
and installation of new equipment. A 
“Miller conducted” trip through the 
building reveals careful planning and 
efficient utilization of floor space. 

Grains received for incorporation 
into Miller’s feeds are elevated to four 
large bins on the third floor of the 
mill. Here Mr. Miller’s grinders and 
crackers process the grain for building 
the formula feeds he sells under his 
brand to augment his manufactured 
formula feed sales. 

After the grains have been ground 
and mixed, they are carried by two 
large grain chutes to the bagging de- 
partment on the second floor. Here 
the bags are filled and weighed, fas- 
tened, and stored for delivery when 
sold. 

A grain chute from the second floor 
storage area leads directly to the load- 
ing platform. Bagged feed is slipped 
down the chute directly to the truck 
which is backed under the delivery 
end of the chute. One man to feed 
the chute and one man at the other 
end to pile the logs on the truck make 
the operation simple, efficient, speedy, 
and labor-saving. 

Mr. Miller features Elmore feeds, 
but can and will supply a customer 
with any feed he might desire. A spur 
track has been run from the main line 
alongside the mill, and a telephone call 
to nearby Portland will suffice to ac- 
complish speedy delivery by rail or 
truck of any special order, small or 
large. 

Mr. Miller also specializes in mixing 
his own brand. “Miller’s Brand feeds” 
have been widely accepted in the trade 
area and sales are steadily increasing. 

“I bought this outfit,” the owner 
related, “with the definite idea of util- 
izing the machinery to mix top-quality 
feeds. I buy and use only top-quality 
grains and ingredients and my formu- 
las are compounded for me by top 
experts in that line of work.” 

Efficient operation at low cost is 
the result of utilizing the water power 


WHEN A. L. Miller, shown 
right above with a customer, 
took over a feed plant at 
Winslow Mills, Maine, he in- 
troduced a strict cash policy 
which has worked out very sai- 
isfactory. An exterior view of 
the mill is shown below. 


available at the mill. The site for the 
dam across the Medomak river was 
strategically selected to hold sufficient 
water and supply enough power to 
turn the wheels in the mill at all times 
Even during the drought season of 
1947, when rivers and lakes through 
out the state sank to new and dange: 
ous lows, the mill had ample power 
and carried on as usual. 

Mr. Miller offers prospects “Servic 
That Satisfies” as the firm’s mott:, 
and the service he delivers keeps cu 
tomers loyal and confident that the’ 
can get anything they need at Miller 
Mill. 

Delivery service is offered for thos 
who need it and a truck will be di 
patched at any time to make prom 
delivery of needed feeds or supplic 
“We deliver a lot,” remarked M 
Miller. “Wilbur Benner, my only pe 
manent helper, handles all the di 
liveries plus doing a good share of th 
work in the mill and store. I'm youn 
and healthy myself, and between th 
two of us we carry on very nicelj 


(Continued on page 96 
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JACOBSON GRINDERS 


have the 


40 to 150 H.P. 
ENGINE OR 
MOTOR DRIVE 


EXCLUSIVE FEATURE OF ALL 
JACOBSON GRINDERS 

THE FOUNDATION OF SMOOTH 

OPERATION AND LONG LIFE 


Destructive 
Vibration 
Eliminated 


In Mill after Mill, 
and Year after Year ~ 
JACOBSON GRINDERS produce 
More TONS PER Hour at 
Less Cost PER TON! 


MACHINE WORKS 


1074 Tenth Ave. S. E. Minneapolis 14, Minn. 
Wire, Call, or Write for full Information 
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THE ECONOMICAL BUY IS 


WHEY-PRODUCT 


with Ribolae* 


America’s Finest Feeds 
The man who makes the best feeds usually does the most business. are Fortified with 
Milk often makes the difference between extra good and just fair results Peebles 
in many feeds...so wherever your formulas call for milk solids the best 
AND MOST ECONOMICAL buy is Peebles’ Dried Whey-Product with BateD WHEY-PRODUCT 
Ribolac with Ribolac 
Stabilized  Spray-Dried 
Peebles’ Dried Whey-Product with Ribolac contains lactose, protein, 


minerals and vitamins from milk sources. These valuable nutrients—plus 


TYPICAL ANALYSIS 
Ribolac—will give your feeds extra feeding value. 


Riboflavin. . . .23 mg. Nb. 
*Minimum 


This extra value will bring more sales and give you a decidedly worth- 
while competitive advantage. Peebles’ Dried Whey-Product with Ribolac 
is available to all feed mixers...the country over, the year around. 


Sell Peebles’ Condensed 


Whey-Product with Ribolac 
America’s Fastest Selling FREE- 
CHOICE Milk Solids Supplement 
. Guaranteed 55% Solids. 
Backed by Nationwide Advertising. 


FOLDERS 


How to make @ 
better Poultry 
Feeds and 
Swine Feeds at 
LESS COST. 


Packed in 50 and 
100 Ib. drums with 
protective liners and 
500 Ib. barrels. 


America’s Largest Processor ade Whey Products 


“Appleton, Wisconsin” 
Eagle Milling Co., Petaluma, Calif, National Sales Agent 


THE FEED BAG — August, 1918 


gives you an exclusive REE wnt 
competitive sales advantage pecause TWO NEW 
this 35 the nationally advertised 
Peebles’ whey fermentation product | 
rich in riboflavin and other B Com- 
plex vitamins and factors Peebles 
(both know2 and un nown) present 
mer 


IBCA Convention Draws 4,750 


Hatcherymen Vote to Retain Present Name 


@ A proposal to change the name of the 
International Baby Chick association to the 
National Hatcherymen & Poultry Breeders 
association was not adopted by the 4,750 
members who attended the 32nd annual 
convention July 13-16 at St. Louis, Mo., in 
the Kiel auditorium. 

About 2,600 affirmative votes would have 
been necessary to bring about the change, 
since the association has over 5,000 mem- 
bers, and its bylaws state that failure to 
cast a ballot is recorded as a negative vote. 

The National Turkey federation, which 
has been holding its meetings at the same 
place and time as the IBCA for the past 
several years, voted to hold its own con- 
vention and exposition in the future. The 
1949 sessions will take place in January in 
Minneapolis. 

Noel Shaver, Crawfordsville, Ind., was 
elected president of IBCA. Other officers 
named were: Andrew Christie, Kingston, 
N. H., first vice president; J. C. Long, 
Meridian, Miss., second vice president; D. 
D. Slade, Lexington, Ky., secretary-treasurer; 
and Don Turnbull, Kansas City, Mo., 
executive secretary. The latter two were re- 
elected. 

Leo L. Baumgartner, retiring president, 
and Nat C. Thompson, Petaluma, Calif., 
were elected executive directors, and Mr. 
Slade and Mr. Turnbull were re-elected to 
the board. 

The Turkey federation elected Graydon 
McCulley, Maple Plain, Minn., president; 
Warren Johnson, Nottingham, Pa., first vice 
president; Robert M. Calbert, Springfield, 
Mo.; second vice president; W. T. Geurts, 
Colton, Ore., third vice president; Roscoe 
Hill, Lincoln, Nebr., fourth vice president; 
and M. C. Small, Mt. Morris, Ill., executive 
secretary and treasurer. : 

Optimism keynoted the addresses at the 
sessions devoted to major problems of the 
industry. Mr. Baumgartner asked the con- 
vention to consider the problem of ship- 
ping controls, and the members reaffirmed 
their opposition to state disease quarantine 
on chick shipments, declaring that such ac- 
tion failed to solve the situation. A reso- 
lution passed urged hatcherymen to make 
sure that their shipments are free of dis- 
ease and to promote an educational program. 


C. C. Warren, economist with the poultry 
branch, United States department of agri- 
culture, described a procedure for estimating 
the chick hatch 12 months in advance. The 
formula, co-authored by Humbert S. Kahle, 
states that for every dollar change in egg 
profits per 100 hens during the period from 
January to May, there is an average change 
of about 15,000,000 chicks in the next year’s 
hatch. 

The same relationship exists between egg 
profits and the number of pullets saved for 
egg production the next spring, according 
to studies made by Mr. Warren. He fore- 
casts a low output in egg production in 
1950 if farmers continue their usual practice. 
Dr. Lewis Taylor, head, department of 
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poultry husbandry, University of California, 
outlined the various factors contributing to 
infertility and poor hatchability. 

An address by H. H. Alp, director, poul- 
try division, American Farm Bureau federa- 
tion, on the Midwest's poultry problems, is 
published in this issue of The Feed Bag 
starting on page 43. 

Other speakers included Dr. Earl Butz, 
head, department of agricultural economics, 
Purdue university, on the hazards of a long- 
range farm program; Dr. R. K. Cole, poul- 
try department, Cornell university, on de- 
velopment of strains of poultry resistant to 
Fowl paralysis, an inherited poultry disease; 
and H. L. Shrader, on the Chicken-of- 
Tomorrow contest. 

Panel discussions were held on pullorum 
out-breaks, treatment of Newcastle disease, 


infection spread by hatcheries, and inbred- 
hybrid breeding successes. Exhibits by 161 
commercial firms filled the 85,000 square 
feet of display space in the auditorium. 

But all was not work at the convention. 
Some 2,000 diners attended the chicken 
banquet on Thursday evening. Other events 
included a fashion show for women guests, 
ball games, River Boat night, and Municipal 
Opera night. 

One of the most amusing program fea- 
tures was the Poultry & Egg National board 
breakfast attended by 700 members of the 
“Good Egg club.” At this take-off on a 
political convention, Walter Berger, presi- 
dent of the American Feed Manufacturers 
association, was temporary chairman. Later, 
Hobart Creighton, Warsaw, Ind., poultry 
raiser and Republican nominee for governor 
in that state, took over as permanent chair- 
man. 


In the presidential balloting, Harold Han- 
lin, Alexandria, Ind., was the successful 
candidate, and Clifford Stewart, Ames, Iowa, 
secretary of the Iowa Poultry Improvement 
association, was nominated for vice president. 


Gala Ceremony Opens 


New Burrus Feed Mill 


An estimated 4,000 persons attended 
colorful ceremonies opening the Burrus 
Feed mill’s $2,000,000 plant just north of 
Ft. Worth, Tex., July 22. Gov. Beauford 
Jester of Texas is shown above as he pressed 
the button which set the new mill into ac- 
tion. With him are Jack P. Burrus, president 
of Tex-O-Kan Flour Mills Co., the parent 
organization, who introduced the Governor, 
and Wiley Akins, right, manager of Burrus 
Feed mills, who extended the welcome. 

The 30-minute program, which included 
an address by Vice President D. W. Wil- 
liams, Texas A & M college, and musical 
entertainment, was carried over: 22 radio 
stations. It closed with a prayer by M. E. 
Sadler, president, Texas Christian university. 
William G. Troutt and J. E. McNair, sales 


managers of the Southwest and Southeast 
respectively, were recognized. Also pre- 
sented were seven Latin American visitors: 
Manuel Duran, Jaime Salicup, Jaime A. 
Vicens, and G. J. Kearney, all from San 
Juan, Puerto Rico; Amadeo Fernandez, 
Cosme de la Torriente, and Jorge de la 
Torriente, Havana. 

Texo dealers, customers, and friends from 
12 states attended the opening. After tour- 
ing the l1l-story mill with a 3,500,000- 
bushel storage capacity, guests relaxed under 
a “big top” and enjoyed a barbecue and 
other refreshments. Perhaps the most im- 
pressive sight was the four minute operation 
of a mechanism which seizes a boxcar, leans 
it sideways, empties the cargo, and carries 
the grain to the tenth floor by suction. 


. 


Ask any woman what she paid for the feed or flour she 
bought in a Ken-Print Bag. She won’t remember—espe-. 


cially if you wait until she’s converted the bag into something 


to wear—or a dress-up for the house. It’s the quality she remembers! 


That’s why prominent millers and manufacturers all over the country are 
packing their products in P/K Bags—even when they cost a few cents 
more. The Percy Kent policies of ‘“quality first,’’ and ‘‘always something new” 


in bag design, have made P/K Bags the No. | choice of the buying 
public for over sixty years. 


e. 


PERCY KENT BAG COMPANY, INC. 


Kansas City Buffalo 


New York 


230 e 
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Boosts City Along With Sales 


Roy Peterson Promotes Community Interests 


@ WHEN Roy Peterson established 
the Red Wing Feed & Supply Co. at 
Red Wing, Minn., in 1942, his first 
calls, oddly enough, were not on 
farmers and feeders, but on his com- 
petitors, “Our first and most important 
task,” he told them, “is to get the 
farmers to trade in our town. Once 
we get them coming here regularly, 
then we can afford to scrap among 
ourselves for their business.” 

Red Wing, located on the west bank 
of the Mississippi river, is the county 
seat of Goodhue county, one of the 
richest agricultural counties in the 
Northwest Central states. Its location 
on the banks of the “father of the 
waters” enables it to draw business 
from Pierce county, Wisconsin, across 
the bridge that spans the mighty river. 

Mr. Peterson came to the thriving 
little community from Minneapolis 
where he had served for years as man- 
ager of the commercial feed depart- 
ment of Pillsbury Mills. 

In his first contacts with his com- 
petitor feed dealers he told them 
frankly, “I know that you don’t ap- 
preciate my coming to Red Wing. 
However, you've got the wrong slant. 
Right now you've got all the business 
to yourself. That means your cus- 
tomers have to trade with you whether 
they want to or not. Now that I’m 
established here, they don’t feel obli- 
gated to come to you. Chances are 
they will continue to buy their feed 
from you and they'll have a better 
feeling toward you because they're 
not compelled to be your customers.” 

The events of the ensuing five years 
proved Mr. Peterson to be correct. He 
and the other Red Wing feed dealers 
have teamed up with the other mer- 
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chants and professional people to 
bring more farm people into Red 
Wing to do their buying. As a result, 
Mr. Peterson has built up a thriving 
seed and feed business and at the same 
time his competitors also have shown 
a marked increase in volume since the 
Red Wing Feed & Supply Co. was 
established. 

Mr. Peterson is a confirmed believer 
in the importance of the long-range 
viewpoint. Therefore, he has thrown 
himself wholeheartedly into the vari- 
ous farming activities of the Chamber 
of Commerce. A prime example is 
the recent Hay Valley Arbor day 
staged near Red Wing.. 

The Hay Creek watershed had suf- 
fered heavily from soil erosion. When 
Lee Moore, the soil conservation 
service’s district conservationist, and 
R. J. Kunau, the county agent, ap- 
proached Roy Peterson and told him 
of their problem in arousing public 
attention, he promptly rallied to their 
suppert. As a result, about 250 Red 
Wing merchants, professional people, 
and high school students took time 
off from their work and studies to 
plant nearly 62,000 trees on the eroded 
sections. Mr. Peterson served as one 
of the crew foremen, directing the 
work of about 30 willing helpers that 
afternoon. 

“Til admit it didn’t help me to sell 
an ounce of feed or a packet of seed,” 
Mr. Peterson stated, “but that wasn’t 
the idea. We wanted to show farmers 
in this eroded area that Red Wing 
people appreciated the gravity of the 
erosion problem. That means they'll 
feel more kindly toward the town. 
And when they come to Red Wing to 
buy feed or seed, maybe they'll patron- 
ize my store and maybe they'll go to 
one of my competitors, but I’ll get my 
share of the business.” 

So strongly is Mr. Peterson sold on 
the idea of bettering conditions in the 
Red Wing and neighboring areas that 
he helped to promote two weed eradi- 
cation days held in Red Wing. As a 
result, he points out, Goodhue county 
farmers are probably more weed-con- 
scious than the farmers of any other 
area in the locality. Mr. Peterson is 


PROMOTING the chamber of 
commerce and other civic in- 
terests of Red Wing, Minn., 
has meant more business for 
Roy Peterson, shown left above, 
making a sale to a customer. 
This community spirited dealer 
owns the Red Wing Feed & 
Supply Co. pictured below. 


chairman of the Chamber of Com- 
merce’s agricultural committee and 
works with county agent Kunau in 
staging various educational meetings 
for farmers. 


“We feed dealers have no right to 
criticize farmers unless we know how 
to remedy the existing set-up,” Mr. 
Peterson asserted. “That’s why I get 
behind the Arbor day program and 
similar campaigns, It’s our way of 
showing farmers that we appreciate 
their patronage and want to assist 
them in every way possible to increase 
their income. 


“What's the use of having cus- 
tomers if they haven't the money to 
pay for the feed, seed, or fertilizer 
they need?” the Minnesota dealer 
asked. “Take these farmers in the Hay 
Creek watershed. They can’t make a 
good living on those washed-out, gul- 
lied farms unless something is done to 
build up the fertility of the soil and 
stop the erosion. It’s up to us business 
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people in Red Wing to help them.” 

This energetic dealer is positive he 
has a duty to perform as a feed dealer to 
know about the different types of soil in 
his area and to advise farmers on the right 
types of seed. 

“Take seed potatoes,” he pointed out. 
“Here's a farmer from the high land part 
of Goodhue county. He wants to buy about 
200 pounds of potatoes to plant a garden. 
‘What kind do you recommend?’ he asks 
me. Well, if I tell him to plant the Sebago 
when he should be planting the Chippewa, 
I'm doing him a disservice. If I let him 
get out of the store with a bag of alfalfa 
seed and fail to sell him a can of inoculant, 
then I’m not living up to what is expected 
of me as a feed and seed retailer.” 

Mr. Peterson finds that his customers 
give him credit for their good yields. 


“If a farmer gets a crop of large pota- 
toes because I advised him to plant a cer- 
tain variety or to treat them with a disin- 
fectant,” observed the dealer, “then he is 
inclined to tell his neighbors, ‘Roy Peterson 
over at Red Wing told me how to raise 
them’, and the neighbors try me the next 
time they come to town. It’s the same way 
with feed. A farmer has good luck with his 
chicks and he'll pass the word on that it’s 
because ‘Roy Peterson recommended a cer- 
tain mash’. I manufacture my own feeds, 
and also sell commercial brands like Man- 
kato, Hubbard's, Pillsbury’s, and Kraft. 

“Lots of farmers haven’t the time or in- 
clination to read farm magazine articles or 
government bulletins or attend meetings,” 
Mr. Peterson continued. “So, when they 
come into the store and ask me questions, 
I like to be in a position to give them 


Model ‘Xx’ Magnet 


Hinged type ap- 
proved by Mill 
Mutual Fire Pre- 
vention Bureau 
for Class A or B 
installation, with 
or without a 
baffle. 


‘The only Mill Mutual 


Magnet 
for Class" A” Yustallation Without BAFFLE 


HE Eriez Type ‘‘X’’ Non-Electric Permanent Magnetic 
Separator is approved for Class A Installation WITHOUT 


RESTRICTIVE BAFFLE. 


This recent approval of a magnetic separator for a Class 
“‘A”’ installation without baffle is entirely new to the mill and 
grain industry. Heretofore, all magnetic separators which 
were approved for credit in rate, had to have a rubber baffle 


installed with the separator. 


Eriez is the first manufacturer in either the electro-mag- 
netic or permanent magnet field to come out with an installa- 
tion which is approved without a baffle. 

On hammermills, chutes and spouts, the Eriez Model ‘*X’’ 
stops ball bearings, hex nuts and the most elusive tramp iron. 


Its first cost is last cost. 
full details. 


Write today for bulletin 901 giving 


12 East 12th Street 


ERIEZ MANUFACTURING CO. 


positive answers based on my own reading 
or attendance at meetings. Most farmers 
find it easier to come in and ask me, ‘What's 
wrong with my pigs—they’re off their feed?’ 
than to go over to the county agent and 
ask him questions. It’s up to me to have 
the right answers.” 

Mr. Peterson’s whole business philosophy 
can be summed up in the remarks he made 
to his competitors when he established him- 
self in Red Wing. “We'll fight to get the 
farmers into town, and then we can fight 
to get customers from among them.” Even 
his strongest competitors agree that it has 
paid off. 


Larro Research Pioneer, 
Charles Staff, Dies 


Charles Staff, 74, who was responsible for 
the early development of the Larro Research 
farm, located just outside Detroit, Mich. and 
operated by General Mills, Inc., died July 10. 

Born somewhere off the coast of China on 
his father’s ship, Mr. Staff spent his early 
years sailing between Australia and China. 
While still a young man, he settled in New 
York and in 1897 he was hired as a book- 
keeper by James E. Larrowe, who was sell- 
ing grain on commission. 

Mr. Larrowe’s interest in dried beet pulp 
brought him and Mr. Staff to Detroit, Mich., 
near the center of the sugar beet industry. 
There Mr. Staff devised feeding formulas 
and conceived the idea for Larro dairy feed. 

In 1912 a small research farm, consisting 
of a barn and 12 cows, was established to 
test the feed that was first manufactured by 
the Larrowe Mill. Mr. Staff sold the milk 
from the cows each morning, delivering it 
from door to door before coming to work. 

Mr. Staff became company vice president 
in 1922 and after 47 years with the firm re- 
tired in 1944, only to return one month 
later in an advisory capacity. He finally gave 
up his work in 1945, leaving behind him 
many contributions to better livestock nu- 
trition and management practices. 


Glidden Co. Will Build 
$3,000,000 SoybeanPlant 


The Glidden Co., Cleveland, Ohio, wil! 
build a $3,000,000 soybean extraction 
plant in Indianapolis, Ind., it has been an- 
nounced by Dwight P. Joyce, company 
president. 

Consisting of several buildings connected 
by bridges for transfer of material in various 
stages of processing, the new plant will also 
include a 1,500,000 bushel grain elevator 
It will be constructed adjacent to the com 
pany’s present mill in Indianapolis. 

This brings to $15,000,000 the amount 
allocated for the Glidden modernization ‘anc 
expansion program since June, 1945, anc 
increases to 35 the number of factorie: 
operated throughout this country and Can: 
ada, a company spokesman said. 

@ PETE FREDRICKSON, Ridgely, Tenn., 
banker, has been named manager of vhe 
West Tennessee Soya Mill, Inc., Tiptonville. 
Tenn. 


THE FEED BAG — August, 1948 


ie. 
| 
i > 
<3) 
/ Mc 
\ 


VITAMIN 


POTENCIES 


Rudy Eschenheimer has served the Feed Trade 

for 15 years in the sale and distribution of 

Vitamins A and D and allied products. 
The Vitamin A & D Concentrates and other basic vitamin products 
as manufactured by VITAMINS, Inc., of Chicago, Ill., pioneers in the 
field, are offered to the feed trade through Rudy Eschenheimer Co., 
Chillicothe, Mo. Prompt deliveries of VITINC Vitamin Products of 
guaranteed potency will be made from warehouse stocks in 
Kansas City, Mo., or direct from Chicago Laboratories. 


VITINC DRY D2 — For Four-Footed Animals 

D-Activated Vegetable Sterol dispersed in soybean oil meal. Furnished in 
potencies of 4,000,000 and 12,000,000 Vitamin D units per pound. A sure 
way to incorporate potent Vitamin D in animal feeds. 


VITINC DRY D:—For Poultry 


D-Activated Animal Sterol dispersed in soybean oil meal. Contains 908,000 
AOAC Chick Units of Vitamin D per pound. Biologically assayed, fully 
potent for poultry and animal feeds. 


VITINC DRY STABLE A & D 

A free flowing, dry product for ready mixing in feeds to provide a stable 

Vitamin A & D content. Contains 5000 U.S.P. units of fish liver Vitamin A 
and 1000 AOAC units of D-Activated Animal Sterol D., per gram. A 
popular product with feed mixers. 


VITINC FISH LIVER A 

Made from high quality fish liver oil mixed with soybean oil meal. 
Provides 1000 U.S.P. units Vitamin A per gram in dry, potent form. 
Can be mixed with Ds or D., on special order. 


VITINC A & D FEEDING OILS For Poultry 
For those feed mixers equipped to handle oils. Available in potencies 
of 400 D—1000A, 400 D—2000A. 400 D—3000A, 800 D—2000A, 
800-D—4000A. 
OTHER POTENCIES TO ORDER 


VITAMINS, Rudy Eschenheimer Co. 


CHICAGO 21, ILLINOIS Box CHILLICOTHE, MO. 
CONCENTRATES Warehouse Stock in KANSAS CITY, MO. | 
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Give Advertising Personal Touch 


Hometown Paper is Best Bet Says C. L. Green 


© IT’S the personal touch in advertis- 
ing that brings results, according to 
C. L. Green and his son, Lawrence, 
owner and manager respectively of the 
C. L. Green Milling & Grain Co., 
Winters, Tex. “Advertising in the 
hometown paper is the best bet we've 
found,” the Greens report. 

Christmas cards which are mailed 
to all customers and prospects are 
ranked second by the father-son com- 
bination. “People like the personal 
angle, especially around that time of 
year,’ they comment, “and results 
from our greeting card advertising 
program have been good.” 

Of next importance in this Texas 
firm’s customer relations policy is sin- 
cere interest in the farmer's success, 
according to C. L. Green. “A profit- 
less farmer is a profitless customer— 
o1 a gone one!” he declared. 


“Know what I think made ‘C.L.” the 
success he is?” asked one of Mr. 
Green’s customers. “Sincere interest in 
his fellowman! Why, he’s worked on 
every project that held the least hope 
for bettering the community—or the 
state! Why should I trade with a man 
whose only interest is to fill his own 
pockets? I’ve got a pocket too!” 

The entire community, even the 
state, concurs. “C.L.”, as most of his 
customers fondly call him, started his 
feed and grain business 30 years ago 
after his 10-year-old coal and grain 
business was burned out. He borrowed 


$50 and began buying “shovel grain.” 
That borrowed $50 has grown into a 
better than a million-a-year business, 
covering three city blocks, and em- 
ploying from 30 to 60 men, according 
to the season. 

As though building this business 
was not a task in itself, Mr. Green has 
been an active church member and has 
held almost every office in town and 
civic clubs, contributing heavily to all. 
For 10 years he was a director of the 
Upper Colorado River Authority. He 
served as president of the local Cham- 
ber of Commerce for 10 years. He has 
been president of the Lions club, a di- 
rector of the West Texas Chamber of 
Commerce, is currently a director of 
the Texas Grain & Feed Dealers asso- 
ciation, and has been a director of the 
Texas Water Conservation association 
for two years. 

“My theory,” explained Mr. Green, 
“is that what helps the farmer helps 
the feed man and every business man. 
Then too, I like to see people do well.” 

Seeing people do well should begin 
“at home” this Texas dealer believes. 
Many of his employes have been with 
him for years and are highly valued as 
important cogs in the machine that 
functions so smoothly in keeping the 
sales volume at peak levels. 

Walter Green, one of C. L. Green’s 
nephews, is oldest in point of service, 
having started with his uncle when he 
was a very small boy. He is now ma- 


ADVERTISING with a persona! 
angle through hometown pa- 
pers and greeting cards is 
proving successful for C. L 
Green, shown left above, with 
Estelle Briley, bookkeeper, and 
W. B. McChaughan, salesman. 
Below is a view of the feed 
plant at Winters, Tex. 


chinery head and mill superintendent 
as well as head of the flour department. 

“Walter saves us a lot of money. 
Without his know-how and ability to 
keep machinery in repair and opera- 
tion our overhead would skyrocket,” 
Mr. Green declared proudly, “and Ed 
and Oliver, the two younger nephews. 
are the best truckmen in the state and 
are both A-1 outside salesmen.” 

Mr. Green’s brother, Ike, is now the 
plant night watchman. Bill Mayo, the 
owner's brother-in-law, has been with 
the firm nearly 15 years, and Bill Mc- 
Chaughan, another veteran of nearly 
15 years with the company, is front 
salesman. Oscar Brown, outside sales: 
man, and A. J. Belknap, head of the 
mixing department, have also been 
with the Green company for over 1° 
years. 

Personnel training is considered o 
prime importance by Lawrence Green 
both in selling and maintenance work 
All employes are trained to meet cus 
tomers on a friendly, courteous basis 
and place their wants and needs abov 
all other considerations. “We also trai: 
our men to respect and keep up ou 
machinery, especially our drivers. ¢ 
laid-up truck means a laid-up man 
unless he can work on it himself. Thi 
saves a great deal of time and expens: 
as a driver thinks twice before mis 
handling equipment.” 


(Continued on page 100. 
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VITAMIN OILS 
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"Reg. U.S. rjton Pat. Off. 


Experience proves the economy of 


the better grade of vitamin oils—“a 


little goes a long way.” Gorton’s Vitamin - 


Feeding Oils assure you that extra potency - pros 


Have the 


Specialized experience in the production 


Gorton's "Know-How" 


of high quality medicinal oils assures 
the extra value of Gorton’s Vitamin 
Feeding Oils. These oils are processed 
in the many plants of Gorton-Pew 
Fisheries — largest of Atlantic Coast 


fisheries. 


Triple Tested for Top Efficiency 
Every step of manufacture — from 
processing the fish to skimming the oil, 
to filtering and blending, is guarded by 
Gorton Quality Control. Triple 


tests — chemical, biological and 


that gives your feed ADDED SALES APPEAL. 


physical — are the basis for the Gorton- 
Pew Fisheries guarantee — a guaran- 
tee that means something. 


GORTON’S COD LIVER AND FEEDING 
OILS FOR MAXIMUM PROTECTION 
IN BOTH VITAMINS A AND D 


Cod Liver Oils with Added 
Vitamins A and D: 


“G.P. Super” eh” 
800-D 400-D 400-D 
3000-A 2000-A 3000-A 
FEEDING OILS 
400-D 1000-A 800-D 2000-A 
400-D 2000-A 800-D 4000-A 
400-D 3000-A 


NEW ENGLAND BY-PRODUCTS CORP. 


for Gorton-Pew Fisheries Company Ltd. Div. 
177 MILK STREET BOSTON 9, MASS. 
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ARE FEEDS T00 HIGH? 


Many livestock and poultry raisers are of the opinion that 
formula feeds are too high. This encourages them to adopt a feeding 
program which destroys their opportunity to make money. It is true 
that formula feeds are high priced, but so is everything else the farmer 
buys or sells. Grains and other farm crops are high, livestock is 
bringing big money . . . all these factors definitely determine the 
price of supplements and by-product feeds. 


What establishes the value of feed that is purchased? Is it the cost 
price or is it the results and profits that are obtained from its use? 
Formula feeds have always heen a profitable investment in the feed 
lot. With their present high efficiency, they are returning more dollars 
and cents profits than ever before. 


GOOD FEEDING ALWAYS PAYS 


The only reason a livestock or poultry raiser has ever 


fed a balanced ration is because it has been proven to him = = 
that the grain and time saved more than pays for the outside a % is 
investment. Never before has it taken so few bushels of 


wheat, corn, oats, barley, soybeans, flax or any other farm 


crop to buy a ton of feed. Never before could a feeder lose m <EED FROM 
as much money by not feeding formula feeds. Successful 4 costs EFFIOE 
livestock and poultry producers know that year in and year ur “anne 


out, it is more profitable to follow a sound feeding program SAA 
and that good formulated feeds do increase the pay-off. 


\ 


ooD FEEDING IS NO ACCIDENT “IT'S 


FEEDS For LIVESTOCK and POULTRY 


RUSSELL-MILLER MILLING CO. MINNEAPOLIS EAST ST. LOUIS, ILL. DES MOINES 
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HENRY GRAHAM 


® CUSTOMER confidence is the most 
important single factor in building a 
successful business, according to Hen- 
ry Graham, owner of the Graham 
Hatchery & Elevator, Benton Harbor, 
Mich. As operator of one of the larg- 
est and most prosperous feed stores in 
the area, Mr. Graham speaks with 
authority. 

Seven years ago when Mr. Graham 
bought the business, it was principally 
a hatchery, with feed strictly a side- 
line. Today the sideline has grown 
to such an extent that this year Mr. 
Graham is expecting to hit the $500,- 
000 mark in gross sales, and 80 per 
cent of it will be in feed. He states 
emphatically that customer confidence 
made this possible. 

Mr. Graham operated his hatchery 
in such a way that it became recog- 
nized as a reliable place to deal. He 
stood behind every chick he sold; and 
it was only natural that folks began 
to trust his judgment about feeds as 
well. He knew chicks and he knew 
how they should be fed, and farmers 
who went along with his recommen- 
dations had good results with their 
flocks. As a result, more and more of 
them brought their business to him. 

Several years passed and the hatch- 
ery business was steadily growing, and 
the feed business increased along with 
it. As Mr. Graham puts it, “The feed 
business sort of grew by itself,” but 
that isn’t the whole story. The fact is 
that the farmers liked the way he con- 
ducted his hatchery and they wanted 
to buy their feed from him because 
they trusted him. 

During the war years the feed end 
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Customer Confidence 


Is Basic for Good Business 


of the business actually began to over- 
take the prosperous hatchery phase of 
the enterprise. Almost without realiz- 
ing it, Graham’s was being converted 
into a feed business. In 1947 chicks 
were still strong (the firm sold 250,- 
000 of them) while feed sales hit the 
$200,000 mark. 

It would seem that the metamorpho- 
sis from hatchery to feed retailer was 
just about complete at this stage, but 
Mr. Graham was just hitting his stride. 
And then in September, 1947, he had 
a chance to buy the mill and feed 
business of Boardman’s Feed store on 
the outskirts of Benton Harbor, and 
he took it. His hatchery and feed store 
occupied a good corner location in the 
business center of town but it was 
frequently a problem for farmers to 

nd parking space near the store. 
Boardman’s, located on the edge of 
town on one of the main arteries, was 
ideal in many respects. Not only was 
there unlimited parking space, but the 
plant had plenty of storage space, too. 
And it had a long stretch of loading 
dock for the convenience of customers. 

In addition to these advantages, the 


CUSTOMER confidence has 
been the most important fac- 
tor in increasing sales at the 
Graham Hatchery & Elevator, 
Benton Harbor, Mich., accord- 
ing to Henry Graham, proprie- 
tor. A view of the Graham 
feed store is shown below. 


new store, which previously had been 
Graham's biggest competitor in the 
area, had facilities for the milling of 
feed and Mr. Graham had wanted to 
make his own feeds for a long time. 
One of his first steps on taking over 
the new plant was to install an experi- 
enced mill man, Clyde Perkins, a man 
who understood the mixing of feed 
and what should go into it. The previ- 
ous owner had mixed and sold an “all 
purpose chicken feed”. “There is no 
such thing as an all purpose feed,” 
declared Mr. Graham, who is a firm 
believer in mixing feeds for specific 
purposes. Now he mixes feeds for 
every possible need. 

The new plant had a Bryant corn 
cutter, a Blue Streak twin spiral mixer 
and a Prater grinder. This equipment 
will be increased in the near future, 
Mr. Graham asserts. In his downtown 
store Mr. Graham had handled Mc- 
Millen Feed mills Master Mix feeds, 
and when he started mixing his own 
formulas he used McMillen concen- 
trates. The fact that 90 per cent of the 
mashes sold by Graham’s today are his 
own, in spite of the relatively few 
months he has been at it, is ample 
testimony to the fine customer con- 
fidence he enjoys. 

Mr. Graham attributes his success 
chiefly to the customer confidence he 
has patiently built up in seven and a 


(Continued on page 58) 
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Detter and Tresher 
Feeds 


“REG. U. 8. PAT. OFF. 


TO HANDLERS 
SELLERS ano USERS 


From as far away as they can be seen; 


colors and designs tell handlers, sellers 
and users, instantly and exactly, what 
they want to know. 

Special Savage Processing eliminates 
glare; keeps colors true in any light; makes 
the right bag stand out in any stack; and 
lets you spot the bag you want without 
stopping to read. 

Then, you grab a tag and pull a bag! 
They're just that strong and worth writing 
about to us NOW, 

Just send us samples of tags as you. usé 
them now in lots of 1,000 or 1,000,000 
or more—in one kind or many kinds. 

‘Mark annual quantities on the back of 
each sheet. We'll send you FREE, specific 
suggestions for “Tags that Talk” the way 
you want them to talk for you. 

We'll also send free a “Batch of Samples” 
showing some of more than 400 trade 
marks now appearing on “Tags that Talk.” 
Why not write us NOW? 


EFFICIENCY*-ECONOMY 


(From Pioneering) (From Specializing) 


VOLUME IN MILLIONS 
(From Our Big, New, Higher Speed Plant) 


Our amazing efficiency in feed-tag production resulted 
from our pioneering. 

The economy in “Tags that Talk” results from our 
specializing in high-speed volume production of indi- 
vidualized tags. 

One glance at the gay colors and identifying designs 
from as far away as they can be seen, tells what is in 
any bag. 

No need to get within reading distance to pick the 
wanted bag out of a mixed stock or stack. 

A “Batch of Samples” will show you why. May we 
send a set free, today? Hundreds, thousands, millions! 
Quantities are all the same to us; and constant improve- 
ments in manufacturing and shipping keep our service 
growing better and better. 


Do Write Us TODAY! 


"Phone Cleveland 0913 
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Modernization Show Looks Ahead 


Retail Store of Future Seen by 15,000 


@ THE retail store of the future was 
previewed by 15,000 businessmen from 
the United States and 20 foreign coun- 
tries at the second International Store 
Moderinzation show held at the Grand 
Central Palace in New York city, 
July 6-10. 

Sixty-six exhibitors displayed the 
latest trends in store fronts, interiors, 
and fixtures, and demonstrated the im- 
portance and value of modern business 
methods, But this was more than a 
show. It was really a postgraduate 
course for the businessmen who had 
come to the exhibition to learn. 

Highlighting the program was a lec- 
ture series planned by John W. H. 
Evans, managing director of the show. 
Charles M. Edwards, dean of the 
graduate school of retailing, New York 
university, was chairman of the series, 
and Prof. Hans E. Krusa, New York 
university, was moderator. 

Six to eight of the leading architects, 
engineers, advertising and sales promo- 
tional managers spoke each day, and a 
discussion period followed each ad- 
dress. The audience fired questions at 
the speaker and a board of experts, all 
successful in their particular fields, 
were qualified to answer the most dif- 
ficult problems. 

Although the show was not aimed 
specifically at feed dealers, most of the 
problems encountered by other retail 
merchants follow a similar pattern. 

Speaking on “Store Lighting and 
Color,” Carroll L, O'Shea, lighting 
engineer with the General Electric 
Co., pointed out that “one of the ba- 
sic fundamentals of modern merchan- 
dising is modern lighting. Unfortu- 
nately, there are too many merchants 
who feel that all they have to do is 
hang a few fixtures with some bulbs 
in them, and by so doing, their store 
is lighted okay.” 

“Lighting is too much of a sales 
tool to be ignored,” said Mr. O'Shea. 
“Those merchants who have not given 
it its proper place in their business 
have learned it can hurt, and it does 
hurt, in a place where it hurts most— 
the cash register!” 

Discussing the same subject, E. H. 
Church of the Benjamin Electric 
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Manufacturing Co. said, “It is axio- 
matic in store merchandising that the 
more customers see, the more they 
buy. Survey work in laboratories and 
experience in lighting have developed 
the three A’s of store lighting: 

1. Attraction: Inviting the customer 

into the store. 

2. Appraisal: Customer determines 

the value of the merchandise in 

terms of his needs. 

. Atmosphere: Gives the customer 
the sense of stimulation and well 
being and physical comfort. 

“Through the efforts of the illus 
trating engineer,” Mr. Church con- 
tinued, “it is now possible to add a 
fourth A to store lighting, which is 
action— buying action, or bringing 
about the decision to buy.” 

Mr. Church then outlined the de- 
velopment of modern lighting from 
the first attempt to replace daylight by 
means of the torch and candle up to 
the present day methods. 

Jose A. Fernandez, a successful prac- 
ticing architect, spoke on important 
displays and fixturing. He gave this 
advice to the merchant who wonders 
whether it is more important to mod- 
ernize the front or the exterior, “The 
store interior must be planned in rela- 
tion to the front, and must tie up with 
it. One compliments the other. The 
most important thing is the merchan- 
dise, and it must be housed and dis- 
played properly. 

“Arranging the merchandise accord- 
ing to purpose, size, and color, or a 
combination of all three is very im- 
portant,” the architect pointed out. “It 
will make sales more rapidly because 
it will aid customer selection.” 

Mr. Fernandez believes in visual 
merchandising and reminded his au- 
dience that “centuries back, even from 
the beginning of trade, merchandise 
was visual and handled by the public. 
Who can forget the town and village 
store with open barrels and baskets 
of merchandise all strewn pell-mell 
around the store, or hung from the 
ceilings and walls? 

“Traffic must be directed to all parts 


of the store,” the speaker commented, 
“and the merchandise must be so well 
displayed that the customer will stop, 
look, and buy. As I said before, mer- 
chandising should be segregated and 
displayed according to its use.” 

Mr. Fernandez went on to say that 
the shape, size, and character of mer- 
chandise determines the design of fix- 
tures. “The ideal setup in my mind 
would be to have a minimum of fix- 
tures. But the super ideal would be to 
have no fixtures at all. However, this 
would not be practical today the way 
stores are merchandised,” he added. 

Victor D, Gruen, registered archi- 
tect of Gruen & Krummeck associates, 
discussed “Budgeting for Moderniza- 
tion.” “Planning and budgeting for 
modernization is done by store man- 
agement and the architect or designer 
as a cooperating team,” Mr. Gruen 
said. “The success of that cooperation 
will, to a large extent, depend on a 
harmonious business and personal re- 
lation between the two parties.” 

In explaining the nature of the serv- 
ices an architect renders, he declared, 
“An architect is an artist, creating and 
employing, sometimes more and some- 
times less, his creations. He is a builder 
with the urge of every builder to im- 
press the proof of his existence on the 
surface of this planet. He is an engi- 
neer, calculating the structural forces 
of a building. He is a businessman, or 
at least should be, if he does not want 
to starve.” 

Mr. Gruen said further that an ar- 
chitect “is a lawyer, writing contracts, 
studying building ordinances, conclud- 
ing agreements. He is a psychologist, 
holding the hand of his client and try- 
ing to analyze the psychological effect 
of every feature of his work on the 
public. He is a publicity man pro- 
moter, public speaker, and very often 
a nervous wreck.” 

He told his audience that the client 
often forgets that the architect is a 
professional man like the physician or 
the lawyer. He pointed out that while 
most people would not think of direct- 
ing the doctor when performing an 
operation, nobody hesitates to mix into 
every phase of the architect's business. 
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“Select your architect with care,” Mr. 
Gruen advised. “Get the right architect for 
the type of job required. Then trust him 
implicitedly and give him the full story just 
as you would tell your doctor exactly what 
ails you and the background of your illness. 
Tell him what you want and make sure you 
understand the architect’s language. Be sure 
you honestly acquaint him with your budget.” 

Among the outstanding exhibitors at the 
show was the Pittsburgh Plate Glass Co., 
Pittsburgh, Pa., with a striking store front 
exhibit. The firm reproduced in miniature 
some stores of the future, and Elmer A. 
Lundberg, architectural design director, said 
the company would bring the display to 
many cities on a special tour. 

Particularly appealing to feed dealers was 
the exhibit of the Food-O-Mat Corp., New 
York. While the equipment in the display 


was originally planned for the self-service 
grocery store, it has many other applications. 
Show visitors noted that the display racks 
slope at an angle so that when an item is 
removed, another takes its place. The racks 
are filled from the rear, keeping aisles clean; 
and merchandise can be kept fresh because 
the oldest items go first. 

The Litewriter, developed by the Lite- 
writer Corp., New York, also drew much 
attention. Exhibition spectators report that 
with this new device the operator can write 
on a special board with Litewriter crayons, 
just like a blackboard. Five different colors 
can be used in a single sign. 

Plans are already under way for the third 
annual show next year in New York and 
for an additional one to be held on the 
west coast, according to Mr. Evans, show 
manager. 


V/s 


sales punch from 
KASCO means 
EXTRA 
sales dollars for 
KASCO dealers 


Today’s feed dealer faces strong competition. 
He must have strong promotional backing if he is 
to increase his feed sales profits. 


Kasco dealers get that backing...on the radio... 
in the farm papers...with special sales-making ‘“‘deals” 
... Signs, literature, direct mail, posters...a complete 


package of punchy, profit-producing promotion. 


Keep a “step ahead” with Kasco. There are a 


few outstanding dealer franchises open in the Kasco 
territory (east of Indiana). Drop a line to your near- 


Toledo 4, Ohio =» 


est Kasco office today. Dept FB8. 


KASCO MILLS, INC. 


Waverly, New York 


Soybean Group to Meet 
In Memphis Sept. 13-15 


For the first time in many years the 
annual convention of the American Soybean 
association will be held in the midsouth, in 
recognition of the great increase in soybean 
acreage in the Mississippi delta lands, 
George M. Strayer, Hudson, Iowa, secre- 
tary-treasurer, has announced. 

The convention will be held at Memphis, 
Tenn., Sept. 13-15 with Hotel Peabody as 
headquarters. Mr. Strayer reports that the 
program proper will take place there Sept. 
13 and 14, while a tour to the Arkansas 
delta substation, Clarkedale, and to the 
Lee Wilson & Co. plantations, Wilson, Ark., 
will be made on the 15th. 

A roster of outstanding speakers is being 
arranged for the anticipated record-break- 
ing sessions and Mr. Strayer reports that a 
number of firms serving the soybean indus- 
try will have exhibit booths at the Hotel 
Peabody. 

Special demonstrations and plots have 
been arranged for convention visitors at 
the Clarkedale substation, according to John 
L Dameron, superintendent of the cotton 
branch station, who will be in charge of the 
tour there. Observations of most named soy- 
bean varieties which have been planted for 
the occasion and demonstrations of flame 
cultivators and chemical defoliation of soy- 
beans will be featured. 

The tour on Sept. 15 will include a bar- 
becue lunch at Wilson, where up to 15,000 
acres of soybeans are grown annually on the 
Wilson & Co. plantations. Visitors will be 
able to see the soybean and cottonseed pro- 
cessing mills, the vegetable oil refinery, the 
margarine and shortening plant now in pro- 
cess of operation, alfalfa dehydrating plants, 
and soybean production on one of the Wil- 
son farms, 


Swanson Resigns Position 
With lowa Feed Institute 


Carroll Swanson, Carroll Swanson Sales 
Co., Des Moines, Iowa, resigned as secre- 
tary-treasurer of the Feed Institute of Iowa 
at the June board of directors meeting. He 
will continue as a board member and his 
old duties will be assumed by Marvin Nar- 
ramore, managing director. 

The directors unanimously voted to ask 
the Farmers Elevator Service Co. to sup- 
ply one board member from the co-op or- 
ganization and to increase the number of 
board members to 15. Under the new sys- 
tem, two will come from the Western Grain 
& Feed association, two from the Iowa 
Poultry Improvement association, one from 
the co-op, and 10 to be elected by the mem- 
bership at the annual meeting in September. 


JOINS J. WALTER RICE 


Reinhold W. Hoth has been named man- 
ager of the consignment and merchandis- 
ing department, J. Walter Rice, Inc., Mil- 
waukee, Wis., it has been announced by 
John G. Davis, vice president. Mr. Hoth 
was formerly with the W. M. Bell Co., 
Milwaukee. 
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Irs uniformity of quality that builds cus- 
tomer acceptance. The uniformity of quality 
that comes in every sack of Archer Quality 
Feeds. And, that quality doesn’t come by 
chance. 

Archer quality begins in the Archer 
Nutritional Research Laboratory. Here the 
Archer Feedmasters are constantly check- 
ing, testing, proving . . . making possible 
better, more economical feeds for you to 
sell . . . better feeds for increased pro- 


BEGINS IN A 


duction. That’s the quality that builds con- 
fidence in a product. That’s the quality that 
keeps satisfied customers coming back 
again and again. That’s the quality that 
builds profits for Archer Quality Feed 
dealers. For more information on Archer 
Quality Feeds... feeds that build customer 
goodwill wherever they are sold . . . write 
today. Ask about a protected Archer Fran- 
chise in your town. 


-DANIELS-MIDLANE 
COMPANY 


TEST-TUBE 
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EASY-TO-USE 


New Flock Wormer 


REMOVES LARGE ROUNDWORMS AND CECAL WORMS FROM CHICKENS AND TURKEYS 


Wormix | 


FOR REMOVAL OF LARGE 


ROUNDWORMS AMD CECAL 
CHICKENS ANS TURKENS 


Wormix 


FOR SEMOVAL OF LARGE 
ROUNDWORMS AND CRCAL WORMS 
CHICKENS ANG TURKEVS G 


Dr. Salsbury’s WORMIX gives you a 
faster selling product that builds customer 
confidence. Combines convenience and 
effectiveness with low cost. WORMIX is 
easy on the birds. No loss in rate of 
growth or egg production. Take advantage 
of the big demand for this new, effec- 
tive flock wormer. Extensive consumer 
advertising makes sales easy for you. 


LESS TIME 


Just mix with small amount of feed 
and sprinkle over the mash 


LOWER COST 


Cost is only one-half cent per bird in 
large flocks. 


Dr. Salsbury’s CLORO-CAPS for Individual Worming 


REMOVES TAPEWORMS*, large roundworms 
and cecal worms. 


*R. Tetragona, Echinobothrida and Cesticillus, 
the most common and most damaging of all. 
Easy to administer. Order these wormers, today. 
Stock up on Dr. Salsbury’s Rota-Caps, tqo; heavily 
advertised in farm papers. 


DR. SALSBURY’S LABORATORIES e Charles City, lowa 


recommend, promote and profit from... 


the complete line of poultry medicines 
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Poultry Industry Gets New Look 


IBCA Speaker Notes Four Significant Trends 


@ ONE of our radio commentators 
always makes a habit of reserving a 
few minutes of each broadcast to re- 
port news items which he calls signs 
of our times. : 

I am going to borrow this idea to 
report on some observations which I 
think are definitely signs of our times 
-—perhaps they constitute the new look 
for the poultry industry! 

While I do not claim to be pro- 
phetic, I see at least four which I think 
are significant and which would bear 
watching and studying. 

The first one is pointing to “Less 
Poultry and Eggs Coming From Our 
Small Farm Flocks.” For many years 
in the past the small farm flock has 
been the basis for much of the de- 
velopment which has occurred in the 
hatchery and produce phases of our 
industry. 

Therefore, any sign that points to a 
change in this situation is certainly 
worth studying, and especially would 
I study it if I were in business in the 
Midwest. 

Probably the best proof of this sign 
are the U.S.D.A. 1945 Census figures 
on chickens on farms. 


CHICKENS ON FARMS (JAN. 1) 


Size of Flock Per cent of Distribution 
1945 1935 
Under 50 13.8 246 
50-99 15.8 22.2 
100-199 25.8 26.8 
200-399 23.8 16.7 
400 & over 20.7 12.7 
Total 100.0 100.0 


We note that according to the fig- 
ures for 1935 there were 21.6 per cent 
of our poultry population in flocks of 
less than 50 birds, 22.2 per cent in 
flocks of less than 100 birds, and 26.8 
per cent in flocks less than 200 birds. 
Ten years later the 21.6 figure had 
dropped to 13.8 per cent, 22.2 per 
cent to 15.8 per cent, and the 26.8 per 
cent changed but little showing only 
1 per cent less. However, in the brack- 
ets 200-300 the 1945 figures show an 
increase from 16.7 per cent to 23.8 
per cent and for flocks of more than 
400 birds the figures jumped from 12.7 
“An address delivered at the annual conven- 


tion of the International Baby Chick association 
held July 13-16 at St. Louis, Mo. 
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to 20.7 per cent in 1945. There is no 
question in my mind but these figures 
should be considered as signs of our 
times. 

What are likely to be some of the 
impacts of this trend? Or where does 
this sign point to? 

In the first place, this trend is not 
out of step with the trend in agricul- 
ture generally, namely—larger units of 
production. It is following the natural 
course of events one might expect in 
the type of economy in which we are 
now living. I am somewhat of the 
opinion that you may find the small 
farm poultry flock going the way of 
the small farm orchard. If true, this 
situation poses quite a problem in re- 
adjustment for the hatcheryman, es- 
pecially in the Midwest! I am not so 
sure but what it will mean that the 
day is passed for the incubator oper- 
ator and the hatchery that has not de- 
veloped a 12 months complete poultry 
marketing, flock service and improve- 
ment program. In the ‘20s and °30s it 
was a simple matter to operate a hatch- 
ery. It involved largely a single busi- 
ness operation—that of buying eggs 
and selling chicks. According to the 
signs of the times now, I would say it 
is goodby to the operator of incuba- 
tors! I maintain that the successful 
hatcheryman of today and tomorrow is 
and will be a hatcheryman who de- 
velops a complete 12 months’ produc- 
tion and marketing program. 

This sign also raises the important 
question—what must be done to hold 
the interest of the Midwest farmer 
in his poultry enterprise, without 
which, the hatcheryman, produce man 
and the feed dealer has little to look 
forward to in the way of business? 
Also, can the Midwest continue to 
compete on a “hit and miss” basis with 
the production coming from the areas 
with much larger units of production? 
I think not! 

An outstanding example of a good 
answer to this question comes from a 
Midwest hatcheryman, whose business 
is in Livingston county in Illinois, 


which is located in the central part of 
the state and is considered to be one 
of the good livestock, corn and hog 
counties. 

The 1932 University of Illinois farm 
account records for this county indi- 
cated that only 8 per cent of the flocks 
were from 200-300 birds, and they had 
no flocks over 300 hens. Likewise for 
the surrounding counties no flocks over 
300 and from 6 to 8 per cent of only 
200-300 bird flocks. Now note this— 
the same source of information re- 
ported for 1947, 28 per cent of the 
farm account flocks in Livingston 
county had over 3V0 birds, and that 
only 16 per cent had less than 100 
hens. However, the surrounding coun- 
ties in 1947 had little or no change 
from that of 1937. Namely, 6 per cent 
had from 200-300 birds and 43 per 
cent still had less than 100. 

Another point of interest noted in 
the figures reported by the university 
was that of egg production. Livingston 
county average in 1932 of the farms 
included in the study was 114 eggs 
per hen while in surrounding counties 
the average was 107. In 1947 produc- 
tion had increased from 114 to 199 
eggs per hen or an increase of 85 eggs. 
The surrounding counties had in- 
creased their egg production from 107 
to 161, an increase of 54 eggs. 

Now the question which one is 
likely to ask is—What happened in 
Livingston county? Two things hap- 
pened which I think accounts for most 
of the answer insofar as this county 
is concerned. In the first place, by 
actual demonstration the farmers found 
that they were getting more returns 
from feed and labor used on their in- 
creased sized poultry flocks than from 
the same amount of feed and labor 
feeding dairy cattle and hogs. In the 
second place, an enterprising hatchery- 
man did a job. How? (a) He spon- 
sored a poultry breeding improvement 
program which was responsible for 
the keeping of larger flocks featuring 
one breed, increased egg production, 
(b) He merchandised good poultry 
feeds. (c) He developed an egg mar- 
keting program based on _ federal 
grades and standards which has been 
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responsible for raising the price of eggs to 
farmers. For example, in 1947, a group of 
his cooperators averaged 48.4 cents for all 
of their eggs sold during that year which 
amounted to 2.2 cents above the county 
average. Needless to say this hatcheryman 
isn’t worrying about his future prospects, 
or competition from other areas. He is 
watching the signs. 

The solving of the Corn Belt farm poul- 
try problem depends I'd say, on increased 
size of flocks, improved breeding, reduction 
in the numbers of breeds, standardization of 
breeds, inclusion of a service program to 
flock owners on feed and equipment, and 
last and most important of all, the assisting 
in the establishment of a sound marketing 
and merchandising program for the flock 
owners’ eggs and poultry, one that will pro- 
vide a price incentive to awaken and main- 
tain interest. I realize that it is not within 
the realm of possibility for every Midwest 
hatcheryman to initiate in a short period of 
time such a program but I do contend that 
unless a start is made in this direction and 
some concern shown in the price received 
by the flock owner for eggs and poultry 
sold, that a lot of hatcherymen will find 
themselves going out of business, and the 
Midwest is particularly vulnerable in this 
respect. 


Now let us look at another sign which 
speaks for itself and rather emphatically. I 
have reference to the sign that points to 
what is happening on our midwestern live 
poultry markets. For example, the live poul- 
try receipts for 1947 by state of origin for 
the Detroit market tell a very interesting 
story. 


1947 LIVE POULTRY RECEIPTS ON 
DETROIT MARKET 
Net Pounds 
South Eastern States (Del., Ark., 
Ga., Va., W. Va., Tenn., Ala.) 6,033,566 


Indiana 5,727,715 
Michigan 5,673,678 
Ohio 4,539,070 
Illinois 2,170,836 
Kentucky 1,972,205 
All other states 233,754 

Total 26,350,824 


It is very obvious that the Midwest mar- 
ket is no longer limited to locally produced 
poultry and if I were in the hatchery or 
produce business, this fact would certainly 
cause me to stop, think, and act, if for no 
other reason than for self-preservation. 
There is competition within our own in- 
dustry; competition that spells survival of 


"He's absolutely the laziest man | ever worked for." 
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the smartest—a healthy situation. I hope 
we never lose the thrill and challenge to be 
found in private enterprise! 

Let us briefly look at possible implica- 
tions of what this sign means. In the first 
place it points definitely to a year round 
commercial production on a scale which 
may mean the elimination to a large extent 
for the need for cold storage holdings of 
New York dressed poultry. 

The way things look right now it is 
going to take a chicken with ability to live, 
grow and feather rapidly, and probably 
most important of all, one that produces 
a pound of gain on about three pounds of 
food. Also you might add another require- 
ment—having the right stage of feather at 
time of marketing. 

Does this mean a special chicken for the 
job—my answer is yes, and one that is not 
a left-over from egg production breeding. 

It is very obvious that a highly competi- 
tive development is taking place—so much 
so, that I am inclined to believe it will just 
about rule out the ordinary dual purpose 
chicken. As time goes along, margin of 
profit will decline, and the race will go to 
the operator who has developed a chicken 
capable of reaching market weight on an 
extremely low cost of production. For this 
reason I don’t think many of our present 
so-called dual purpose chickens can compete. 

Were I in the hatchery business I would 
cater to the commercial egg and broiler 
producer with strictly separate lines of stock. 

Another sign which reads with a great 
deal of interest is the one that points to a 
future national farm price support program. 

Since the Midwest represent§ the area of 
the country most affected by a support pro- 
gram for agriculture, it will undoubtedly 
affect the poultry industry, and I don’t mean 
as a commodity included in a support pro- 
gram. The point I wish to make is this, 
poultry has historically been a sideline with 
the average midwestern farmer and his in- 
terest in the project has varied more or less 
in proportion to his overall agricultural 
prosperity. Whenever corn, hogs and cattle 
are making money for the farmer you can 
expect to find a decrease in his interest in 
the poultry enterprise, and this will become 
more pronounced if the hatcherymen and 
produce people continue to make little or 
no effort to provide some market incentives 
to maintain his interest. 

My fourth sign is one which makes good 
reading for it says Mrs. Consumer is using 
more eggs and poultry. 

Current consumption of both poultry 
and eggs is encouraging but there is no 
reason for complacency, for part of it we 
don’t merit. A great deal of the increase 
can be traced to the shortage of other 
foods, a situation which is likely to change. 
That we still have unsatisfied consumer de- 
mand, is evidenced by the fact that we are 
told that in a city like Chicago, that about 
50 per cent of the population still avoid our 
retail egg markets, and buy direct from 
producers or their organizations. This situ- 
ation is probably due to one or more of the 
following reasons. “Our “sloppy” method oi 
merchandising, unattractive retail displays 
and a market terminology which is too often 
confusing to say the least. This condition 
constitutes a serious threat to increasing 
future consumer demand. 
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RECOGNIZED by dairymen 
—cattlemen—hogmen as a 
superior protein source. 
There are cheap gains and 
manurial value plus a prime 
conditioning factor in 
every bag of Minnesota 
Linseed Meal. Fast, efficient 
service for both carlot 
and l.c.l. orders. 


* 
Write.....Wire..... 


Phone for Quotation 


There’s an added 


> 
in 


innesota 
LINSEED MEAL 


{O00 LBS.NET 


3 


a% PROTEIN 


Os 
FAT ass 
MAXIMUM FIBRE 9.0% 
NITROGEN FREE EXTRACT 32.08 
SOLUBLE ASH Oss 


LIMERES Or 


There’s a Quality difference..... 


INNESOTA LINSEED OIL COMPANY 


MINNEAPOLIS 15, MINNESOTA ° 


MAIN 7371 


\\ @ | 
? 
- 
| 
Minnesota. 
4 


DRY CARRIERS 


VIT-AD—Stabilized Vitamins A and D in soybean oil meal; guaranteed 
400 AOAC chick units of Vitamin D and 1000 USP units of Vitamin 
A per gram. Easy to use: just measure out the required amount 
for your batch and mix in mixer with other ingredients—economical 
—conveniently packed in 100-Ib. drums. 


VIT-D-100—Stabilized Vitamin D in soybean oil meal—guaranteed 100 
AOAC chick units of Vitamin D per gram. Easy to use: just meas- 
ure out the required amount for your batch and mix in mixer with 
other ingredients—economical—packed in 100-lb. bags. 


VIT-D-400—Stabilized Vitamin D in soybean oil meal—guaranteed 400 
AOAC chick units of Vitamin D per gram. Easy to use: just meas- 
ure out the required amount for your batch and mix in mixer with 
other ingredients—economical—conveniently packed in 100-Ib. 
drums or bags. 


VIT-D-2000—Stabilized Vitamin D in soybean oil meal—guaranteed 2000 
AOAC chick units of Vitamin D per gram. Contains 908,000 AOAC 


chick units of Vitamin D per pound—conveniently packed in 50- 
and 100-lb. drums. 


supplies 
Vitamins A & D 


for every feed 


requirement 


For the feed manufacturer who feels that his feeds contain sufficient 
Vitamin A obtained from ingredients in his feeds in the form of carotene 
(pro-vitamin A), VIT-D-100 and VIT-D-400, and VIT-D-2000 are the ideal 
dry products. To those who prefer “Vitamin A insurance" VIT-AD is 
recommended, 


OIL CARRIERS 


SILMO 4D-1A Feeding Oil—Guaranteed 400 AOAC chick units of Vitamin aie ae 
D and 1000 USP units of Vitamin A per gram. 
SILMO XX Vitamin Oil—Cod liver oil with added Vitamins A and D; avail- a 
able with 400 AOAC chick units of Vitamin D and 2000 USP units } ym» se 
of Vitamin A per gram, and also 400 AOAC chick units of Vitamin 1: hae 
D and 3000 USP units of Vitamin A per gram. ts / } 
SILMO 8D-2A Feeding Oil—Guaranteed 800 AOAC chick units of Vitamin : A>. 
D and 2000 USP units of Vitamin A per gram. ex og 
SILMO 8D-4A Feeding Oil—Guaranteed 800 AOAC chick units of Vitamin aa. ' 
D and 4000 USP units of Vitamin A per gram. t oh 4 
Some feed manufacturers prefer the use of feeding oils and cod -\- V 
liver oils because of their “wetting down" effect. The 400-D oils are more ou 


practical for this purpose—however, a certain amount of “wetting down" 
can be obtained through the use of 800-D oils which are more attractively 
priced. In addition to the above oils, special high potency feeding oils 
can be made to your specifications for use in special products such as feed 
concentrates and mixed supplements. 
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Success Thrives Courtesy Mix 


There’s No Secret About Ray Linden’s Formula 


@ SUCCESS means serving. For last- 
ing success you must mix courtesy 
with your services as thoroughly as 
you mix the ingredients of a good 
feed. That's the business philosophy 
of Raymond E. Linden, manager of 
the Oswego Grain & Supply Co., Os- 
wego, Il. 

This 33-year-old operator has evi- 
dence that his theory works. His rec- 
ords show that his volume of business 
has almost doubled within the past 
year. The story of success is revealed 
at a glance at the orderly feed build- 
ing and office, the well arranged ele- 
vator, and the two silos filled with 
stoker coal. Good housekeeping inside 
and out keeps everything in its place 
and eliminates waste. 

“The way I get new customers is 
by keeping my eyes open to learn who 
and where they are. Then I call on 
them and get acquainted,” Mr. Linden 
comments. He knows Oswego, a town 
of about 900, and the territory it 
serves. Many residents are retired 
farmers, and well kept farms crowd 
the city limits. 

Customers realize that Mr. Linden 
knows his feeds, seeds, etc. from A to 
Z. Born and raised on a farm, he took 
over the Oswego elevator two years 
ago. Earlier he had managed a feed 
store in Tiskilwa, Ill., for four years. 
Then came the war and Mr. Linden 
spent three years in the army, includ- 
ing two in the European theater. 

The capacity of the Oswego eleva- 
tor, which has served the community 
for 40 years, is 30,000 bushels. Until 
recently the United States government 
had nine 200 bushel capacity steel cribs 
on the ground, but they have been 
sold to farmers. 

Mr. Linden handles a complete line 


THE FEED BAG — August, 1948 


of Wayne feeds and also puts out a 
line of feed under his own brand. 
Sidelines handled include fertilizers, 
stoker coal, and farm tools. Sprayers, 
pitch forks, and other hardware items 
are arranged in a large display room, 
opening into the compact office. These 
articles are placed conveniently for 
the customer’s inspection and testing 
under excellent lighting conditions. 

Many items useful to both farmers 
and townspeople were found in the 
Oswego store when they could not be 
purchased anywhere else in town or 
in nearby Aurora. Mr. Linden has 
kept a fine supply of stock, even dur- 
ing the lean years. 

“I believe in keeping a large inven- 
tory, especially at certain periods of 
the year, because you can’t sell mer- 
chandise you don’t have in your store,” 
the young dealer emphasizes. “During 
the days of shortages, I had little dif- 
ficulty in getting supplies,” he adds, 
indicating that he has always been 
on his toes. 

The company is now installing 
equipment for custom grinding and 
mixing to accommodate the patrons 
who prefer to bring their own grain. 
“This is a community in which both 
custom grinding and formula mixed 
feeds are popular,” the owner says. 

To help conduct his business, Mr. 
Linden has five employes, who like- 
wise know their feeds. All deliveries, 
with the exception of coal, are free 
within a 10-mile radius. They are 
promptly made with three trucks: a 2 
ton Diamond T, a 2 ton G. M. C., and 
a 6 ton Chevrolet. 

Mr. Linden does not sponsor special 
promotions and contests, but does 
make use of manufacturers’ demonstra- 
tions, which he states are popular with 
his customers. “I sponsor a promotion 
every hour of the day by meeting 
people face to face,” is the way he 
puts it. “I don’t have any outside sales- 
men. We sell over the counter and I 
call on the farmers myself, learning 
their problems and trying to help solve 
them.” 

Through the good will he establishes 
with his sincere interest and desire to 
help, Mr. Linden learns of new pros- 


MIXING courtesy with service 
is the business formula of Ray- 
mond E. Linden, above, who 
has doubled his sales within 
the past year at the Oswego 
Grain & Supply Co., Oswego, 
Ill. An exterior view of the 
store is shown at lower left. 


pects from his old customers. He sends 
out letters to both potential and regu- 
lar buyers advising them of price 
changes, availability of feeds, and 
other feed and grain items which he 
thinks they should know in order to 
be well informed. 


The company’s credit policy is 60 
days net cash, unless the farmer de- 
sires to settle his account by selling 
his grain to the firm. “We don’t have 
a fixed collection method,” Mr. Linden 
explains. “We just send the bill, that’s 
a reminder enough. I feel that the 
farmer is becoming more businesslike 
and appreciates quality feeds and good 
service and is willing to do his part 
promptly. An important reason for 
success is being honest with the pub- 
lic you want to serve. They'll return 
the favor.” 

The company advertises in the local 
newspaper and displays the signs and 
posters issued by the feed companies. 
Mr. Linden declares that farmers like 
tc read the bulletins put out by the 
manufacturers. “For example, the one 
on hogs and salt put out by the Mor- 


(Continued on page 94) 
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NOW-MORE THAN EVER 


Keep your feeds Vitamin- Right 


The higher the price for your feeds—the better your 
feeds must perform. Because the folks who buy your 
feeds must produce enough meat and eggs to get 
those prices back with profit. 


Feed prices are still high. So today—more than ever 
your feeds must contain all the nutrients and vitamins 
needed for efficient performance. 


But—-how can you be sure your feeds are ‘‘Vitamine 
Right’? Here's an authoritative answer: 


“In my opinion, the practical vitamin problem cen- 
ters chiefly around the three Vitamins A, D and G 
(Riboflavin). These require special consideration 
because of possible or probable shortage. The other 
dozen or more factors presumably will be supplied 
in adequate amounts if good quality poultry feed- 
stuffs are used in the usual recommended amounts 


Dr. R. M. Bethke, 
Proceedings, Ohio Animal Nutrition 
Conference, 1941, p. 11. 


let NOPCO solve your A-D-G problems from now 
on, Put your A-D-G problems in the hands of a 
trained NOPCO field representative. He'll help you 
pick the right Vitamin Products from NOPCO's new 
product line——an A-D-G line designed to meet the 
needs of every type of feed manufacturer, 


Yes—-Keep your feeds Vitamin-Right 
with the right NOPCO Vitamin Product 


ell three important vitemins—A, and 
seperately, er together in a variety ef practical 
combinations 
“dry carrier products” or fertified olls 
products for animal feeds or for poultry feeds 


low-petency preducts for easy handling, or 
higher-potency products for economy 


Write today for your personal copy of “Facts 
fer Feed Manufacturers’'—a complete catalog 
of practical vitarein facts. Lear how easily 
the right NOPCO product can make your feeds be 
Vitamin-Right. Write to one of these addresses: a 


East of the Rockies West of the Rockies 


Agricultural Department Agricultural Department 
Neopce Chemical Company WNepco Chemical Company 
Ist and Essex Streets 1140 S$. 10th Street 
Harrison, New Jersey Richmond, Califemia 
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Golden Rule Rings Cash Register 


Sublette Feed Co. Makes Customers Its Friends 


@ THE Dale Carnegie of the feed 
dealers might be an appropriate title 
for John T. McMullin, part owner 
and manager of the Sublette Feed & 
Supply Co., Bluefield, W. Va., who, 
after combining first-rate service and 
public relations, can truthfully’ say, 
“In the 27 years I have been with this 
company we have never lost a cus- 
tomer through misunderstanding!” 

This amazing record has been 
achieved mainly because of the firm’s 
insistence upon the principle that “Our 
customers are our friends, so we try 
to furnish them with everything they 
need.” 

How well the Sublette company 
satisfies the farmers needs can be 
judged by a look at the inventory of 
the firm. Over 3,000 items are carried 
in stock at this West Virginia feed 
merchandising center! 


The firm has enjoyed continued 
growth since it was founded 27 years 
ago by the late S. J. Sublette, whose 
name the firm still bears, and John T. 
McMullin. The two men had been 
associated for some years in a retail 
grocery business when they decided 
that Bluefield needed a store exclu- 
sively for feeds and farm supplies. Ac- 
cordingly, they founded the Sublette 
Feed & Supply Co., remained in their 
original location for 16 years, and then 
moved to their present building, in 
which they did a $1,500,000 gross 
business in 1947! 


Mr. McMullin, the surviving part- 
ner and general manager of the com- 
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pany, provides the spark and drive 
that keeps the cash register ringing a 
merry tune at the Sublette store. Al- 
ways alert to reduce overhead, in- 
crease profits, and win new business, 
Mr. McMullin constantly strives to 
improve the service and merchandising 
that characterizes the Bluefield farm. 

Sound management, Mr. McMullin 
believes, can be the difference between 
profit and loss. Careful study of a 
small matter showed him how hay 
could be transferred directly from rail- 
road car to delivery truck, saving both 
valuable storage space and high insur- 
ance costs. The firm now handles about 
70 cars of hay a year in that manner, 
passing the saving on to the consumer. 

“If you keep your name before 
everyone in the family they will con- 
stantly be reminded to order from 
you,” Mr. McMullin explained. To 
this end he distributes small, handy 
memorandum pads at every oppor- 
tunity. Calendars, blotters, and pencils 
also carry the Sublette name and are 
presented to customers and prospects 
on every occasion. These small, useful 
reminders are seen countless times 
everyday as a farmer jots down a note, 
his wife writes out a shopping list, or 
the whole family glances at the calen- 
dar. By making the Sublette ads “use- 
ful ads,” Mr. McMullin creates untold 
subconscious good will for the firm. 

All the Sublette salesmen are local 
men, who know the farmers and feed- 
ers for miles around and are com- 
pletely conversant with local prob- 
lems. Most of them are ex-farmers and 
the balance have had an agricultural 
background. They are hired on a 
proved ability basis, but even this does 
not satisfy Mr. McMullin. All new 
salesmen, no matter what their back- 
ground or record may be, are thor- 
cughly trained by the manager to do 
things the “Sublette way.” 

Every order must receive careful at- 
tention, the small order as well as the 
large. Salesmen often spend as much 
time explaining a small pointer to a 
farmer as they do planning a large- 
scale feeding program for another. 
The company does not believe in high 
pressure methods, but rather stresses 


TWENTY-SEVEN years without 
losing a customer through mis- 
understanding is the claim of 
John T. McMullin (right), part 
owner and manager, Sublette, 
Feed & Supply Co. With him 
is S. J. Sublette, jr., son of 
the founding partner. A view 
of the store is shown below. 


steady, progressive sales, which Mr. 
McMullin explains are obtained only 
through repeat business and good 
service. 


The management of the firm, repre- 
sented by Mr. McMullin, one of the 
founders and the general manager, is 
shared by C. H. Jeffries, president of 
the company, who succeeded Mr. Sub- 
lette on his death in 1940, and S. J. 
Sublette, jr., son of Mr. McMullin’s 
founding partner. 


The complete staff, comprising the 
office force, sales force, and delivery 
staff, is made up of 23 employes. From 
the oldest employe, who has been with 
the company for its full 27 years, 
down to the newest, who has worked 
for the firm only one year, the aver- 
age employe has 10 years service with 
the Sublette Seed & Supply Co. and 
several have passed the 15 year mark. 
Each and every employe knows the 
company policy thoroughly. There 
isn’t a man, from the top to the bot- 
tcm, who is ever too busy to talk over 
a customer’s problems and offer his 


(Continued on page 66) 
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PERFECTLY 
PRINTED 


yes indeed . . . there’s a Chase COTTON 

BAG for almost every agricultural and in- 
dustrial packing purpose . . . Flour Bags, 
Feed Bags, Seed Bags, Mailing Bags—made 
from strong Chase-Tested materials. 

Furthermore, Chase Pretty Prints are avail- 
able in a large variety of colorful, attractive 
patterns. They’re becoming more popular 
every day with housewives the country over! 
They’ll help increase your sales and sustain a 
preference for your products! 

Your nearby Chase Salesman is technically 


CHASE CRAFTSMEN PRODUCE 
BETTER BRAND DESIGNS... 


Your brand name is sharper, more 
modern, and more attractive—when 


trained to analyze your requirements and designed by our Central Art and Re- 
recommend the container that best combines search Department. Our specialists 
protection and economy. He will be glad to will re-design your old brand or de- 


sign an improved new brand for your 
products. For complete details, see 
yyour Chase Salesman. 


consult with you. Your inquiry to any of the 
Chase addresses below will receive prompt 
attention. 


A S E és A G Co. GENERAL SALES OFFICES, 309 WEST JACKSON BLVD., CHICAGO 6, ILL. 


BOISE * DALLAS * TOLEDO + DENVER * DETROIT * MEMPHIS * BUFFALO «© ST.LOUIS * NEW YORK «+ CLEVELAND + MILWAUKEE 
PITTSBURGH * KANSASCITY * LOS ANGELES * MINNEAPOLIS * GOSHEN, IND. * PHILADELPHIA * NEW ORLEANS * ORLANDO, FLA. © SALT LAKE CITY 
OKLAHOMA CITY * PORTLAND, ORE. + REIDSVILLE,N.C. © HARLINGEN, TEXAS * CHAGRIN FALLS,O. * HUTCHINSON, KAN. * CROSSETT, ARK 
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FEED DIGEST 


Readers who are interested in obtaining a publication which gives 
a complete digest of most of the experimental data published in the 
United States and foreign countries may obtain complete details 
by writing to The Feed Bag, 1712 W. St. Paul Ave., Milwaukee 3, Wis. 


Title of Experiment: Influence of Protein 
Source Upon Nitrogen Retention by Sheep. 
Authors: G. P. Lofgreen, J. K. Loosli and 
L. A. Maynard, Cornell University, Ithaca, 

Digest: An experiment was conducted to 
study the nitrogen retention of wether lambs 
on rations in which 40 per cent of the nitro- 
gen was furnished by either urea, urea and 
0.2 per cent methionine, linseed meal or 
dried whole egg. The nitrogen retention 
was significantly increased by the addition 
of the methionine to the urea. The reten- 
tion was equal to that obtained with linseed 
meal but less than with egg. Biological 
values of 71, 74, 76 and 80 for the above 
four rations, respectively, were obtained 
when fed at the 10 per cent crude protein 
level. Exception is taken to the thesis that 
the biological value of proteins for rumi- 
nants generally varies within a few per cent 


of 60. 
* 


Title of Experiment: Phosphate Supple- 
ments of Different Fluorine Content as 
Sources of Phosphorus for Chickens. 
Authors: R. W. Gerry, C. W. Carrick, R. E. 
Roberts and §. M. Hauge, Agricultural Ex- 
periment Station, Lafayette, Ind. 

Digest: Over 2,000 chickens and 390 laying 
hens were involved in experiments with 
several phosphate supplements. Raw rock 
phosphate, 18 per cent superphosphate and 
colloidal phosphate supplying phosphorus, 
equivalent to 1.6 per cent of steamed bone 
meal, retarded the growth of chickens un- 
der eight weeks of age. When continued 
on such rations, containing not over 0.068 
per cent fluorine, they overcame the detri- 
mental effects at an early age, but did not 
when the rations contained 0.1 per cent 
fluorine. Steamed bone meal fed until 16 
weeks of age and a high level of raw rock 
phosphate thereafter gave no detrimental 
effects. Neither rock phosphate, treated to 
remove half the fluorine, nor melted rock 
phosphate affected chick growth. 

The treated phosphates required for maxi- 
mum growth varied with the samples used. 
Bones of the chickens fed raw rock phos- 
phate lost normal color and luster and var- 
ied in phosphorus content with the amount 
fed and the duration of the feeding period. 
They were heavier and contained more bone 
ash than the bones of chickens receiving 


bone meal. 
* * 


Title of Experiment: Changes in Egg Qual- 
ity Resulting from Force Molting White 
Leghorn Yearling Hens. 

Authors: Lawrence R. Berg and Gordon E. 
Bearse, Western Washington Experiment 
Station, Puyallup, Wash. 

Digest: A group of 100 yearling white 
leghorn hens which had been laying at a 
rate of approximately 65 per cent for a 
period of 10 months were forced into a 
molt during the second week in July. All of 
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the eggs laid by the birds for five days prior 
to the beginning of the forced molt and 
for five days after the birds reached 50 per 
cent production following the molt were 
observed for egg weight, shell smoothness, 
shell thickness and albumen index. As a 
result of the molting period the average 
egg weight increased from 57.5 to 61.6 
grams. Shell smoothness improved as indi- 
cated by a decrease in the score from 1.06 
to 0.68. Shell thickness increased from 0.234 
mm. to 0.354 mm. There was little change 
in the albumen index of the eggs, the aver- 
age index before the molt being 85 and 
after the molt 87. Similar individual data 
obtained for 15 yearling birds which were 
forced to molt in October after 12 months 
of lay showed similar degrees of improve- 
ment in egg weight and shell quality. How- 
ever, a more marked degree of improve- 
ment in albumen quality was noted, the 
average index score before the molt being 
71 and after the molt 91. The quality of 
the eggs produced by these birds after the 
molt was not the equal of those produced 
by the birds when they first came into lay 


as pullets. 


Title of Experiment: Observations on Vita- 
min A Deficiency in Young Dairy Bulls, 
Agricultural Experiment Station, Lafayette, 
Ind. 

Authors: R. E. Erb, F. N. Andrews, S. M. 
Hauge and W. A. King, Agricultural Expe- 
riment Station, Lafayette, Ind. 

Digest: The effects of varying levels of 
vitamin A on the reproductive develop- 
ment of 13 Holsteins, four Jersey and three 
Guernsey bulls were studied. Complete 
blindness developed in bulls receiving 2,000 
I. U. of vitamin A daily. Following supple- 
mentation of the ration with 4,000 and 
6,000 I. U. of vitamin A daily, very slight 
sperm production was observed: only mod- 
erate sperm production was found following 
five months of therapy with 100,000 I. U. 
of vitamin A daily. Bulls which received 
4,000 and 6,000 I. U. daily of vitamin A 
until 300 lbs. in weight and then 8 to 16 
I. U. daily per lb. of body weight, exhibited 
convulsions, showed evidence of night blind- 
ness and three became totally blind. Séxual 
maturity was delayed, sex drive inhibited 
and sperm production was limited. Cystic 
pituitary glands were observed in all bulls 
except the controls. Histological differences 
were observed, however, in both the anterior 
pituitary glands and the adrenal glands of 
the bulls. 


* * * 


Title of Experiment: Value of Soybean 
Meal Prepared from Frosted Field—Dam- 
aged Soybeans for Growing-Fattening Swine. 
Authors: B. W. Fairbanks, J. L. Krider, 
Damon Catron and W. E. Carroll, Agricul- 
tural Experiment Station, Urbana, IIl. 

Digest: In the central Corn Belt large areas 
of soybeans of the 1942 crop were frosted 


before maturity and were further damaged 
by unfavorable weather which prevented 
harvest until the Spring of 1943. Some of 
these damaged soybeans were described as 
sample grade mixed soybeans, 40 per cent 
damaged, with a test weight of 48 pounds 
per bushel. Soybean meal prepared by the 
expeller process from these damaged soy- 
beans was compared with soybean meal, 
prepared by the same method, from sound 
soybeans in feeding experiments with grow- 
ing-fattening pigs. The method of paired 
feeding for equal gains was used in this 
test, which involved eight pairs of pigs fed 
in dry lot. The soybean meals supplemented 
feed mixtures composed of ground yellow 
corn, alfalfa meal, steamed bone meal, 
ground limestone and iodized salt. In three 
pairs of pigs, the check mates made more 
economical gains than the pigs fed the soy- 
bean meal from frosted-field-damaged beans, 
while in five pairs the economy of gains 
favored the latter pigs. These results were 
studied statistically and the differences were 
found to be statistically insignificant. It is 
concluded (1) that the energy value of the 
two meals is the same for growing-fattening 
pigs and (2) at the protein levels fed, the 
two meals were equally efficient in supple- 
menting corn, alfalfa meal and minerals. 


Legume Hay Recommended 
For Vitamin A Deficiency 


Feeding a supplement of well cured, 
leafy green legume hay in a ration where 
low-carotene roughages, like cereal hay, 
straw, and corn stover, are used is recom- 
mended for the prevention of anasarca and 
of other symptoms of vitamin A deficiency 
by workers in the bureau of animal hus- 
bandry, United States department of agri- 
culture. 

This recommendation is based on observa- 
tions and experimental work by a group of 
animal husbandry specialists of the bureau, 


. headed by Louis L. Madsen, now chief of 


the department of animal husbandry, Utah 
college of agriculture, associated with I. P. 
Earle, and other bureau workers. 

The investigators point out that the real 
error in practical feeding which often leads 
to symptoms of vitamin A deficiency dur- 
ing the fattening of beef cattle is not pri- 
marily in the use of old corn in the ration, 
but in the exclusive use of low-carotene 
roughages without a supplement of some 
carotene-rich feed such as well cured green 
legume hay of the current year’s crop, well 
made silage, or green pasture. 

The condition known as anasarca has 
been a factor in the losses among cattle 
being fattened in the corn belt, especially 
on those farms where large amounts of 
coarse low-carotene roughages are fed. Fed- 
eral meat inspection service statistics show 
that a total of 651 beef carcasses were con- 
demned for anasarca in a recent five-year 
period, but more cases develop than slaugh- 
ter condemnations reveal, bureau workers 
report. 


@ SHIMA FEED MILL, Tipton, Iowa, has 
installed a 1 ton Blue Streak mixer. 


@ O. A. COOPER CO., Humbolt, Nebr., 


is constructing a new $50,000 warehouse. 
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IT GETS AROUND 


Salesman: “You make a small deposit, 
then you pay no more for six months.” 
Lady at the Door: “Who told you about 
us?” 
* 


ONLY FAIR 
First Customer: “It’s fellows like you 
who spoil it for the rest of us—giving that 
girl a dollar tip!” 
Second Customer: “Well, look at the 
hat she gave me!” | 


SCANTY 


After examining his daughter's new bath- 
ing suit, the father remarked caustically: 

“Evelyn, it is just big enough to prevent 
your being tanned where you ought to be.” 


CAREFULLY SIFTED FOR FEED DEALER CONSUMPTION 


PERSISTENT 

Waitress: “My goodness, sir, you certain- 
ly must like coffee. That's the fifth cup.” 

Diner: “Yes, I do. Otherwise I wouldn’t 
be drinking all this water to get a little of 
the stuff.” 

The man who imagines himself a budding 

genius is often just a blooming nuisance. 


FISH MEALS 


SUPPLIES 
BUTTERMILK 


These Nationally Known Brands! 
will bring in 


CUSTOMERS 
KEEP THEM 


FOR YOU.... 


PILOT BRAND OYSTER SHELLS 

MT. AIRY GRAN-I-GRIT 

GORTON A & D FEEDING OILS 
ARMOUR MEAT FEEDS 

CLEAR QUILL LIVESTOCK MINERAL 
BLATCHFORD’S PRODUCTS 

CLEAR QUILL POULTRY CONCENTRATES 


LEADER PEAT LITTER 

SMALL’S DEHYDRATED ALFALFA MEALS 
NOPCO A & D DRY VITAMIN PRODUCTS 
WATERLOO HOG FEEDS 

SERVALL STAZDRY POULTRY LITTER 
LINSEED—COTTONSEED—SOYBEAN MEALS 
V-C PHOSPHO TOBACCO FERTILIZERS 
ROYAL OAK CHARCOAL 

ANDERSON CHICK BOXES AND HATCHERY 


BLUE RIBBON & WESTERN CONDENSED 


AND .... Many Other Leading Brands of 
Nationally Known, Universally 
Accepted Feeds, Ingredients and Supplies. 


WATERLOO MILL 


YOU’RE MATCHED 
The teacher was testing the observation 
ability of the kindergarten class. Slapping 
a quarter on the desk, she said sharply, 
“What is it?” 
Instantly a voice from the back row cried: 
“Tails!” 
NEEDLESS PRECAUTION 
A woman was driving along a country 
road when she saw a couple of repair men 
climbing up telephone poles. 
“Look at those fools!” she exclaimed. 
“They think I never drove a car before!” 


TRANSPARENT 

Boy friend: “That sure is a thin dress. 
I can see your pink undies.” 

Girl friend: “Wrong again. That's my 
sunburn.” 

The trouble with women’s slacks—not 

enough slack. 
KEPT HIS APPOINTMENT 

The owner of a big feed plant had died 
and gone to—well, not to heaven. Hardly 
had he settled down for a nice long smoke 
when a hearty hand slapped him on the 
back, and into his ear boomed the voice of 
a persistent salesman who had often pes- 
tered him on earth. 

“Well, Mr. Smith,” chortled the sales- 
man, “I’m here for the appointment.” 

“What appointment?” 

“Don’t you remember? Every time I en- 
tered your office on earth you told me you 
would see me here.” 

* * 


GOOD CONDITION 

The clock struck twelve. Father came to 
the head of the stairs and boomed: “Young 
man, is your self-starter broken?” 

Voice from below: “It doesn’t matter as 
long as there is a crank in the house.” 

In the spring a young man’s fancy lightly 
turns to what women have been thinking 
about all winter. 

NOT ALL ROMANCE 

The farm was prosperous and the tractor 
salesman was amazed to see the farmer 
slowly guiding a plow drawn by a bull. The 
salesman lost no time in approaching the 
farmer and launched into a glowing ac- 
count of the advantages of his tractor. 

The farmer listened patiently and then 
explained that he already had a tractor and 
it worked fine. 

“But what's the idea of using that bull to 
pull your plow when you say you have a 
good tractor in the barn?” queried the 
salesman. 

“Son,” replied the farmer, “this here bull 
is a dumb critter, but I aim to teach even 
him that there’s more to life than romance!” 
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folks how 
feeding costs less per 


| 
per year 


iy It takes about 64 pounds of feed a year, just to keep a For each additional 114 ounces of properly balanced 
pullet alive—without her laying a single egg. To pay off, she ration, she will manufacture one egg—right up to the very 
has to really produce! limit of her bred-in capacity. 


BITE-SIZE 
EGG MASH 


Take an average of 5c a pound for this egg ration of Remember, early, heavy layers pay most. It will cer- 
one of Pillsbury’s Best Egg Mashes and grain. Then, after ainly pay both you and the farmer to make pullets do their 
maintenance, each dozen eggs costs 534c. best. Help farmers plan now! 


Balance does it! And that goes for the whole line of Pillsbury’s Best Concentrates 
and Feeds. You’re doing folks a favor by getting them to feed better and waste 
less. If you’re not already a Pillsbury dealer, why not write and find out if there’s 
an opportunity in your locality? You’re in business for yourself on a mighty fine 
basis with a Pillsbury Protected-Dealer Franchise! 


Division Headquarters, Clinton, Iowa. Feed Mills in Nine Other Cities. 
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PILLSBURY MILLS, INC.— 
FEED AND SOY DIVISION 


Consign Cun 


to... 


La BUDDE 
Feed & Grain Co. 


® Carl Houlton, Manager 
Grain Department 


The members of the Milwaukee Grain Exchange who make thi 
page possible stand ready at all times to give you excellent persond 
service. Whether you want to buy or sell grain you will find th 
Milwaukee market equal to or better than any other in the t-ade, 


Because of the large brewing and malting capacity located in 
the Milwaukee area, the Milwaukee Grain Exchange is a pri:nan 
market for barley. These large brewers and maltsters offer a malting} 
barley market equal to or better than any in the country. In dd. 
tion, Milwaukee enjoys a large demand for all types of feed grains 


‘Next time you want to buy or sell we suggest you look tv» th 
Milwaukee market. It will be to your advantage to contact the ‘irm; 
listed on this page. 


SPECIALIZING IN 


| 
BARLEY and RYE 


AT MILWAUKEE 


EXCHANGE TELEPHONE 
MARQUETTE 8-0940 


MOHR-HOLSTEIN COMMISSION COMPANY 


COMMISSION MERCHANTS 


BARLEY and Other Grains 


P.c. KAMM | 


COMPANY 


Milwaukee 


Wisconsin 


GRAIN 
MERCHANTS 


Specializing in 


BARLEY 


OFFICE TELEPHONE 
DALY 8-5226 


for 


A. L. Johnstone 


Phones—Office: Daly 8-2654, Exchange; Marquette 8-0940 


Personal Service Proves Profitable with 


Johnstone -Templeton Co. 
& Always Honest, Reliable, Satisfactory 


GRINDING OR 
POULTRY FEED 


OATS 


PHONE 
OR WIRE 
For Quotations 


Quin Johnstone 
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MARKET 


Ship Your Barley 
to Milwaukee... 


® The World’s Largest 
Malting Barley Market 
and Let Riebs Get You 
Top Market Prices for It. 


«GRAIN.» 


Reliable 


Service 


BARLEY 


® Ask us for To Arrive 
Bids on All New Crop 
Grain. 


® Send Samples for Bids 


| or Values. 
pecialty 

The RIEBS CO. 
Grain Exchange — SHIP TO — 


Milwaukee Wis. 


HERBERT A. PAGEL ROY l. CAMPBELL 
CONSIGNMENT DEPT. | 


Midwest Barley Contest 
Draws Over 700 Entries 


STRATTON GRAIN CO. 


MILWAUKEE, WIS. 


ST. JOSEPH, MO. 
SCHNEIDER. IND. 


BUYERS and SELLERS of GRAIN, SPOT and 
"TO ARRIVE", CONSIGNMENTS 


; MILL FEEDS—FEED PRODUCTS—BY PRODUCTS 
Future Orders Solicited 


CHICAGO, ILL. NEW YORK, N. Y. 


ANY GRAIN YOU SHIP RECEIVES 
OUR PERSONAL ATTENTION 


JOHN DAVIS—REINHOLD HOTH 


CONSIGNMENT DEPARTMENT 


J. WALTER RICE_ 


GRAIN EXCHANGE 
MILWAUKEE, WIS. 


Barley growers in 147 counties in seven 
Midwest states have entered the malting 
barley contest being conducted by the Mid- 
west Barley Improvement association, it 
has been announced by Dr. John H. Parker, 
Milwaukee, director. A total of 743 entries, 
consisting of carloads or part-carloads of 
barley, have been received. 

Samples of this barley are being taken 
by licensed grain inspectors at terminal mar- 
kets, and winners of the major prizes in 
the contest, which offers more than $30,000 
in cash and other awards, will be announced 
in Minneapolis, Minn., Jan. 18, 1949. 

Entries by state are as follows: Wisconsin, 
202; North Dakota, 168; Minnesota, 155; 
Iowa, 79; Illinois, 56; South Dakota, 55 
and Michigan, 28. 

As to varieties of barley suitable for malt- 
ing entered in the contest, Kindred (L) 
leads the list. Other varieties in the order 
of the number of entries include Wisconsin 
38, OAC 21, Oderbrucker, Bay, Manchuria 
and Odessa. 

The farmers who have entered the contest 
must ship their barley through local eleva- 
tors to terminal markets where there are 
licensed grain inspectors, not later than 
Dec. 1. A 10 pound sample will be taken 
from each contest car and all samples will 
be forwarded to Milwaukee, Wis., where 
they will be graded by a federal grain super- 
visor. 

Judging will be conducted by a panel of 
barley experts, including Dr. G. A. Wiebe, 
principal agronomist in charge of barley 
investigation of the United States depart- 
ment of agriculture; an agronomist from a 
state agricultural college in one of the seven 
Midwest states from which the barley is 
entered; a federal grain supervisor; and two 
buyers of malting barley, one from Milwau- 
kee, and one from Minneapolis. 

The Midwest regional prizes of $1,000, 
$800, $600, $400 and $200 will be an- 
nounced and awarded at the Midwest Malt- 
ing Barley show, to be held at the Nicollet 
hotel, Minneapolis, Minn., on Jan. 18, 1949. 
The winners of the first, second and third 
Midwest regional prizes will also be given 
an all expense trip to the Midwest Malting 
Barley show. While there they will visit the 
Minneapolis Grain exchange, malt plants 
and industrial plants using barley malt. 

State prizes in each of the seven Midwest 
states of $500, $400, $300, $200, and $100 
will be announced and awarded as recom- 
mended by the seven state committees on 
barley improvement. 

In some states these prizes will be an- 
nounced and awarded during the annual 
Farmers week at the state agricultural col- 

_lege. County prizes will be announced and 
awarded in the counties, as county agricul- 
tural agents may suggest. 

In addition to cash prizes, the winners of 
the first prizes in the Midwest region, in 
each of the seven Midwest states and in each 
county will be awarded trophies. In addi- 
tion to the five cash prizes, certificates of 
merit will be awarded to five other con- 
testants in each county, whose samples the 


judges consider most worthy of these awards. 
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What's Best Way to Spend 
Your Advertising Budget 


@ RETAIL feed dealers are constantly rais- 
ing the question of how much they should 
spend for advertising. A recent survey of 
eastern dealers shows the average feed deal- 
er is spending % of 1 cent for every dollars 
worth of sales. Deal- 
ers carrying sidelines 
such as hardware and 
paint averaged about 
Y% of 1 cent. Dealers 
handling lumber and 
building supplies are 
spending % of 1 
cent, and some han- 
dling electrical appli- 
ances %4 of 1 cent. 
The exact amount to 
be spent depends en- 
tirely upon the view- 
point of the dealer. 

Some dealers think of advertising in terms 
of overhead, an expense that should be cut 
to a minimum. The little they do spend is 
usually spent unwisely, and is of doubtful 
value. 

Other dealers think of advertising in 
terms of an investment. They set up an 
advertising budget, and test the various 
mediums to determine which brings the 
greatest returns, just as an investor exam- 
ines the past records of corporations he may 
want to buy stock in. A new piece of equip- 
ment can increase your profit by reducing 
your cost of operation. Likewise, money 
invested wisely invested in advertising can 
increase your sales with a comparatively 
small increase in overhead, thereby result- 
ing in larger profits. 

“Advertising Pays” is only a half truth. 
Advertising can and does pay off if the 
dealer approaches the problem sensibly. A 
dealer who may build up a successful busi- 
ness after 10 or 15 years or more of careful 
planning and hard work, should not expect 
spontaneous results from an ad or a series 
of ads. Successful advertising like growth, is 
a gradual process. 

Many dealers who decide to advertise 
jump into a program without investigating. 
They fail to realize there are many forms of 
advertising. They should become familiar 
with the various mediums available. In a 
sense, they should approach the problem as 
the chemist approaches his problem. The 
chemist’s test tube is his proving ground 
before his ideas go into production. His 
mistakes are inexpensive mistakes because 
he never proceeds until he gets results on 
a small scale. The feed dealer should do 
the same thing. He should test the various 
advertising mediums until he finds the one, 
or a combination, that will give him the 
greatest return for every dollar spent. 

We will discuss some of the mediums 
used by feed dealers, and try to analyze 
their value. 

Newspapers—The daily or weekly news- 
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GERALD BURKE 
paper in a small rural community is an ex- 
cellent medium. The rates are usually low, 
and while the circulation is generally small, 
it is a select circulation. In other words, most 
of the readers are potential customers, and 
are interested in what you have to sell. 
Many dealers spend advertising dollars fool- 
ishly trying to crash the metropolitan or 
large community papers, because they are 
told the larger papers enjoy a much larger 
circulation and cost per reader is lower. 
While this is true, the dealer fails to recog- 
nize the fact he is paying for a lot of waste 
circulation—people who are not even re- 
motely interested in what he has to sell. A 
farm paper reaching 5,000 farmers exclu- 
sively, may have more pulling power for the 
dealer than a metropolitan paper with a 
circulation of 100,000, and it will cost con- 
siderably less to reach your prospect. 

Radio advertising has been tried by some 
dealers, but the results reported have not 
been too satisfactory. Both the spot an- 
nouncement, and the sponsored program 
are costly. Here too the dealer pays for a lot 
of waste circulation, because a lot of people 
tune in who are not prospects. Radio is 
essentially entertainment. It is very much of 
a gamble just as is a show on Broadway or 
a Hollywood movie. 

Direct mail advertising is probably used 
by more feed dealers than any other form. 
It is one of the cheapest mediums, and it 
offers the dealer the best opportunity of 
injecting his own personality into the 
picture. 

The most important item to be considered 
in direct mail, is the mailing list. Here are 
some important sources. 

1. Customers of the firm 

2. Names exchanged with other business- 
men 
. Directories and phone books 
. Membership lists from organizations 
. Public records : 

. Names supplied by satisfied customers 
and prospects 

7. Press clippings 

8. Special list building plans 

Post cards and mailing cards have been 
especially effective with retail feed dealers. 
Special sales, seasonal items, new depart- 
ments and services can be flashed to the 
prospect effectively and economically. The 
double post card pulls inquiries at a very 
nominal cost, because it is so convenient for 
the prospect to use. The feed dealer who 
plans large mailings can have a special 
double card made up. The return card then 
can be made up as a business reply card. 
On this he will pay the postage only if the 
card is used. 

Another effective method of keeping the 
customer interested is by letters or bulletins. 
A good duplicating machine will pay for it- 
self in less than a year. On it the dealer can 
not only tell his story, but illustrate it by 
using clever cartoons and drawings. He can 
also enjoy the advantages of bulk mail. Bulk 
mail cuts down postage expense for rates are 
lower than regular rates, and the work of 


stamping mail is eliminated. He can obtain 
a permit from the postmaster and complete 
details. Inquiries can be secured from the 
customer here too at a very low rate, be- 
cause business reply cards and envelopes 
can be enclosed. Postage is paid on only 
those that are used by the prospect. 

In actual tests made to get inquiries from 
prospects, direct mail has brought in from 
10 to 25 times the response that newspapers 
did. The answer seems to be the effort re- 
quired to write a letter in response to an ad, 
as compared to the simplicity of checking a 
card or coupon, and dropping it into the 
mail. The easier you make it for the pros- 
pect to respond, the more response you 
will get. 

The house organ is another effective 
medium. This is usually a four-page leaflet 
with news about your organization, and your 
community, and tips to the farmer on how 
to do things he is most interested in. A 
buy, sell, and swap page is almost a must in 
the house organ. Most dealers allow the en- 
tire community to use this page free, and 
the interest it creates, and good will it 
builds is worth every bit of the effort it 
takes to conduct it. , 

Dealers should never discount the value 
of cooperative advertising. Most suppliers 
will furnish you with attractive advertising 
literature and mats on their products. Many 
will share the cost of direct mail and news- 
paper advertising. The advertising facilities 
of most progressive suppliers will be avail- 
able to you if you want their assistance. Tie- 
ins with store and window displays will in- 
crease sales. Another source of effective and 
low cost advertising is syndicated material. 
Many big printing concerns produce this 
material in large quantities, and they per- 
sonalize it for small dealers by printing the 
dealers name, trademark, etc. 

Last but not least, feed dealers can always 
get a lot of valuable assistance from their 
trade magazines. Successful selling and ad- 
vertising ideas are constantly being reported. 
Tested ideas are always much more effective 
and less expensive than untested ones. You 
can always profit by someone else’s experi- 
ence, and avoid their costly mistakes. 


@ QUAKER OATS ELEVATOR, Elliot, 
Ill., has announced plans to construct a 40, 
000-bushel annex just north of the present 
structure. 


e@ H & H DISTRIBUTING CO., Albany, 
Wis., has been purchased by the Green 
Co. Farm bureau. William Baker has been 
named manager. 


@ DANIEL F. PEMBROKE, Monticello, 
Ill., who formerly managed the Allman 
Seed Co., has been appointed postmaster at 
Monticello. 


@ COLLEY GRAIN CO., Melrose, N. Y., 
is constructing a 35,000-bushel crib elevator. 


CINCINNATI CLUB MEETS 

The Cincinnati Feed club held its first 
outing and golf party at the Maketewah 
Country club June 29, but only 13 golfers 
braved the rainy afternoon. The gathering, 
which was arranged by A. L. Buxton, chair- 
man, John Crane, and Clisby Jennele, ended 
with a business meeting and a report on the 
year's activities by Philip J. Schaible, secre- 
tary-treasurer. 


THE FEED BAG — August, 1948 


THE FEED BAG — August, 1948 


By using natural vitamin A from fish liver oil 
in your feeds you insure that your products 
contain a definite quantity of a nutritional 
factor which is essential to animal life. Ample 
amounts of natural vitamin A mean: 


1. Better general health. 

2. Higher growth rate. 

3. Greater reproduction efficiency. 
4. Longer productive life. 


Vitamin A is essential to poultry and animals. 
That's why you protect your feeds when you 
add true vitamin A. Natural vitamin A from 
fish liver oil is available at guaranteed vita- 
min content. Now you can fortify your feeds 
at will... to supply the desired nutritional 
value of vitamin A for any feeding need. 


BETTER FEEDS WITH TRUE VITAMIN A 


When your feeds are fortified with true vita- 
min A, your products will maintain a higher 
quality, which will win and hold more cus- 
tomers. 


FORTIFY RELIABLY WITH TRU A 


Plant ond Laboratory—Seatile 7, Washington 


Halibut Liver Oil 


TRU A Standardized Fish Liver Oil 
is a basic feed ingredient —true 
vitamin A from fish liver oil— 
standardized and stabilized— 
guaranteed U. S. P. units of vita- 
min A in the most economical 
natural potencies. For liquid dis- 
persion, Miscible mixes readily 


with water or milk. For dry dis- 


persion, premix your own dry A. 


-TRU A Standardized 


Fish Liver Oils 


to meet your needs 
convenience : 


PACKING TYPE «CODE 
24-1 lb. Cans Miscible 24M 


tb. Drum Miscible 215 M 


215 ib. Drum Straight 215 § 
400 Ib. Drum Miscible 400M 


Ib. Drum Straight 400 


. Miscible contains 4,540,000 U. S. P. 


units vitamin A per pound; Straight, 
3,000,000 units per pound. — 


Also available in bulk tank car 
lots. 


TRU A PAYS ITS WAY 


The World’s Largest Producers of Vitamin A at ea 
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— Customer 
(Continued from page 37) 


half years of operation. This he has gained 
because of his knowledge of the poultry 
business, and because of his knowledge of 
feeding problems in all branches of livestock 
feeding. He got acquainted with a lot of 
farmers when they came to him for chicks. 
They saw that he knew chickens and how 
to feed them. As his feed business grew, he 
studied what goes into feeds so that he 
could discuss it intelligently with his 
customers. 

Mr. Graham still stands behind every- 
thing he sells, and he is already ready to 
refund the full purchase price of anything 
that is not satisfactory. “Another thing,” 
adds Mr. Graham, “I'll throw away any 
amount of spoiled grain before I'll use it in 
milling feeds. That’s the way my business 
has always been conducted, and my cus- 
tomers know it.” Mr. Graham realizes that 
his success depends upon the success of his 
customers, and he is probably more particu- 
lar than they are about what they feed their 
stock. 


In achieving his present success, Mr. 
Graham has not depended solely on cus- 
tomer confidence. He’s a strong believer 
in advertising and is convinced that it is 
essential to any business. At the present 
time his messages are conveyed to the pub- 
lic through the daily papers, by radio, in 
the movies, on bill boards, in telephone 
books and by direct mail. And he always 
has a booth at the local county fairs. 


The operator believes in service, too. In 
addition to the feeds he mixes to his own 
formulas, he will build a feed any way a 
customer orders. Usually he talks over just 
what they want, and advises them what he 
would do in their case. The firm has a 
“trouble shooter” who goes right out to 
the chicken farms and assists farmers in 
straightening out their problems. 

Both stores stock a complete line of 
chicken and stock remedies, brooders, fer- 
tilizers, seeds, and the many other items that 
make shopping in his stores easier for the 
farmer. 

Most of the business is conducted on a 
cash and carry basis, but Graham’s has a 
panel truck and a 1'4-ton straight job for 


Illinois Group Organizes New Feed Club 


Officers of the McLean County Feed 
club, elected at an organization meeting 
held under the auspices of the Illinois Feed 
association at Bloomington June 29, are, 
from left to right: Guy Jones, Danvers, 
vice president; Chester Bishop, LeRoy, sec- 
retary; Wilbur Snook, Bloomington, pres- 
ident; and Mac Convis, Bloomington, treas- 
urer. 

Committee chairmen appointed were: C. 
W. Miller, publicity; Harry Files, programs; 
Lawrence Koshner, membership; Charles 
Agle, legislative; and Phil Bolinger, public 
relations, all of Bloomington. 

Purpose of the new club is to study ways 
and means of increasing the sale of mem- 
bers’ products through greater community 
service, according to E. F. Dickey, Peoria, 
secretary of the Illinois Feed association. 


Speaking at the meeting, he explained how 
feed men, public officials, teachers, and 
others had joined hands to create educa- 
tional programs. 

L. W. Keller, Decatur, president of the 
state group, pointed out that the enemy of 
the feed man was not his neighbor feed 
dealer, but the feeder who through lack of 
knowledge was not on any baldfnced feed- 
ing program. 

Discussing poultry and egg production, 
Erwin Wascher, Fairbury, Livingston County 
Feed club, said that the real profit was in 
the increased number of average annual 
eggs per hen, citing the national average of 
154 eggs per hen compared with a 200 to 
230 average quite common among efficient 
poultrymen. 


delivery, as well as a semi-trailer which is 
used mostly for hauling grain and concen- 
trates. Some of the best customers buy on a 
credit basis but the limit is 30 days. “I'm 
keeping a pretty sharp eye on the books in 
these uncertain times,” says Mr. Graham. 

One of the little things that Graham's 
does is*to always carry out the feed and 
load it in the customer's car or truck. Many 
feed merchants make a practice of doing 
just the opposite, but Mr. Graham believes 
that it is a service that is appreciated. 

But service wouldn’t mean a thing with- 
out customer confidence, according to Mr. 
Graham. “Our family doctor is a man we 
trust and have confidence in,” he points out. 
“That’s why we go to him instead of to 
somebody else. That’s the: way I want my 
customers to feel toward me.” 


Martin Heads Pillsbury’s 
New Poultry Department 


D. W. Martin has been named manager 
of Pillsbury Mills’ newly created feed & soy 
division poultry department, it has been an- 
nounced by G. R. Peterson, division sales 
manager and vice president. 

Mr. Martin, former sales supervisor for 
the feed & soy division at Minneapolis, will 
make his headquarters at Clinton, Iowa. 
With Pillsbury since 1934, he will be re- 
sponsible for sales and merchandising poli- 
cies in poultry feed operations. 

The creation of the new department re- 
sulted in two other appointments. R. W. 
Jones, former sales supervisor of the Clinton 
West territory, will succeed Mr. Martin as 
sales supervisor in Minneapolis, and Lester 
G Johannsen will succeed Mr. Jones. The 
Minneapolis feed branch serves a six state 
area while the Clinton West territory em- 
braces the state of lowa and northern Mis- 
souri. 

Joining Pillsbury in 1930, Mr. Jones has 
served as feed specialist, territory salesman 
in northern Wisconsin, and as sales super- 
visor. Mr. Johannsen, who became asso- 
ciated with the company in 1944, will be 
located at Centerville, Iowa. 

In another appointment, John Wulf, who 
joined the feed & soy division in October, 
1946, was named chief accountant for the 
division. 


Eastern Federation Changes 
Dates for ‘49 Convention 


Dates for the 1949 annual convention of 
the Eastern Federation of Feed Merchants, 
Inc., at New York, originally set for June 
6-7, have been changed to June 20-21, it 
has been announced by Austin W. Carpen- 
ter Sherburne, N. Y., executive director. 


_The change was made to avoid a conflict 


with the National Feed Industry Trade 
show and the Central Retail Feed conven- 
tion to be held at Milwaukee, Wis., June 
6-8, 1949. 

@ ERWIN E. PEREBOON, Springfield, 
Colo., was recently named manager of the 
Southeastern Colorado Co-operative eleva- 
tor, succeeding T. D. Crisp. ; 
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FREE Nutritional 
Service! 

...is now available for 

Feed Manufacturers. 

Write for full informa- 


tion today! 


=. HARDY 


St 


HARDY S 


It Costs Only 10c Per Ton to 
Trace Mineralize All of Your 
Feeds — Just Use HARDY’'S 
TRACE MINERAL SALT in 
Place of Ordinary Salt! 


OTH Hardy’s Trace Mineral Salt Formulas contain all the essential Trace 
Minerals (Iodine, Manganese, Iron, Copper and Cobalt) to fortify each 
type of feed with the optimum quantity of these vitally important trace elements. 


HARDY’S TRACE MINERAL SALT FORMULA No, 1: Our original Formula 
recommended by many leading Dairy, Sheep and Hog Specialists at State 
Experiment Stations. 


HARDY’S TRACE MINERAL SALT FORMULA No. 2 has been designed for 


periods of heavy drain on the animal's system—such as during rapid growth 


of young animals and poultry, and periods of breeding, pregnancy and lacta- 
tion. Many authorities have been consulted to give you a formula which will 
produce optimum results. The higher Manganese requirements of growing chicks and 
poults have been set out by a subcommittee on Poultry Nutrition of the National Research 
Council. The higher requirements of growing and breeding animals and poultry for 
Iodine are generally recognized. (Dairy feeds are included under Formula No. 1, as dairy 
cows in heavy milk production consume more salt and thereby get more trace minerals.) 
The higher fortification of Formula No. 2 costs you no more per ton of feed; 10c per ton 
of complete feed is all you need spend for optimum fortification with trace minerals. 


FOR COMPLETE INFORMATION AND QUOTATIONS — WRITE, WIRE OR PHONE US TODAY! 


ineral 


PRESENTS-NOT ONE-BUT TWO 
MINERAL SALT FORMULAS! 
FOR MU L pouttry) GROWING AND 2 
MALS MALS a DING | 
r r 
20 Ibs. Pe TURKEY mASH CHICK AND Complete Feed: 
@ FEED? poutteY ANP Pours | 
CHICK, GRow | 
EDS FEEDS EN AND ERS 
HOG FE SHEEP TURKEy 
ort of the Retions ROWER Masy BREEDING Ms 
trates or When In Con FEEDS 
ed as Part of the Ration 
— 
\ | 
TRACE MINERAL © 
HARDY SALT CO. 800 s. Vandeventer Ave. St. Louis 10, Mo. 
Insist on HARDY’S—The ORIGINAL Trace M Salt 
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New Owner Decides to Let Old One Stand 


@ WHEN Joseph Migas purchased 
the Frank Sroda & Sons feed business 
at Amherst Junction, Wis., six years 
ago he had a decision to make that has 
been made by countless new feed store 
owners who bought out old established 
businesses. That decision was whether 
or not to change the firm name when 
he took over. He decided not to make 
the change! 

“The faith that people place in the 
name of merchants who serve them 
well cannot be measured in mere dol- 
lars and cents,” Mr. Migas explained. 
“A good name and reputation in the 
feed business cannot be bought with 
free premiums, gaudy signs, and pre- 
tentious claims. It is quality merchan- 
dise and dependable service thas 
makes folks come back for more.” 

The Sroda name is a familiar one in 
central Wisconsin. Right in Amherst 
Junction there are two other business 
concerns bearing the family name, in- 
cluding George Sroda’s well known 
turkey farm. 

Since Joseph Migas took over Frank 
Sroda & Sons there has been no let- 
up in the volume of business. On the 
contrary, as Mr. Migas has improved 
his feed store, he has added new cus- 
tomers steadily. 

To the already large stock which he 
took over from the Sroda’s, Mr. Migas 
added even more farm necessities with 
the result that today Frank Sroda & 
Sons has a more complete stock than 
ever before. The large inventory of 
farm needs includes more than a score 
of nationally advertised brands. 

“To the value of our firm name, we 
add the faith that farmers have in 
time-tested national brands and come 
up with a combination that is almost 
impossible to beat,” Joseph Migas as- 
serted. The big stockroom houses am- 
ple supplies of Master Mix formula 
feeds, Blatchford calf meal, Jacques 
and Cargill hybrid seed corn, Pilot 
brand oyster shell, Vigoro, and a full 
line of Jamesway equipment. 

“We have had excellent success 
with formula feeds,” Mr. Migas 
stressed. “There is some relatively poor 
farm land in this section of Wisconsin, 
but since the farmers have found the 
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increased results they get with formu- 
la feeds actually cost less in the long 
run, we have never had a slump in 
our business. 

“Farmers want to get the best mer- 


FAITH in an established firm 
name can not be measured in 
dollars and cents, so when Jo- 
seph Migas, above, bought the 
Frank Sroda & Sons feed busi- 


ness at Amherst Junction, 
Wis., he continued under the 
old name. 


chandise available at a fair price,” 
Mr. Migas continued. “They know 
they can’t get something for nothing 
and so they are exceedingly careful 
when cut-rate bargain offers are made 
because too many of them have been 
‘burned’ before. Progressive feed mer- 
chants have to realize that aggressive 
merchandising and better service are 
their best tools in competition, not 
price-cutting.” 

Warning other feed dealers who are 
tempted to start price wars that such 
ventures usually cost far more in the 
long run than the immediate mone- 
tary profit they bring in, Mr. Migas 
praised feed trade organizations and 
said he thought they were accomplish- 
ing very worthwhile ends in dissuad- 
ing dealers everywhere from resorting 
to such tactics. 

“Cash is the only way to sell feed 
nowadays,” this alert dealer stated 


positively. “We sell for cash-on-the- 
barrelhead and have had no com- 
plaints. Farmers expect cash from us 
when we buy their eggs and they 
know that we, in return, expect cash 
for the feed and farm supplies we sell 
them.” Cash selling has cut overhead 
considerably at Frank Sroda & Sons 
without any drop in volume whatso- 
ever over the days of liberal credit, 
according to Mr. Migas. 

The broad brick Frank Sroda & 
Sons feed store is on the main street 
of Amherst Junction, a town of 800 
some 40 miles northwest of Appleton. 
Its front will shortly undergo a face- 


‘ lifting in conjunction with a remodel- 


ing project which will include con- 
struction of a large new warehouse at 
the rear of the big salesroom. 

There are big, double loading doors 
on two sides of the Sroda feed store 
and both are busy throughout the 
business day with loading of farmers’ 
cars and trucks. “Delivery service is 
an expensive proposition, far more 
expensive than the return it nets,” Mr. 
Migas observed. “That is why we no 
longer offer the service. 

“Delivering is all right when a close 
check on the profit of the delivered 
goods indicates that the service meens 
the difference between having and 
losing that profit. But in our case, like 
that of so many other dealers, the 
profit in the goods was being eaten up 
in gas, tires, and labor—so we cut out 
delivering and find that the farmers 
don’t mind at all.” 

The Frank Sroda & Sons feed store 
advertises every week with prominent 
display space in the Amherst Advo- 
cate, the most widely read weekly 
newspaper in the trading area. When 
special items, like fertilizers, are re- 
ceived, Mr. Migas expands his adver- 
tising program to include the Stevens 
Point Daily Journal, published 20 
miles away. Between the two news: 
papers, Mr. Migas effectively covers 
a trading area more than 50 miles in 
diameter. 

Joseph Migas maintains very cordial 
relations with the county agent, farm 


Continued on page (86) 


THE FEED BAG — August, 1948 


\e 


friom goal every 


DONALD D. DORLAND, 


manager of the To-Lani Breeding Farm, Stone Mountain, 
Georgia. In 1946, 82.1% of his “Production Red” R.O.P. candi- 
dates qualified with over 200 eggs per bird—15% produced 


over 300 eggs per bird. 


“TT COSTS less to raise a good chick than a medi- 
ocre one—and the results are more satisfying,” 
says Mr. Dorland. 


“Furthermore,” he adds, “it is impossible to get 
a high egg yield with birds bred from poor laying 
stock. That is why the purchase of chicks from 
good breeding stock is the basic step in raising 
and developing high egg producers. 


“Every good poultryman,” says Mr. Dorland, 
“has the know-how to do the rest of the job of 
achieving the 200-eggs-per-bird goal. 


“But to do this, he must practice to the utmost 
every rule of good management, follow a rigid 
sanitary program, and feed a well-balanced diet. 


“A scientifically balanced feeding program 
should employ a good feed which includes all the 
essential ingredients.” 
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“Delsterol” is the Economical, 
Scientific Source of Essential Vitamin D 


The best guarantee you can give poultry raisers that their 
flocks are assured unexcelled protection against Vitamin 
D deficiency is to fortify feeds with ““Delsterol” “D”-Acti- 
vated Animal Sterol. 

Du Pont “‘Delsterol” is the economical, scientific source 
of Vitamin D... exceptionally stable .. . consistently 
uniform in potency. As a dry ingredient, it mixes easily 
and supplies Vitamin D in a form readily assimilated | 
by the birds. 

For details, write E. I. du Pont de Nemours & Co. (Inc.), 
Organic Chemicals Department, Wilmington 98, Del. 


REG.U.S. DAT. OFF. 
BETTER THINGS FOR BETTER LIVING 
THROUGH CHEMISTRY 


DELSTEROL’ VITAMIN D, 


“D’-ACTIVATED ANIMAL STEROL 
ORIGINATED BY DU PONT 
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SPENCER 


; Decatur is one of EIGHT giant Spencer Kellogg 
plants. Six of these plants are devoted espe- 
cially to soybean processing. 


_ The Decatur plant, with its 2% million bushel 

storage capacity, mokes soybean oil, soybean 
oil meal, soy flour, and soy protein for com- 
mercial use. 


_ Each Spencer Kellogg processing plant has its 

ewn control and research laboratory Skilled 
technicians supervise each step in processing . 
while researchers work on new uses for the 
versatile soybean. 


BUFFALO, N. 


SPENCER KELLOGG and SONS, Inc. 


First Name in Vegetable Oils 


BUFFALO 5,N.Y.. 
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Floor Displays Heart Store 


Sales Fixtures Have Three Basic Functions 


@ SALES floor equipment is the con- 
tact medium of merchandising. Store 
fronts exist to pull in customers, serv- 
ice areas located behind the scenes 
feed streams of merchants and me- 
chanical energy in and out of the sales 
space, but the heart of any shop or 
store is the arena where clerk meets 
customer over the sales counter. 

Every department on the sales floor 
must have fixtures of one sort or an- 
other for the storage and display of 
merchandise and feature displays with 
which to identify and promote that 
department’s own merchandising pro- 
gram. It is vital that such sales floor 
equipment be carefully designed or 
selected for the part it has to play. 
Otherwise, both merchant and cus- 
tomer will find it hard to use and ap- 
preciate a well-organized sales floor, 
efficient service areas behind the 
scenes, or an effective store front. 

Before sales fixtures and displays 
can be finally organized, a great deal 
cf background planning must be suc- 
cessfully completed in order to create 
the right shopping environment for 
their use. Customer traffic lanes —- 
stretching from the entrance door to 
the most remote sales department— 
should first of all be organized for re- 
lated merchandise locations. Traffic 
should be successively routed past im- 
pulse, convenience and demand sales 
divisions, and each sales division 
should be located in friendly relation- 
ship to its neighbors. Incoming and 
outgoing merchandise should have 
equally well-defined traffic lanes from 
off-the-floor stock reserves to sales floor 
fixtures and then back again to the 
non-selling areas behind the scenes. 
Neither stream of traffic should be 
allowed to disturb or block the other. 
Finally, the general atmosphere and 
character of the sales space should be 
defined by carefully organized lighting, 
air conditioning, backgrounds, and 
color schemes. 

Once these basic factors have been 
set, it becomes possible to undertake 
the final design or selection of equip- 
“An address presented July 9 at the Store 


Modernization Show, Grand Central Palace, 
New York City. 
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ment for the storage and display of 
the goods on sale. 

A well-organized sales floor should 
be packed with the greatest possible 
amount of merchandise, attractively 
displayed for customer appraisal, but 
it should never look like a glorified 
warehouse. It is fatal to bore cus- 
tomers with an endless display of re- 
petitive merchandise, yet the merchan- 
dise must be there within easy reach 
of both customers and sales personnel 
The answer is to use sales fixtures ap- 
propriate in form and function to the 
goods that they hold. Each sales de- 
partment should be equipped for maxi- 
mum sales production and minimum 
customer or clerical fatigue. 


Sales fixtures have three jobs to do: 
First, they must store merchandise; 
second, they must display all or part 
of that merchandise; third, they must 
protect their merchandise from dust, 
too much customer handling, acci- 
dental breakage, or spoilage. 

Not every sales fixture has to per- 
form all three basic functions. A re- 
frigerator case for cut flowers is one of 
the few fixtures that must actually 
store, display, and protect its contents 
all at one time. In a five and dime 
store, most of the notion counters are 
used to store and display their varied 
items but not to protect them. Shop- 
pers are encouraged to pick over the 
merchandise, and sales are conducted 
on a semivself-service basis. 


Many items of merchandise need 
little or nothing in the way of a sales 
fixture. Furniture, floor coverings and 
household appliances are among those 
items that require only shelves or plat- 
forms. Garden tools, small radios, 
housewares, lamps, mirrors and _ pic- 
tures can also be sold from simple 
open sales fixtures. 


Physical requirements imposed by 
human anatomy also influence the de- 
sign of sales fixtures. Sales personnel 
should not be expected to reach too 
high or stoop too low in order to 
handle merchandise. This limits the 
total height and depth of any sales 
fixture. Customer comfort should also 


be considered. Counters for standing 
customers should be high enough to 
take their elbows; tables or showcases 
for sitting customers must be planned 
for knee room and for lower elbow 
room, Any fixture should have either 
recessed toe space or an open base. 

Since the character of the merchan- 
dise involved and requirements set by 
the human figure logically determine 
the design of each sales fixture, it fol- 
lows that there is no need to struggle 
for uniform fixture heights through- 
out the sales floor. A seven foot height 
for all wall fixtures, for example, may 
result in deadly monotony and need- 
less construction costs. Instead, better 
results can be obtained by allowing 
the natural requirements of each group 
of fixtures to set different heights from 
department to department. Not only 
will this result in a pleasing variation 
in pattern through the sales floor, but 
it will also lead to easier identification 
of each department. 

Sales methods are the final deter- 
mining factor in fixture design. Where 
over-the-counter selling is used, com- 
mon practice sets two basic fixture 
types; forward fixtures in contact with 
the customer, such as counters or tables 
or showcases, and back fixtures at the 
rear of the clerk’s aisle for stock stor- 
age and display. In many sales depart- 
ments where over-the-counter selling 
is replaced by self-service or by semi- 
self-service, there are no forward fix- 
tures. Every fixture can then be di- 
rectly approached by the customer. 
Typical departments of this type are 
men’s, women’s, and children’s cloth- 
ing, books, housewares, home furnish- 
ings, furniture and appliances. 

On the average sales floor, it is also 
common practice to arrange fixtures in 
either island or wall departments. Is- 
land departments must be more or less 
self-sustaining, thanks to the fact that 
they are isolated from perimeter re- 
serve stock spaces. They must be plan- 
ned for adequate daily stock capacity. 
Wall departments can be located adja- 
cent to hidden stock reserves and 
hence will require less stock capacity 
in their sales fixtures. 

At least 50 per cent of the merchan- 


dise in an average department store can be 
conveniently displayed and sold in wall or 
island departments equipped with front and 
back fixtures for over-the-counter selling, 
including women’s accessories, men’s fur- 
nishings, intimate apparel, and a great many 
other types of small size goods. Silverware 
departments, in particular, should be de- 
signed for leisurely shopping, with both 
eye-level and table top displays and easily 
accessible stock. Candy fixtures can also 
form an excellent display medium for their 
gayly packaged merchandise. 

In the case of men’s, women’s, and teen- 
age children’s clothing, no front fixtures 
are required. Such merchandise is best dis- 
played and sold from either island or wall- 
type hanging fixtures. These can be simple, 
economical and attractive. The merchandise 
is then easily seen; the unobtrusive sales 
fixture provides an attractive sales back- 
ground but does not clamor for attention. 

Merchandise such as floor coverings, fur- 
niture, books, luggage and lamps offers a 
rich field for intelligent fixture design. Lamp 
departments can be equipped with movable 
display walls equally useful for gifts, pic- 
tures, or mirrors if merchandise require- 
ments are changed. Either linoleum or rugs 
can be displayed on standard size platforms. 
Such sales fixtures, although capable of 
specialized use, can be flexibly used through- 
out the sales floor. 

All these examples prove that well-de- 
signed sales fixtures can and should com- 


bine the dual functions of storage and dis- 
play. As a contact medium for visual sell- 
ing, they should never dominate their mer- 
chandise. Fixtures are a means to an end. 
The moment that they are allowed to be- 
come overly elaborate, eye-catching deco- 
rative pieces of furniture, they defeat their 
own basic function. At the same time, too 
many fussy decorative effects — moldings, 
cornices, trim—become dust catching nuis- 
ances. Simplicity also implies good construc- 
tion. Sales fixtures should always be durable 
to withstand the constant wear and tear 
given them by both customers and em- 
ployes, economical as to initial cost and 
maintenance, built of appropriate materials, 
and flexible in use. 

Sales fixtures are not the only answer to 
stock storage. It is unnecessary to rely on 
acres of expensive fixtures to accommodate 
all merchandise reserves on the sales floor. 
It is often possible to create service islands 
where hidden stock rooms, fitting rooms, 
wrap stations and other sales and service 
facilities can be located. The walls of such 
service islands form ideal display back- 
grounds for their adjacent sales departments. 
It is equally feasible to conceal perimeter 
stock and service areas along the outside 
walls of the sales floor. Stock rooms in con- 
tact with one or more wall departments 
can take the place of a great many sales 
fixtures and are great space savers. Far more 
merchandise can be thus stored per linear 
foot and at much less cost for storage equip- 


Arcady Opens New Store at Richmond, Va. 


FEED 


The Arcady Farm Supply, Richmond, 
Va., celebrated its grand opening June 25 
with an open house and entertainment for 
friends and customers. One of the high- 
lights of the opening was a 15 minute radio 
program which was broadcast over a Rich- 
mond radio station, direct from the store. 
Among the persons interviewed were Frank 
Frazier, editor, Virginia Poultryman, and 
L. M. Walker, jr., commissioner of agricul- 
ture, Virginia. H. E. Dabney, manager, 
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and other members of his staff were on hand 
to welcome the guests and gifts were 
awarded every hour. A trio of youngsters 
including two sons of L. M. Baker, one of 
the store operators, made a big hit on the 
entertainment program. The building occu- 
pied by the Arcady Farm Supply at 12th 
and Canal streets is an old landmark in 
Richmond and originally housed the Gallego 
Mills, the largest of its kind at the turn of 
the century. 


ment than in fixtures out on the sales floor. 

Even though well-designed storage fix- 
tures can serve as display units in them- 
selves, special “spot” displays are a necessity. 
Feature displays of merchandise focus at- 
tention on a department and help to iden- 
tify it from a distance. For example, cloth- 
ing departments need occasional manne- 
quins, jewelry departments need a few 
shadow box displays, and furniture depart- 
ments need set display groups. If such spot 
displays are well handled, there is little need 
for actual signs, even on a large sales floor. 
Where signs are used, they should be at or 
near eye level. A good rule, however, is the 
fewer used the better. Too many signs are 
liable to clutter up the floor and distract 
attention from the merchandise. 


Displays and display backgrounds have 
both functional and aesthetic value. First, 
they act as sign posts on the indoor shop- 
ping street. A sales department can be 
eacily identified by a glimpse of some dra- 
matic focal display. Second, merchandise 
always appears more attractive and interest- 
ing when shown in realistic fashion. A wo- 
man’s dress, for instance, looks better worn 
by a mannequin than it does when hanging 
on a rack. A group of furniture pieces 
shown in a model room have far more sales 
appeal than row after row of bureaus or 
beds or sofas placed in regimental forma- 
tion on the sales floor. Feature displays are 
a wonderful visual stimulus to impulse buy- 
ing. Finally, displays liven up the sales 
floor. They can often be divorced from the 
particular sales departments they represent 
and placed at strategic points on traffic 
aisles, on stairways, near escalators and 
even, in placard form, within elevator cabs. 
When so used, feature displays constantly 
remind customers of the scope of the store 
merchandising program. 


Speakers Announced for 
lowa Nutrition School 


Dr. R. M. Bethke, Ohio experiment sta- 
tion, Dr. C. Wallace, Standard Brands, Inc., 
and Walter Berger, president of the Amer- 
ican Feed Manufacturers association are 
among the guest speakers who will take 
part in the annual Iowa nutrition school to 
be held Sept. 24 at Iowa State college, 
Ames, Iowa. 

Mr. Berger will speak on feed supplies, 
and Dr. Bethke and Dr. Wallace on vita- 
mins. Other speakers will include three 
members of the Iowa State college faculty. 
They are: Prof. Damon C, Catron, on swine 
nutrition; Dr. E. L. Johnson, poultry nutri- 
tion; and Dr. George S. Wise, dairy cattle 
nutrition. 

There is no charge for attending the nu- 
trition school which is sponsored jointly by 
the Western Grain & Feed association, the 
Feed Institute of Iowa, and the Iowa State 
college. 

@ HAWLEY CO-OPERATIVE ELEVA- 
tor Co., Hawley, Minn., is completing 
a $130,000 elevator. 


@ E. G. GRABOW, Elgin, Minn., has 


taken possession of the Elgin Flour & Feed 
Co. 
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Do you know... in a 32 state survey that 
successful feed merchants voted Complete 
Service by the feed manufacturer as one of the 
main essentials for Business Security which 
brings Better Living? 


The record shows how completely Allied Mills 
fulfills this fundamental for Wayne retailers. 
Wayne Merchandising starts with your first 
shipment and helps you sell feed rapidly and 
gain quick profits. That's because Wayne... 
provides trained Sales and Service contacts 


AL WAYNE symbolizes thousands of 

feed retailers throughout 
erica who follow the WAYNE WAY 

to business security and better living. 


with your feeders . . . provides complete feed- 
ing plans—the Wayne Ways of Feeding—and a 
feed for every need . . . provides strategic 
manufacturing and distributing advantages... 
provides sales and merchandising training for 
you and your employees. . . provides feeding 
and management Educational Service for you 
and your customers. Investigate today the 
Wayne Way to Business Security and Better 
Living! Opportunity is knocking—act now! 


Send Coupon NOW For Full Details 


ALLIED MILLS, INC. FB-8 


Fort Wayne, Indiana 


You may send me information on the Wayne Way to 


Business Security and Better Living. 


Builds Business Security 
_and Better Liv for YOU | 
er Living for YOU / | 

4 
Business Stays Fine at the WAYNE 3-line SIGN TOWN STATE 
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advice and help on feeding problems. 

Delivery over a 50 mile radius is a fea- 
tured service the firm offers its customers. 
All deliveries are made in company owned 
and operated trucks. Mr. McMullin recently 
increased the efficiency of the delivery ser- 
vice 125 per cent by adding three night 
men to the staff. These men spend the 
night assembling orders and loading the 
trucks so that when the drivers report early 
in the morning, the trucks are loaded and 
ready to be driven on their rounds. Before 
the extra shift was added, the truck drivers 
were often idle in the morning, drawing pay 
while not working, now the saving resulting 
from the stepped-up efficiency is again 
passed on to the customer. 

Many a Sublette patron has marveled at 
the speed with which the firm delivers its 
merchandise. The company offers 12 hour 
service, and gives it. A small pick-up truck 
is kept available at all times to deliver rush 
orders or handle emergencies. Customers 
can order by phone or from the Sublette 
salesman as he makes his periodic rounds 
of his territory. 

The company’s stock rooms, where the 
enormous stocks of feeds and allied mer- 


chandise are stored, are kept insect and 
vermin proof. “Like all feed dealers,” Mr. 
McMullin related, “we were bothered by 
vermin and pests until I realized that farm- 
ers make good use of lime in combatting 
this menace. Now we use lime generously, 
plus special poisons and precautionary bins 
to protect against vermin. Our flour and 
feed is kept damp-proof through the use of 
special racks.” Twice every week, Mr. Mc- 
Mullin checks his stock against any sign of 
damage from insects or rodents to ensure 
that the precautions taken are effective. 

Located next to the Norfolk & Western, 
the railroad that serves the town, the firm 
leads and unloads directly to warehouse 
and delivery platform, saving rail car stor- 
age costs. The warehouse and office build- 
ing is a large, five story structure, 100 feet 
long and 50 feet wide. The first floor houses 
the offices, the showrooms and displays, and 
the delivery department. The balance of 
the building is used for storage space and 
stock rooms. 

Sublette customers are loyal customers. 
One feed purchaser summed up the general 
feeding for the firm when he said, “When 
I buy my supplies from Sublette’s, I know 
I'll get the best there is. I've been doing 
business with them for over 15 years, and 
I can order anything from soup for my wife 


Glidden Co. Promotes Two Executives 


C. KENNETH SHUMAN 


C. Kenneth Shuman and Milton Hoefle 
have been appointed general manager and 
sales manager respectively of the feed mill 
division, Glidden Co., Cleveland, Ohio, it 
has been announced by Ralph G. Golseth, 
vice president. 

Mr. Shuman, former nutritional director 
of the feed mill division, joined the firm in 
1941 and was active in the soya products 
division for four years in product and sales 
development. In his present capacity he will 
continue to be responsible for the nutri- 
tional and formulation phases of the com- 
pany’s business. 
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MILTON HOEFLE 


Mr. Shuman received a bachelor of sci- 
ence degree at Ohio State university, won 
his master’s degree at the University of New 
Hampshire, and took additional postgradu- 
ate work at Ohio State in the field of 
chemistry and animal nutrition. He suc- 
ceeds C. F. Marsh, who recently resigned. 

Mr. Hoefle has been active in the feed 
business for many years and prior to his 
association with the Glidden Co., held sales 
executive positions with other major con- 
cerns. Since joining Glidden, he has been 
occupied with sales and sales promotion 
work, 


to a nut for my tractor—and I'll get it.” 
From soup to nuts from Sublette’s 3,000 
item stock! 

Mr. McMullin makes no secret of his 
philosophy. “I believe in the Golden Rule,” 
he emphasized. “In the 27 years I’ve been 
with this company I have always applied 
this principle and in doing so I have made 
many friends and customers. I believe in 
treating a man as I would want him to 
treat me.” 

With the business firmly entrenched on 
such principles and guided by the mer- 
chandising acumen of Mr. McMullin, the 
tinkle of the cash register bell is growing 
in volume like a crescendo from a carillon. 


List Speakers for National 
Convention in Chicago 


Nationally prominent speakers will ad- 
dress the 52nd annual convention of the 
Grain & Feed Dealers National association 
to be held Sept. 30—Oct. 1 at the Sherman 
hotel, Chicago, IIl., according to Henry H. 
Green, Pattonsburg, Mo., president. 

Names of five speakers have been an- 
nounced thus far. They are: Richard Uhl- 
mann, president, Chicago Board of Trade; 
Emil Schram, president, New York Stock 
exchange; John J. Williams, United States 
senator from Delaware; Clifford Hope, mem- 
ber of congress from Kansas; and H. E. 
Sanford, chairman, National Grain Trade 
council. 

Mr. Sanford will address the luncheon on 
Sept. 30 under the auspices of the Federa- 
tion of Cash Grain Commission Merchants 
association, and Mr. Schram will speak at 
the National Grain Trade council luncheon 
on Oct. 1. Other special events will include 
a breakfast sponsored by the Poultry & Egg 
National board. 

The Chicago board of trade, which is 
commemorating its 100th anniversary, will 
join the association in its convention 
activities. 

Every effort is being made to arrange out- 
standing entertainment for the members, 
Mr. Green comments. He points out that 
Chicago offers excellent parks and muse- 
ums and important theatrical attractions. 


Commercial Solvents Adds 
Five to Terre Haute Staff 


Commercial Solvents Corp., New York, 
N. Y., has announced five additions to the 
staff of its research and development depart- 
ment at Terre Haute, Ind. 

The new appointments include: Dr. Rob- 
ert W. Shortridge, from Midwest Research 
institute, Harold I. Yalowitz, from U. S. 
Rubber Co.; Walter E. Gerard, John T. 
Craig, and Robert R. Bennett, research 
chemists; Emory E. Toops, jr., from Illinois 
Institute of Technology, analytical chemist; 
and Zachariah C. Dameron, jr., graduate of 
Virginia Military institute, chemical engineer. 

@ A. E. STALEY MFG. CO., Decatur, has 
received an order for 63,000,000 pounds of 
soy flour from the United States army for 
relief purposes in occupied areas of the 
world, 
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ARIZONA FARMERS’ | 


COOPERATIVE 
IL 
TODAY, EMMETT PRATT 
RUNS A BIG PURINA 
BUSINESS IN PHOENIX, ARIZ. | 


Reading Time 1 Minute, 15 Seconds 


As general handyman for a farmers’ cooperative, Emmett 
Pratt received $75 a month as wages. In 1937, when 
the co-op stopped operating, things might have looked 
pretty dark except for the fact Pratt knew what he 
wanted to do—he wanted to be a Purina Dealer. 
Pratt had observed Purina Chows in action... noticed 
the results Purina feeders were able to get. 


He was sold on the uniformly 
high quality of the Checkerboard 
line—felt Purina was his kind 
of merchandise. So he dis- 

cussed Purina Franchise 

possibilities with the local 

Purina Salesman, got approval 
to set up shop. He borrowed $3,500 
for starting money, agreeing to pay it 
back at the rate of $200 a month. Then 
he rolled up his sleeves and waded in, 


From the very beginning Pratt and the Purina Salesman 
were a team in the building of a successful dealership. 
Soon the debt was cleared and Pratt carefully added 
good solid employees to apply Purina’s tested merchan- 
dising plans. He and the salesman took the Purina story 
to the field — met with flockowners and dairymen — 
explained, demonstrated and SOLD Purina Chows and 
feeding programs. As is typical of Purina merchandising, 
feeding results led to repeat sales and new customers. 
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And so the business grew. With powerful Purina sales 
promotion and age ae backing him up all the way, 
Pratt’s sales curve continued 
to go up. Soon he opened a 
second store in Phoenix, 


then another at nearby 
Mesa, Arizona. 


By 1947, his 3 stores were selling Purina Chows, Sani- 
tation Products and Farm Supplies at the rate 


of a quarter-million 
he has hit the 
riod of building. Now 


dollars a year! 
é PRATT FEED SUPPLY LY CO. 
peak. He looks 
that he has hit his stride he expects steady growth 
in his already respectable tonnage. 


consider that 
1937-47 as a pe- 


Quality merchandise and expert service to customers is a 
basic principle of the Purina Franchise. Purina Dealers 
serve importantly—live successfully—in their communi- 
ties throughout the country. It’s a good franchise to have. 


RALSTON PURINA COMPANY 
St. Louis 2, Mo. 


| 
Y | 
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The Secretaries’ 


Pete Stallcop, secretary of the Pacific 
Northwest Grain Dealers association, reports 
that his organization will put out a pamph- 
let telling the story of smut in wheat, along 
with proper control measures in simple, un- 
derstandable language. “Our goal,” he com- 
ments, “is to get one of the pamphlets in- 
to the hands of every wheat farmer in the 
Pacific Northwest.” 

The wheat crop in Oklahoma will pos- 
sibly exceed 100,000,000 bushels, accord- 
ing to E. R. Humphrey, secretary of the 
Oklahoma Grain & Feed Dealers associa- 


make your own brand Mineral Feed... 


tion. He says that a car shortage developed 
and much wheat had to be piled on the 
ground, some of which will not be recovered. 

O. E. Case, secretary of the Kansas Grain, 
Feed & Seed Dealers association and super- 
publicity man, has a new angle on why 
memberships are hard to sell in “beautiful 
Kansas.” He reasons that “perhaps it is be- 
cause I give them so much free service they 
feel they do not have to join to benefit. 
But once in a while we snare some addi- 
tional members and manage to keep the 
score about on a par.” 

But Secretary Case’s colleagues aren't 
just sitting back while he expounds on the 
glories of the Sunflower state. “It amuses 
the dickens out of me to listen to Case 
prattle about Kansas weather,” writes Ron F. 
Kennedy, secretary of the Northwest Coun- 


“FORMULA B” plus salt and calcium from your own 
stock supplies everything needed for complete mineralization 


Put extra profit into your feed busi- 
ness! Save money by making your 
own brand Mineral Feed — without 
paying costly mineral feed prices or 
freight for salt and calcium. Just add 
them from your own stock to Herman 
Nagel's “FORMULA B” Mineral Con- 
centrate ... and you'll have your own 


MINERAL CONCENTRATE 


brand complete mineral feed! Use “FORMULA B” to completely mineral- 
ize your formula feeds, too. It supplies 7 vital trace minerals plus 5 
entirely soluble phosphates. Requires no premix. Investigate now! Write 
for your free copy of the new “FORMULA B” booklet today! 


“TRACE” supplies, 


Copper, Cobalt, Manganese, 


in proper balance, these 
seven vital trace minerals — Stabilized Iodine, 
Iron, Zinc, 
Boron. Write for “TRACE” circular now. 


HERMAN MAGEL'S 


and 
CONCENTRATE 


DISTRIBUTORS 


Eastern States 


The Amburgo Co., Inc. 


Philadelphia 2, Pa. 
Iowa & Nebraska 


Carroll Swanson Sales Co. 


Des Moines 9, Iowa 
Minnesota 
Horton-Earl Co. 
Minneapolis 1, Minn. 


Kansas & Missouri 

Bartels & Shores Chemical Co. 
Kansas City 7, Mo. 

Utah & Idaho 

Warner Arthur Grain, Inc. 
Ogden, Utah 

California 

Pan Western Distributors 

San Francisco 7, Calif. 


The HERMAN NAGEL CO., 53 W. Jackson Bivd., Chicago 4, Ill. 


try Elevator association, “when everybody 
knows he sits there and suffers the most 
intense kind of summer and the nastiest of 
all winter weather, separated briefly by 
spring and fall. Shows what a fellow can 
talk himself into.” 

“Dick” Meinershagen, secretary of the 
Missouri Grain, Feed & Millers association, 
has something to say on that subject, too. 


MEET YOUR SECRETARY 


William D. Flemming, secretary of 
the Northwest Retail Feed association, 
Minneapolis, Minn., is also publisher 
of the Grain & 
Feed Review, as- 
suming that post 
in 1939. He 
joined the pub- 
lication in 1927 
following his 
graduation from 
the College of 
St. Thomas, St. 
Paul, Minn., and 
later served as 
editor. 

Born in Chi- 
cago, Ill., in 
1905, Mr. Flemming attended schools 
in Minneapolis and St. Thomas Mili- 
tary academy, St. Paul. He became 
secretary of the Northwest association 
in 1935, 

Mr. Flemming, who is married, is 
a stamp collector and a sports fan, 
especially enjoying football, baseball, 
and basketball. And true to his name, 
he says he likes Irish whiskey. 


W. D. Flemming 


“Kansas Case, in regard to all of your Kan- 
sas statements, I know now that you have 
been reading a fairy tale book, as the young 
lady who is taking this dictation is from 
Kansas originally, and has never been hap- 
pier in her life than now that she is living in 
Missouri. Kansas is hot in the summer and 
cold in the winter. So you'd better get an- 
other book out, and start reading.” He 
points out that Missouri is having an ideal 
crop season, with plenty of moisture for the 
corn, pasture, and hay. 


CCC Appoints Harold Hill 
To Assistant Manager Post 


Harold K. Hill has been appointed as- 
sistant manager of the Commodity Credit 
Corp., Ralph S. Trigg, president, has an- 
nounced. Mr. Hill has been associated with 
the department of agriculture for 14 years, 
principally in field work on production and 
marketing programs. 

The new assistant manager has served as 
special assistant to the director of the field 
service branch, production and marketing 
administration, area director for the federal 
crop insurance program, and more recently 
as field representative of the PMA grain 
branch. 


Mr. Hill was born and educated in Wis- 
consin and for 14 years operated his own 


dairy and livestock farm near Prairie Du 
Sac, Wis. 
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“They sure flock for 
poultry feeds since 
KRACO 
Dried Cheese 


They’re after economy, too!* 


Like hundreds of others, this progressive feed mixer knows 
his feed facts! Kraco Dried Cheese Whey greatly improves 
feeding values because it adds important nutrients from 
milk to increase the feeding efficiency of poultry mashes. 
And naturally feed sales are increased with improvement 
in feed values. 

Here’s a point to remember—Kraco gets results eco- 
nomically! When the high quality milk nutrients in Kraco 
are added to feeds, they aid in stimulating growth-promot- 
ing elements in the grain. Since Kraco helps poultry get 
more good out of each kernel of grain, it actually helps 
produce better birds on less grain. This extra value Kraco 
adds to your mash helps you get new customers—keeps 
your old customers coming back! 


: Feeding Values to Remember 


Kraco, the dried cheese whey product from the finest 
Swiss and American cheeses, contains four vital growth 
and health promoting factors: . 

1. Protein—principally the high quality milk protein— 
lactalbumin—rich in essential amino acids and outstanding 
in biological or growth promoting value 
(96% rating). A valuable supplement 

to the protein in grains. 
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2. Lactose—a 70% proportion of this milk sugar energy 
food—so important also to intestinal health. - 


3. Minerals—milk calcium and phosphorus which aid in 
developing deep frames and capacity for high egg production. 


4. Vitamins—factors of the vitamin B-G complex, in- 
cluding riboflavin in natural form—so essential to poultry 
health. 


Aids in Control of Coccidiosis 


Under proper sanitary conditions, the use of Kraco in a 
special flushing mash aids in coccidiosis control because of 
its high lactose content. 

Order Kraco now from your nearest Kraft office. It’s a 
plus value in feeds for bigger profits and repeat business. 


Industrial Food Products, KRAFT 
FOODS COMPANY. General Offices: 


New York « San Francisco « Atlanta 
Minneapolis « Denison, Texas 
Branches in all principal cities. 


500 Peshtigo Court, Chicago 90, Illinois. 
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“Tt YOU want to give a LIFT to Your Business 


If you want to set new records for mill production at 
lower operating costs... 


If you want to have smooth, humming operation, hour 
after hour, day after day, with little or no stops for 
adjustments ... 


If you want to have finest quality grinding in all your 
work ... and MAKE MORE MONEY... 


lf you want to profit through specialized engineering skill 
and more than a quarter of a century of mill making 
experience... 


Buy JAY BEE Grinders!" 
Many leading mill owners, in this country and abroad— 
W he kn 


reached these conclusions years ago, and know they apply 
now more than ever. 


JAY BEE Mills are made in many models and sizes, from 
20 to 200 H.P., for Belt, V-belt and Direct Connected 
drives, for every grinding purpose. 


For details about any JAY BEE grinding 
equipment, write any of these addresses. 


J. B. SEDBERRY, INC. 


Franklin Tennessee 


John J. Woods & Sons, Jay Bee Sales Co. 
Kansas City, Mo. 

T. G. Holland Mach. Co. 
474 Fairfax Rd., Drexel Hill, Pa. 
E. B. Harrison Cairo, Georgia 
Sandersville, Ga. 
Box 523, Canton, Ohio 
Jay Bee Sales Co 
220 Broadway, New York 7, N. Y.- 
Frank S, Sander 
P. 0. Box 656, Gainesville, Fla. 

Bryant C. Long. 

1601 Choctaw St., Baton Rouge, La. 
Bee Sales Jackson, Tenn. 
ennettsville, S. C. 


1904 S. Akard St., Dallas, Texas 

W. H. Hust, Jay Bee Co 
1031 N. Humphrey Ave., Oak Park, Ill. 

W. E, Berling 
P. O. Box 6084, Indianapolis, Ind. 

Jay Bee of Indiana and Michigan...................... 
P. O. Box 6084, Indianapolis, Ind. 

A. E. Thompson Co 
71S Washington Ave. N., Minneapolis, Minn. 
Douglas W. Palmer 
3808 44th Ave. S. W., Seattle, Wash. 

J. C. Hunter Co.....600 16th St., Oakland, Calif. 
Western Engineering & Equipment Co........... 
5699 District Blwd., Los Angeles, Calif. 

Forest, Mississippi 
P. 0. Box 497, Murfreesboro, Tenn. 
Dothan, Alabama 
R. E. Perkins, Manager, Jay Bee Sales Co. 
1508 S. First St., Louisville, Ky. 

Lima Armature Works..................--...- Lima, Ohio 
The SanGers Greenwich, Ohio 
¥. Wier, Jr........- P. 0. Box 331, Utiea, N, Y. 


STATIONARY 

Grinders 

Batch MIXERS 

Sweet Feed 
MAKERS 

MILL PARTS 


Model W 
Direct Connected 
60 to 200 H.P. 
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Brothers Preach Feed Gospe 


Hills Are Trade Missionaries in Tennessee 


@ AT least once every week, either 
Ace or Claude Hill jumps into a car 
and travels down one of the highways 
or country roads leading out of Leba- 
non, Tenn. These brothers are the 
sons and grandsons of the two men 
who own the A. C. Hill & Son feed 
store. 

The purpose of these trips is to 
make social and business calls during 
the day on as many A. C. Hill cus- 
tomers as possible. The two boys have 
charming personalities and the local 
farmers look forward to their visits 
with pleasure. The Hills call this visit- 
ing “missionary work”, and with it they 
spread good will over the countryside 
to keep the Hill store pulsating at a 
prosperous efficiency. 

Frequently the call is no more than 
a friendly chat in which the visitor 
expresses a warm appreciation for the 
business the farmer is giving the Hill 
store. If the farmer has never traded 
there before, he is invited to come 
around the next time he is in town 
and make himself at home. 

This constant personal contact with 
the farmers of Wilson county assures 
an ever-increasing number of new cus- 
tomers and also guarantees that a cus- 
tomer once secured will be held. 

It also provides an opportunity to 
keep a check on the farmer's needs. If 
a customer is running short of dairy 
or poultry feed at the time of the visit, 
it gives one of the Hills a chance to 
clinch a new order. It also provides an 
opportunity to look over the premises 
and discover other needs. 

The Hill “missionary” may find hens 
drinking out of an open bucket and 
seize upon the opportunity to tell the 
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farmer of a new poultry fountain the 
store stocks. He may find an opening 
to talk about a new brooder or a sup- 
ply of disinfectants. He may find a 
farmer’s hens off their feed and make 
sound suggestions to help bring them 
back to a thrifty condition. He may 
help cull out poor producers and show 
how to feed for best production, or 
take time to help with other problems. 

Both the young Hills are specialists 
in the feeding, care, and management 
of poultry and livestock and are always 
ready to proffer welcome advice. Some- 
times a highly trained specialist from 
the Purina Co. drops into Lebanon 
and makes a round of visits with one 
of the Hills to help customers with 
particular problems. Whenever Ace 
or Claude visit a farm, they are an 
invaluable help in aiding the farmer 
plan his pasture mixtures, select fer- 
tilizers, or plan tillage methods. 

The A. C. Hill & Son feed business 
was founded 30 years ago. The elder 
Hill, and J. B. Hill, his son, opened 
up the business on an equal partnership 
basis. Since then, J. B. Hill has raised 
a family of his own which includes 
Ace and Claude, who are both mar- 
ried. One of the great-grandchildren 
of the senior partner is already eight 
years old and it won't be many more 
years before four generations of Hills 
are engaged in the business. A. C. 
Hill is still active at the age of 79, 
although most of the heavy work has 
been taken over by the younger mem- 
bers of the firm. The entire staff of 
the store is composed of eight men, 
of which the Hill family comprises 
one-half. 

~The field work which the firm spe- 
cializes in serves another vital purpose. 
In addition to a heavy volume of com- 
mercial feed and seed sales, A. C. Hill 
& Son buys a tremendous amount of 
grain and seed from farmers. Some 
years the firm buys as much as 20,000 
bushels of seed wheat from its cus- 
tomers and offers it for sale. A great 
deal of the corn, wheat, and oats is 
used in preparing special poultry and 
dairy mixtures, in which the firm does 
an enviable volume. The grains are 
ground in a Jay Bee hammer mill in 


OPERATING a successful feed 
business isn't difficult when 
you have two sons and grand- 
sons who make weekly visits to 
the farms, J. B. Hill, left, and 
his father, A. C. Hill, have dis- 
covered. They own the A. C. 
Hill & Son Feed store shown 
below. 


the huge warehouse a block from the 
store proper. Much of the corn, wheat, 
and oats is resold to farmers without 
processing and what the local market 
doesn't take is shipped out to other 
localities in wholesale lots. The firm 
buys all the grain of this kind that it 
can get. 


Here is where the missionary work 
again pays off. When one of ‘the 
younger Hills visits a farm he learns 
how much corn, wheat, oats, or other 
crops is being seeded and the probable 
amount that will be offered for sale. 
He knows where such products can be 
found, and naturally has one of the 
first chances at them. 


The younger Hills also learn who 
will have clover seed, soybeans, grass 
seed, or other small seeds to sell. They 
buy and sell up to 20,000 bushels of 
crimson clover seed a year with an 
average somewhat below this figure. 
When the harvest is good, the firm 
buys from 10,000 to 20,000 bushels of 
red clover seed a year. One year it 
handled 500,000 bushels of lespedeza 
seed. 


If the Hill visitor finds a farmer who 
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wishes to use his own seed, or wants to try 
for a better market than is afforded by the 
Hill firm, he is offered the facilities of the 
Hill sced cleaner in Lebanon. 

While the A. C. Hill store buys a tre- 
mendous amount of small seed from whole- 
sale houses, it buys as much as possible 
from local sources. 

The Hill firm handles the Purina line 
of poultry and livestock remedies. Sprays 
account for a sizeable volume of sideline 
business here. When the DDT sprays hit 
the market about three years ago the Hills 
swung into action immediately to show how 
effective they were in destroying poultry 
parasites and flies. Whenever one of the 
Hills offers a spraying demonstration right 
on the farm, spray sales perk up immediately. 

In fact, because of the strong appeal DDT 
has made, the firm recently purchased a 
large mechanical sprayer which it sends 
from farm to farm to slaughter weeds and 
insects on an atomic bomb scale. Using 
DDT for livestock and 2-4D for weeds, this 
machine weeds crops, lawns, fence rows and 
sprays cows and hogs by the hundreds. The 
sprayer has proven a source of new revenue 
and also provides additional opportunities 
for farm visits and checks on customer 
needs. 

“We have already been snowed under 
with spraying applications,” Mr. Hill re- 
lated, “and we believe we will have enough 
work of this kind to warrant the purchase 
of more than one machine. Other dealers 
have made such services pay off handsome- 
ly and we plan to do the same.” 

The main store is 20 by 100 feet, and is 
located just off the Lebanon town square. 
The feed and seed sold out of the store to 
A. C. Hill customers is replenished from 
the large warehouse just a block distant. 
The warehouse also contains the seed clean- 
er, a feed grinder, a mixer, and storage 
space for the immense stocks of grain and 
seed purchased locally. 

Advertising for the Hill store is concen- 
trated on a 14 inch display ad that appears 
weekly in the local newspaper. The ad is 


changed every week to feature the merchan- 
dise or service the Hills are “pushing” cur- 
rently. 

The big factor in building and maintain- 
ing volume, the Hills declared, is the good 
will field work that occupies such a promi- 
nent spot in their promotional activities. 
The word-of-mouth advertising that results 
from this service is something money can’t 
buy and is of inestimable value. 

“As long as this firm is in the feed busi- 
ness,” J. B. Hill declared, “we'll be spon- 
soring our little ‘missionary’ service. It reaps 
rewards far in excess of the time and trouble 
it takes.” 


Newcastle Disease Halts 
Poultry Shows in Oregon 


The potential danger of spreading New- 
castle disease has resulted in the banning of 
all Oregon poultry and turkey shows and 
exhibitions for one year, according to a 
decision made by Ervin L. Peterson, state 
director of agriculture. 

The decision was based upon an investi- 
gation and recommendations by poultry 
groups in the state. Secretary Peterson 
pointed out that the $50,000,000 poultry 
and turkey industries must be protected at 
all costs. 

While the disease has spread in Oregon, 
in nearly all cases it has come from birds 
shipped into the state. The poultry indus- 
tries are not seriously affected at this time, 
but it is hoped the ban will check any 
further spread. 

Among the shows affected by the ban 
are: Oregon state fair, Northwest Breeders 
association at Roseburg, Pacific Coast Tur- 
key exhibit, Pacific International Livestock 
show in Portland, and numerous county 
fairs. 


@ ALONZO C. KIDWELL, Evansville, 
Ind., former operator of feed mills at Mil- 
lersville, Friendship, and Bargersville, Ind., 
died recently at the age of 83. 


Stearns Magnetic Completes Addition 


Shown above is a view of the new addi- 
tion recently completed by the Stearns Mag- 
netic Co., Milwaukee, Wis. ; 

The new building will house the adminis- 
trative division on the second floor, while 
the ground floor will be devoted to an en- 
larged, fully equipped laboratory aimed to 
improve facilities for research and material 
testing. The newly built addition, of brick 


e72e 


and concrete design, has practically tripled 
the floor space, according to company 
officials. 

Stearns Magnetic was founded in 1918 
by R. H. Stearns in a small loft space in 
downtown Milwaukee. In 1925 Mr. Stearns 
was joined by his son, R. N. Stearns, who 
has since become vice president and gen- 
eral manager. 


New England Feedmen’s Confer- 
ence, University of Maine, Or- 
ono, Sept. 9-10 


Illinois Feed Association, Pere Mar- 
quette Hotel, Peoria, Ill. 
Sept. 13-14 


American Soybean Association, 
Hotel Peabody, Memphis, Tenn. 
Sept. 13-15 


Canadian Feed Manufacturers Nutri- 
tion Conference, Ontario Agri- 
cultural College, Guelph, Ont. 

Sept. 14-16 


Northeastern Poultry Producers 
Council, Harrisburg, Pa. 
Sept. 14-16 


Iowa Nutrition School, Iowa State 
College, Ames, Iowa............ Sept. 24 


National Mineral Feeds Association, 
Bismarck Hotel, Chicago, IIl. 
Sept. 27-28 


Grain & Feed Dealers National As- 
sociation, Hotel Sherman, Chi- 
cago, Sept. 30-Oct. 1 


Wisconsin Hatcheries Association, 
Hotel Schroeder, Milwaukee, 
Wis. Oct. 12-14 


Association of American Feed Con- 
trol Officials, Shoreham Hotel, 
Washington, D. C.........Oct. 14-15 


Cornell Nutrition Conference, Hotel 
Statler, Buffalo, N. Y......Nov. 4-5 


Michigan Associated Feed Men, 
Hotel Olds, Lansing, Mich. 
Nov. 4-5 


Ohio Animal Nutrition Conference, 
Ohio State University, Columbus, 
Ohio Nov. 11-12 


Western Grain & Feed Association, 
Hotel Fort Des Moines, Des 
Moines, Iowa ............... Nov. 22-23 


National Farm Show, Chicago Coli- 
seum, Chicago, Ill. 
Nov. 27-Dec. 4 


Indiana Grain & Feed Dealers As- 
sociation, Claypool Hotel, Indian- 


Institute of American Poultry In- 
dustries, Municipal Auditorium, 
Kansas City, Mo..........2.... Feb. 6-8 


Midwest Feed Manufacturers Asso- 
ciation, President Hotel, Kansas 


Central Retail Feed Association, 
Hotel Schroeder, Milwaukee, Wis. 
June 6-8 


National Feed Industry Trade Show, 
Municipal Auditorium, Milwau- 
kee, Wis June 6-8 
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FOR SHIPPERS WHO 
SAVE TIME AND MONEY 


CONCENTRATE 


WALKED IN HIS SLEEP. 


Formerly he sifted about in storage... went sleep- 
walking and wasted his strength. 


Waterproof Department 
ation-wide Prod tion and 
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Cedric is a feed concentrate who has the jitters... ls 
hard to control, 


He needed better packaging ... got it in a Bemis 
Waterproof Bag. Now he sleeps like a baby through 
long days and nights in storage. 


Mineral feeds, mineral mixes, and concen- 
trates sift out of ordinary containers. They 
need the protection of Bemis Waterproof 
Laminated Textile Bags. These bags are 
extra sturdy ... they resist tears and punc- 
tures. They are fully tested before they’re 
put to work. These pre-tests stop protests... 
assure complete satisfaction. 


Guard your products during shipment and 
keep them safe in storage with Bemis Water- 
proof Bags. Mail coupon now for prices and 
complete information. 


e730 


OW 8 OOF 
a 
And Cedric’s rarin’ to go when it's time for work. 
~ 
ts 
a 


—Long-Range 
(Continued from page 15) 


net farm income from sinking to low levels. 

When the long-range price support goes 
into effect, a new parity price formula 
also becomes effective. As is true of present 
parity prices, the new parity price formula 
is based on the relationship of the prices of 
all products farmers sell to the prices of the 
commodities farmers buy. Also, the relation- 
ship between the prices of these two groups 
of commodities in the period of 1909-14 is 
still used as a base period. 


The difference between the old and new 
parity formulas is simply this: The old for- 


mula makes use of the relationship between 
prices of individual farm commodities in the 
period of 1909-14. Because of changes in 
methods of production, improvement in 
crop yields, and many other factors, that 
period does not reflect present-day price re- 
lationships. The new formula takes into 
account the relationship of the price of the 
individual farm product to the average price 
of all farm products for the 10 immediately 
preceding years. This procedure keeps the 
parity prices of individual farm products 
adjusted to changing price relationships. 
It is an automatic formula that each year 
adds the new year and drops the oldest of 
the 10 preceding years as a basis for deter- 
mining the parity price of individual farm 
products. 


11 Reasons Why The Feed Manufacturer 
Wants to Buy His Grain on a Cwrt. Basis 


. Practically all the ingredients he uses in making his finished products, except 


whole grains, are bought on a Cwt. basis. The exceptions are molasses, vitamins, 
and feeding oils and most of these are quoted on a decimal basis, priced so 
much per pound. 


. Everything the feed manufacturer sells is on a Cwt. or ton basis. 


. All freight rates on all grains, regardless of classification, are based upon 


Cwt. basis. 


(1) During the past year we had three major freight rate changes which cost 
the industry endless amounts of additional man-hours in the conversion of 
these changes from Cwt. to bushels. 


. Ten states have weight standard laws, based on 100 pounds, most of them 


requiring grain to be packaged in 10-25-50-100 pound packages if marketed 
under private labels. 


. With the exception of trading on the Pacific coast and trading in sorghum 


grains, every pound of whole grains that the feed manufacturer buys from the 

producer or intermediate handler is first weighed on a Cwt. basis, then con- 

verted to a bushel basis to figure the net cost. 

(1) Then both the weight and cost must be reconverted to Cwt. basis before 
the feed manufacturer can arrive at a cost comparable to other ingredients 
and his selling basis. 

(2) These conversions cost the feed manufacturing industry millions of man- 
hours annually, which must be passed on to either the feeder buying manu- 
factured feeds or the producer of grain. 


. We feel confident it will be much less confusing and really more fair to buy 


whole grain from the producer on a Cwt. basis. We cite two common illustrations: 


(1) Buying oats on a 32 lb. bushel basis when the farmer is producing a 36 to 
38 lb. oats. He would more readily understand you if you bought a’ 100 Ibs. 
of oats and pay him a premium for quality. We feel the producer would 
be more interested in producing higher quality—high test weight oats on 
this basis. 


(2) Barley is now bought on a 48 Ib. bushel basis. Still the feed manufacturing 
industry uses more barley running 38 to 46 lbs. test weight than they do 
barley weighing over 48 lbs. to the bushel. We feel the producer would 
more readily understand if he was selling a 100 lbs. of barley and received 
a quality discount because his barley was not arriving up to standard. 


. The consumers of grain can more readily make comparison of values of various 


grains if we were to quote them on a Cwt. basis instead’ of a bushel basis. 
The average consumer has great difficulty in comparing $1.00 a bushel oats 
with $2.23 a bushel corn. But he can instantly understand the difference between 
oats costing him $3.13 per Cwt. and corn at $4.16 per Cwt. 


The money anyone receives for grain is determined by weight. The price is 
quoted in bushels, which is purely an arbitrary quotation in terminology. No- 
where in the handling of grain is an actual bushel measure used, all net prices 
are determined by weight. Why not quote the same way? 


. Sorghum grains are already being quoted on a Cwt. basis with the greatest 


satisfaction to the producers, the feed manufacturer and the consumer. 


. The Pacific coast slope, particularly California, has been buying and selling 


whole grains on a Cwt. basis for years and wouldn't think of changing. The 
far West is way ahead of the rest of us on this. 


. The feed manufacturing industry is one of the largest buyers of whole grains 


in the United States and we want to buy and sell whole grains on a Cwt. basis. 
American Feed Manufacturers Association 
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The change from the old to the new par- 
ity formula changes the parity prices for 
individual farm products. In general, the 
parity prices of livestock and livestock pro- 
ducts are increased while the parity prices 
of grain and cotton are reduced slightly. 
However, the average parity prices for all 
farm products as a group are the same 
under the old and new parity formulas. 

The act further provides that, when the 
parity price of a farm product under the 
old and new formula is more than 5 per 
cent of the old parity price, the adjustment 
to the new parity price will not exceed 5 
per cent of the old parity price in any 
one year. 

The price support bill also provides for 
the support, at prices up to 90 per cent of 
parity, of commodities other than the six 
basic ones. For this purpose such funds will 
be used as may be provided to the secretary 
of agriculture. The so-called Section 32 
funds, which represent 30 per cent of our 
import duties, are made available for farm 
price-support operations. In 1947-48 these 
funds amounted to 135 million dollars. At 
the present time 75 million dollars of this 
total are assigned to the school lunch pro- 
gram, leaving about 60 million dollars to 
be used to support various commodities. 
The Commodity Credit Corp. of course, is 
permitted to support prices of products 
within reasonable limits if the products are 
storable and can be handled without too 
great a carrying charge. Section 32 funds, 
however, may be used to help support the 
price of perishable products. As a matter of 
fact, they represent a larger amount than 
has been used in any year except for sub- 
sidy payments made during the war years to 
hold down prices of food products. 

Some features of the senate bill dealing 
with the reorganization of agencies to han- 
dle various services that the government 
renders to farmers were eliminated from the 
bill in the conference between the senate 
and the house. It was the intent of the 
senate bill to place more responsibility on 
local farm people for directing the opera- 
tions of the various agencies through which 
the federal government deals directly with 
individual farmers. However, the price-sup- 
port legislation which was retained in the 
bill accepted by both houses is constructive 
in affording a transition from the present 
wartime price program to a sound long- 
time price-support program. The essential 
feature of the long-time program is that the 
support varies inversely with the supply of 
the product. This provision should give 
farmers adequate opportunity to adjust their 
production in line with changes in demand, 
because the price supports, which will be 
higher for products in short supply, will 
stimulate production of those commodities. 

@ MT. HOREB FARMERS CO-OPERA- 
TIVE, Mt. Horeb, Wis., recently installed 
a 75 h. p. Blue Streak mill. 


@ GOODMAN GRAIN & SEED CO., 
Akron, Colo., has completed construction 
of three new grain storage bins. 


@ JAMES WEAKELEY, Prentice, Ill., is 
now manager of the Beason & Skelton 
Farmers Grain Co. elevator, succeeding 
Oliver Suttle. 
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Hogs Need Salt Free Choice. Purdue tests 


Sheep Need Salt Free Choice. Tests show that 


show that hogs with no salt ate 568.7 pounds of with salt free choice, they gained 15 per cent 


feed per 100 pounds of gain, With salt free choice faster . . 


. gave 11 per cent more wool... 


they ate only 395.8 pounds. healthier, thriftier lambs. 


Dairy Cows Need Salt Free Choice. Even Beef Cattle Need Salt Free Choice to assure 


. to gain weight faster, more 


average dairy cows, with plenty of salt and water, complete digestion and assimilation . . . 
as against not enough, will step up milk produc- inside feed waste . . 
tion as much as three pounds a day. economically. 


Sell the Salt That’s Easier to Sell 


NATIONALLY ADVERTISED 


MORTON’S Free Chotce Salt” | 


Salt is fundamental to animal digestion and assimilation. 
It supplies the sodium needed in bile for digesting fats and 
carbohydrates; the chlorine needed in hydrochloric acid for 
converting feed proteins into the nutrients that build bone 
and body tissue. Salt is also important to blood, to nerves, 
to reproduction. It is the most essential of all minerals. 


The best salt to sell is Morton’s Free Choice Salt, specially 
developed for livestock feeding and formulated to remain 
non-hardening under normal use and storage conditions. 


MORTON SALT COMPANY, Chicago 3, Illinois 
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Thomas Heads Central Soya 


Succeeds R. H. Fletcher as President 


Fred W. Thomas, Minneapolis, Minn., 
has been named president of Central Soya 
Co., Inc., Ft. Wayne, Ind., filling the posi- 
tion made vacant by the resignation of 
Robert H. Fletcher, it has been announced 
by Dale W. McMillen, chairman, board of 
directors. 

Associated with General Mills, Inc., for 
19 years, Mr. Thomas resigned as director 
of formula feeds for that organization July 
31 to take his new post with Central Soya. 

Mr. Fletcher was made president of the 


company in 1944. He came to Central Soya 
in March, 1943, as assistant to the president 
and general attorney and was elected to 
the board of directors in the fall of that 
year. 

A member of the board of directors of 
the American Feed Manufacturers associa- 
tion, Mr. Fletcher was with the legal staff 
of the Ohio Oil Co., Findlay, Ohio, for 14 
years. He has not announced his future 
plans. 

The new president of Central Soya is a 


VS PERMANENT MAGNET 


Some (ood 


Gg 


problems. 


permanent magnets are the 


ELECTRO 


Advice! 


Don't fall for any 
permanent magnet to solve 
your magnetic separation 


The old medicine man had a 
cure all for every ailment and 
many a gullible sucker fell for 
this sales technique and found 
the stuff he bought failed to 
produce results. So—don't be 
fooled by propaganda that 


solution to ALL your tramp 
iron troubles. 


Some permanent magnets are 
good — BUT for limited mag- 
netic separation problems. If 
- you want consistent powerful 
and continuous magnetic 
strength for all kinds of mag- 
netic separation, be smart, buy 
ELECTRICALLY 
magnets, magnets with guts. 
Don't buy a magnet that must 
be energized from an electro 


magnet. Buy the electro mag- PERMAN ENT 
MAGNE T Inet in the first place. 


“cure all" 


Wi 


“PEPPO’ 


energized 


MAGNET 


Consult Stearns Magnetic. Fifty years of pioneering expe- 
rience in making well designed electro magnetic separators. 


STEARNS MAGNETIC Mfg. Co. 


627 S. 8th St. 


Milwaukee 4, Wis. 


SEPARATORS—CLUTCHES—BRAKES—DRUMS—MAGNETS 
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Purdue university graduate. He was asso- 
ciated with the Larrowe division of General 
Mills at Detroit as advertising manager, 
assistant sales manager, buyer, manager of 
production, and executive vice president. 
Mr. Thomas assumed his duties at Minnea- 


polis as director of formula feeds, along 


. THOMAS 


with executive administrator of the farm 
service division, in January, 1946. 

Active in the American Feed Manufac- 
turers association, Mr. Thomas was elected 
chairman of the board of directors at the 
last annual convention. During World War 
II he was appointed associate price execu- 
tive in charge of a large segment of the 
food division, OPA. 

A native Hoosier, the new president was 
born and reared on a farm near Mount Ver- 
non in the southern part of the state. He 
worked with the Oliver Plow works, South 
Bend, Ind., as advertising manager, and 
with the Campbell-Sanford Advertising Co., 
Toledo, Ohio, before joining General Mills. 

In his new post Mr. Thomas will head one 
of the three largest soybean processors in 
the nation. Incorporated in 1934, Central 
Soya now owns McMillen Feed mills, makers 
of Master Mix feeds; soybean processing 
plants at Gibson City, IIl., Memphis, Tenn., 
Decatur, Ind., and Marion, Ohio; and feed 
mills at Decatur, Ind., Marion, Ohio, and 
Harrisburg, Pa. 


Flames Level Eagle Mill 
At Higginsville, Mo. 


The Eagle Mill & Elevator Co. feed plant, 
Higginsville, Mo., was completely destroyed 
by a $250,000 fire on July 22, according to 
A. H. Meinershagen, president and man- 
ager of the company. A bolt of lightning 
is believed to have started the blaze, which 
originated in the elevator section. Tempor- 
ary offices have been opened in a warehouse 
west of the mill, which will be rebuilt us 
soon as possible, Mr. Meinershagen said. 
The plant was also destroyed by fire in 1909. 
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This chick, 28 days old, weighed 124 Gm. 
and showed marked riboflavin deficiency. 


SEVEN DAYS 


No doubt about it— your customers’ poultry 
grow and produce much better when there’s 
adequate riboflavin in their feed. As a leader in 
the development of pure vitamins, Merck pro- 
vides dependable riboflavin mixtures particularly 
suited to low-cost application to your feed-pro- 
ducing methods. Write for the complete, inter- 
esting story and prices. 


Same chick, 35 days old, weighed 210 Gm. 
after recovering on same diet supplemented 
with crystalline riboflavin. 


Photos courtesy 
of Dept. of 
Agricultural 
Chemistry, 
University of 
Missouri. 


No. 54 RIBOFLAVIN MIXTURE merck — 


One ounce contains one gram of Riboflavin. Balance 
is starch and small amounts of Calcium Sulfate and 
Iron Sulfate. 


RIBOFLAVIN 85% meRCK (Not U.S.P.)— 
Riboflavin 85%, Fe (as Sulfate) 1.5%, Ca (as Sulfate) 
1.5%, Starch added 5%. 


MERCK & CO., Inc. 


Manufacturing Chemists 


Chicago, Ill. « Los Angeles, Calif. 


RIBOFLAVIN MERCK 


RAHWAY, N. J. 


New York, N. Y. © Philadelphia, Pa. « St. Louis, Mo. * Elkton, Va. 


In Canada: Merck & Co., Ltd. * Montreal * Toronto + Valleyfield 
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A 
HEY 
DRIED containing Ribolae 


| Supplies milk values, plus extra 

riboflavin. If you, too, find milk 
scarce, try PEEBLES Fortified 
Whey. A valuable ingredient in 
poultry mashes, calf and pig 
meals. Readily available. Sur- 
prisingly economical. 


ONE FOR THE (ORDER) BOOK 


CLO-TRATE Fortified Cod Liver 
Oil prices are the most attrac- 
tive in a couple of years. Book 
now for fall shipment. Four po- 
tencies, also CLO-TRATE "DRY. 
D" 2000-D. 


SUNSHINE IN THE BARN 


Increased barn feeding, due to 
dry pastures, calls for rations 
enriched with Fleischmann's Ir- 
radiated Yeast. For better feed 
utilization add F.I.D.Y. to YOUR 
feeds. A reliable source of vita- 
min D for all 4-footed animals. 


FOR CONTENTED COWS 


We suggest DEE-DEX ''25"" DDD 
Concentrate. (Not DDT) Mixed 


with water to make a swell di- 


rect spray or residual spray for 


bldgs. Safer to use .. . Deadly 
to insects. DEE-DEX has real 
merit and a profitable margin. 


CALL MARQUETTE 8-7411 
Our new number; when you need 
Grain, Feeds, CLINTON pro- 
ducts, Oyster Shells, KODDY- 
MIX, MULTI-MIX, Livex ''800" 
Nat. Riboflavin, Schlitz Brewers 
Yeast, Miricol Trace Mineral, 
dried milk, manganese sulphate, 
wheat germ oil, Weedicide 
2,4-D, Anadex Kaf-Kaps. CON- 
SIGNMENTS SOLICITED. 


DISTRIBUTORS OF 


BRAND FEEDS 


STRATTON GRAIN 
COMPANY 


Grain and Feed Merchants 


MILWAUKEE 2, WISCONSIN 
MARQUETTE 8-741 


Special birthday greetings this month go 
to William Andersen, sales manager of the 
New England By-Products Corp., Boston, 
Mass., who celebrates on Sept. 3. Mr. An- 
dersen has been in the feed business for 
many years. He served his early days in the 
trade with the Albert-Dickinson Co., Chi- 
cago, under Harold Abbott who is now with 
the Funk Seed Co., Bloomington, Ill. As a 
result, Mr. Andersen qualifies as an active 
member in that select circle of feed men 
known as the Abbott Alumni, who now 
hold places of importance in the trade. Mr. 
Andersen, who grew up in the Middle 
West, found Boston and the New England 
states to his liking and the New Englanders 
like him. He helped organize and serves as 
secretary of the New England Feedmen, a 
group of feed men who cooperate with col- 
lege and state officials on matters of mutual 
interest. His work with this group has been 
of real benefit to the feed industry in New 
England. Others who celebrate their birth- 
days next month are: 

SEPTEMBER 1—Max Albert, Galesburg 
Soy Products Co., Galesburg, Ill.; Frank 
J. Allen, Bay State Milling Co., Winona, 
Minn.; Eugene Arms, Mill Mutual Fire 
Prevention Bureau, Chicago, IIl.; Dr. 
Joseph E. Salsbury, Dr. Salsbury’s Labo- 
ratories, Charles City, Iowa. 

SEPTEMBER 2—Sam Fredman, Fredman 
Bag Co., Milwaukee, Wis. 

SEPTEMBER 3—William Andersen, New 
England By-Products Corp., Boston, 
Mass.; Ed Hanson, Hanson Feed Co., 
Hollandale, Wis. 

SEPTEMBER 4—Harold J. Buist, Allied 
Mills, Inc., Chicago, Ill.; Paul E. Riebs, 
Riebs Co., Milwaukee, Wis. 

SEPTEMBER 5—Arthur Ackerman, Oys- 
ter Shell Products, New Rochelle, N. Y.: 
Albert Werthan, Werthan Bag Corp., 
Nashville, Tenn.; Clara G. Woodson, 
Gruendler Crusher & Pulverizer Co., 
St. Louis, Mo. ; 

SEPTEMBER 6—Lindley H. Patten, Farm- 
ers & Merchants Milling Co., Glencoe, 
Minn.; Sam Rice, Rice Grain Co., Toledo, 
Ohio; E. O. Thomas, Ohio Department 
of Agriculture, Columbus, Ohio; D. A. 
Trayhan, Schenectady, N. Y. (New Eng- 
land By-Products Corp.) 

SEPTEMBER 7—Tyler Kay, Tyler Kay 
Co., Inc., Buffalo, N. Y.; S. L. Pries, 
Maney Bros. Mill & Elevator Co., Min- 
neapolis, Minn. 

SEPTEMBER 8—Ronald C. Booth, Piper 
Grain & Milling Co., Cedar Rapids, lowa; 
M. L. Johnsen, Russell-Miller Milling Co., 
Green Bay, Wis.; H. L. Krueger, Krueger 
Bros., Forest Junction, Wis.; Will K. Mill- 
er, Orlando Seed Co., Orlando, Fla. 

SEPTEMBER 9-~J. E. Francis, Crabbs Rey- 
nolds Taylor Co., Lafayette, Ind.; Hugh 
Hale, Hale Grain Co., Royal, Iowa. 

SEPTEMBER 10—William H. Danforth, 
Ralston Purina Mills, St. Louis, Mo.; 
Fred DeHoff, Fred DeHoff Co., San 
Francisco, Calif. 

SEPTEMBER 11—C. B. Cory, McCann 
Erickson, Inc., Chicago, Ill.; John Davis, 
J. Walter Rice, Milwaukee, Wis.; Clar- 


WILLIAM ANDERSEN 


ence E, Lee, The Beacon Milling Co.. 
Inc., Cayuga, N. Y.; Harry C. McAdams, 
Douglas Chemical Co., Evanston, IIl.; 
Carl J. Martenis, C. J. Martenis Grain 
Co., New York, N. Y.; Walter J. C. 
Mueller, Northern Milling Co., Wausau, 
Wis. 

SEPTEMBER 13—L. W. Forster, Colum- 
bus, Ohio (National Distillers Corp.); 
Henry W. Swanson, White Laboratories, 
Inc., Newark, N. J. 

SEPTEMBER 14 — E. G. Cherbonnier, 
Grain & Feed Dealer National Assn., St. 
Louis, Mo.; Robert E. Jones, Russell- 
Miller Milling Co., Minneapolis, Minn.: 
Charles I. Post, National Oil Products 
Co., Harrison, N. J.; Milton H. Rey- 
nolds, Allen & Reynolds, Omaha, Nebr.: 
John J. Zima, Kraft Foods Co., Chicago, 
Ill. 

SEPTEMBER 15 — A. J. Feigel, Union 
Special Machine Co., Chicago, Ill; Jo- 
seph B. Manasse, Werthan Bag Corp., 
Chicago, IIl. 

SEPTEMBER 16—R. L. Christy, National 
Alfalfa Dehydrating & Milling Co., La- 
mar, Colo.; Herb Schneider, Ultra-Life 
Laboratories, East St. Louis, Ill.; C. E. 
Workman, Virginia-Carolina Chemical 
Corp., East St. Louis, Ill. 

SEPTEMBER 17—Lloyd M. Faris, W. J. 
Small Co., Kansas City, Mo.; Frank J. 
Holt, Milwaukee, Wis. (Holt Products 
Co.); A. F. Leathers, Swift & Co., Chi- 
cago, Ill. 

SEPTEMBER 18—O. P. Gossett, Consoli- 
dated Products Co., Danville, Ill. 

SEPTEMBER 20—William Borst, Sr., Wil- 
liam Borst & Son, Brooklyn, Wis.; E. L. 
Dyson, H. P. Dyson’s Sons Co., New 
Bloomfield, Pa.; Ford P. Eshelman, Lake 
Mills, Wis.; (Virginia-Carolina Chemical 
Corp.). 

SEPTEMBER 21—L. W. Nolte, American 
Dry Milk Institute, Chicago, Ill. 

SEPTEMBER 22 — John Mecking, J-M 
Trading Corp., Chicago, Ill.; Victor H. 
Reid, Reid-Strutt & Co., Portland, Ore. 


(Continued on page 79) 
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SEPTEMBER 23—O. F. Clayton, Checker- 
board Elevator Co., Minneapolis, Minn.; 
Earl L. Dingle, Harry T. Campbell Sons 
Corp., Towson, Md.; J. R. Schmertz, 
Mathieson Alkali Works, New York, N. Y. 

SEPTEMBER 24—George Thatcher, Maple- 
wood, N. J. (Arcady Farms Milling Co.). 

SEPTEMBER 25—Stuart Nordvall, Arcady 
Farms Milling Co., Chicago, Ill.; L. R. 
Peel, Rice Laboratories, Inc., Dassel, 
Minn.; W. F. Sinn, Standard Seed & Feed 
Co., Madison, Wis. 

SEPTEMBER 27—R. E. Walters, Harlan 
Rendering Co., Harlan, Iowa. 

SEPTEMBER 28—Charles H. Appel, C. 
H. Appel Commission Co., St. Louis, 
Mo.; John W. Griffith, General Mills, 
Inc., Minneapolis, Minn.; Mrs. F. B. Nel- 
son, Nutrena Mills, Inc., Kansas City, 
Mo.; J. W. Sieverling, J. W. Sieverling, 
Irving, Tex. 

SEPTEMBER 29—J. F. Schroeder, North 
East Feed Mill Co., Minneapolis, Minn.; 
M. W. Thatcher, Jr., Bunge Elevator 
Corp., Minneapolis, Minn. 

SEPTEMBER 30—Paul X. Smith, R. J. 
Roesling & Co., San Francisco, Calif. 


Ask Soybean Producers’ Aid 
In Educational Program 


United States soybean producers are be- 
ing asked to invest one-fifth of a cent per 
bushel from the returns of their 1948 soy- 
bean crop in a nationwide educational-pro- 
motional-legislative program, George M. 
Strayer, secretary, American Soybean asso- 
ciation, has announced. 

Stimulated by wartime demands, the soy- 
bean crop has grown in acreage faster than 
any other commercial farm crop in history, 
and a nationally integrated program in be- 
half of the soybean industry is now very 
much needed, according to Mr. Strayer. 

The program for the soybean association, 
which is on a purely voluntary basis, was 
launched by Paul C. Hughes, association 
field representative, in -selected Ohio and 
Illinois communities in June and July. Col- 
lections from producers of the 1948 soy- 
bean crop will be made through local 
elevators. 


Illinois Mfg. Co. Appoints 
G.L. Alstrup Sales Manager 


The Illinois Manufacturing Co., Quincy, 
Ill., makers of mineral supplements and 
yeast products, has announced the appoint- 
ment of G. L. Alstrup as general sales man- 
ager. 

Mr. Alstrup recently returned from a 
three months’ tour of Denmark and other 
northern European countries where he stud- 
ied livestock and feeding conditions. For 10 
years prior to 1947 he served as general 
sales manager of Myers‘Sherman Co., 
Streator, Ill. The appointment is part of 
the company’s expansion of its physical 
plant and sales territory. 


@ FARMERS’ FEED & SEED CO., INC., 
Lacon, Ill., has been incorporated by. Rob- 
ert C. Pringle, Sparland, and Hilbert Met- 
zer and Loren Guth, East Peoria. 
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Best Seller 


that’s what the 
sales records 


show at Edgerton : 


Farmers Warehouse 


EDGERTON 
FARMERS’ WAREHOUSE co. 


EDGERTON, WISCONSIN 


ational Food Company 


N 
ma du Lac, wisconsin 


Fo 
Gentlemen: ; 
We have sold your Nationa 


a 
No-Milk ever since we starte 
In all 


in business 33 years a60- 


these years it has been ou 
s brought excellent 


r top 


seller and ha 


it 
results. Our customers like 
and we Like it because we never 


t 
get complaints, put we do Be 


a steady. repeat business, 
new customers. 
Sincerely, 
ARMERS 


EDGERTON F 


AR 


Nor a best seller for 33 years, but the best seller for all of this time, that’s the 
score National No-Milk has rolled-up at the Edgerton Farmers Warehouse, right 
in the heart of one of the best milk producing areas in the state of Wisconsin. 

Why not get started yourself building your calf food business on a foundation 
of brand loyalty that beats out all competition. Hundreds of alert dealers 
already know that it pays out best — in profits and in volume sales. A letter 


from you will bring a prompt reply. Write today. 


_ NATIONAL FOOD COMPAN 


FOND DU LAC, WISCONSIN 
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20 7 GREATER DIGESTIBILITY 
% of GRAIN PROTEINS 
WHEN BLUE RIBBON 


IS USED 


Tests made at a leading midwestern agri- 
cultural school prove that when buttermilk 
is added to the diet of hogs and poultry, 
digestibility of grain proteins is increased 
by 20% or more. 


Plain Condensed Buttermilk 


| © Fortified Pig Buttermilk, with Vitamins D and G 
@ Fortified Chick Buttermilk, with Vitamins D and G e 
@ Fortified Breeders’ Buttermilk 'E', with Vitamins 
D, G, and E N 


WRITE US FOR PRICES 


PLANTS. THROUGHOUT THE CENTRAL 
WEST STATES 


THE MERCHANTS CREAMERY 


536 LIVINGSTON ST. CINCINNATI 14, O. 


DEHYDRATED 


ALFALFA MEAL 


ALSO DISTRIBUTORS OF 
STALEY’S 
NOPCO Products 
ARMOUR'S ::::. 
PACIFIC MOLASSES Co's. 


Cane Blackstrap Molasses 
in Tank Cars and Drums 


MANAMAR 


OMALASS 


Quality Checked 
for Better Results . . . 


"CALCIUM 


For twenty years ALDEN Cal- 
cium Carbonate has maintained 
a uniform quality and purity 
that helps give you better re- 
sults. Test-proved by a nation- 
ally known independent labora- 
tory. Specify ALDEN for 
better results. 


PILOT BRAND 
TAT 'Weedette 
STONEMO Granite Grit 


Established 1884 


MANEY BROTHERS 
MILL & ELEVATOR CO. 


MINNEAPOLIS, MINN. 


IOWA LIMESTONE COMPANY 
Des Moines, Iowa 
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(Continued from page 25) 


an election year and he will not risk the chance of a recession. He 
claims credit for high employment, high wages, and big profits, 
but not inflation. And that’s unadulterated politics. 


RESPONSIBILITY FOR HIGH FOOD PRICES 


The complaint about high prices is chiefly with food items and 
clothes. Prices are high and that is admitted all around. But what 
has the President been doing about them besides condemning the 
Republicans? His department of agriculture has considerable 
responsibility and Mr. Truman must share it. 

The records of that agency show that there has been a failure 
to promote a program that will result in an abundance of food 
items rather than a shortage. The old Henry Wallace theory of 
killing the pigs seems to prevail. Under the policies of the USDA, 
the numbers of cattle, hogs, and poultry have declined to an alarm- 
ing degree. This has been going on since 1944, at a time when 
our population has been on the increase. Is there any wonder 
that the price of meat is high? Scarce commodities are always high 
because they are in greater demand, be it food, automobiles, or 
farm machinery. 

In 1944 we had 85,573,000 head of cattle and calves. At the 
end of 1946 this total had been reduced to 81,207,000 head, or 
a loss of 4,366,000. The goal in 1947 was to reduce this further 
at 78,047,000. This unbelievable policy has been applied to all 
Believe it or not the goal for 1948 is still lower; it has been fixed 
at 78,047,000. This unbelievable policy has been applid to all 
meat products under Mr. Truman's department of agriculture. The 
housewives should be advised of this fact. The President cannot 
escape his responsibility for high meat prices in view of the facts 
of this situation. 


TRUMAN PROGRAM OPPOSED BY ECCLES 


The President's anti-inflation scheme has been vigorously op- 
posed by Marriner Eccles, formerly head of the federal reserve 
board. In his testimony before the senate banking committee he 
said the President's proposals to halt rising prices “are futile and 
contradictory.” Further, he said, “some parts of it would be 
helpful while others, such as housing, would be inflationary.” 

Eccles pulled no punches and said that he had made recom- 
mendations to the President on the subject of inflation last Janu- 
ary, but he ignored them in his speech to congress, apparently on 
the suggestion of the secretary of the treasury, Mr. Snyder. Since 
then Eccles was replaced as chairman of the board, but he is still 
a member. 


HOUSING 


This is a considerably political issue and the Democrats will 
make the most of it. Truman and his men had a crack at housing 
in 1946, under Wilson Wyatt. He was going to build a couple 
of million houses, but when the roll was called at the end of the 
year it was a mere 435,000. The Republican congress refused to 
carry the agency in 1947, but the private builders in that year 
erected more than 800,000 homes. This year they will build more 
than one million units. A government-controlled housing project 
at this time would certainly upset that apple cart. Further, such a 
program would be highly inflationary. Costs today, according to 
government experts, will run $1,100,000,000 over estimates made 
last November. 


COMMUNISM IN GOVERNMENT 


Each day brings out new evidence of communistic spying and 
infiltration in government. Some of it is unbelievable. During the 
war there was talk of it but the proof was lacking. Now this Bent- 
ley woman comes along and blows the lid off. It is a sorry spectacle 
and the New Deal is responsible. Communism has thrived under it. 

In 1943 President Roosevelt ignored a direct warning by FBI 
Director Hoover that Russian spies had infiltrated vital government 
agencies. But the wartime President turned a deaf ear to the 
information. In testimony before a congressional committee yester- 
day one witness said that four New Deal aides served underground 
in the capital. This is a high crime and the rascals should be 
brought to trial. 
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PRINT 
BAGS 


In a Wide Variety of 


Good Looking Patterns and 


Attractive Color Combinations 


ARE — WITHOUT A DOUBT 
A POSITIVE SALES BUILDER 


WHAT'S YOUR PREFERENCE? 
UNLABELED? 
SPOT LABELED? 
BAND LABELED? 


WE HAVE ‘EM... 
THE WAY YOU WANT ‘EMI! 
AND PRONTO, TOO!! 


WERTHCO PRINT FEED BAGS 


ANOTHER WERTHAN BETTER BUILT PRODUCT 
* * * * 
Wire ... Write or Phone 


WERTHAN BAG CORPORATION 
8th AVE. & HOWARD ST. 
NASHVILLE 1, TENN. 


MIDWEST SALES OFFICE 
141 W. JACKSON BLVD. 
PHONE HARRISON 4961 

CHICAGO 4, ILL. 


| 


SERB 
9497794393 
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JOBBERS AND 
WHOLESALERS 


FEED AND GRAIN 


MIXED CARS 


CONCENTRATED 
PACIFIC COAST 


CARLOADS 


: TRUCKLOADS 
Fishelifrate - - Complete B-G Complex 

Fishel Trate - High animal protein factor ’ 

Fishel Trate - With condensed sardine solubles, 
whole sardine meal base, whey solubles, fer- _ 


mentation solubles, fish liver and glandular >. Milwaubee Geed & Grain 
meal. 


Easi Coast Middie West Pacific Coast Company 
“AMBURGO co. DAVIS ENTERPRISES Dovid H. MURCH 


iladelphia, Pa, Dayton, Ohio 


Hollywood, Cal. 


Manufactured by 


GRAIN EXCHANGE 
VALLEY DEHYDRATING COMPANY [iSsssssiss MILWAUKEE 2, WIS. BROADWAY 2-6289 
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Gabriel Nutile Named President of 
Commerical Seed Technologists 


Gabriel Nutile, Associated Seed Growers, 
Inc., New Haven, Conn., was elected pres- 
ident of the Society of Commercial Seed 
technologists when they met in Springfield, 
Ill., recently. 

Other officers named were: Wilson Stone, 
Newday Seeds, Inc., Fargo, N. Dak., first 
vice president; Lewis J. LaPine, Albert Dick- 
inson Co., Chicago, IIl., second vice presi- 
dent; Fred S. Emmett, National Seed Test- 
ing service, Toledo, Ohio, secretary-treas- 
urer; and Helen Horn, Central States Seed 
service, Fort Wayne, Ind., membership 
chairman. 

The seed technologists held their conven- 
tion with the Association of Official An- 
alysts of North America. About 50 analysts 
representing 24 laboratories from the United 
States and Canada attended. 

This year the first examination for admit- 
tance to membership into the Commercial 
Seed technologists was held. The following 
analysts became senior members: David 
Doby, Sawan, Inc., Columbus, Miss.; Harold 
Thornes, Land O’Lakes creamery, Minnea- 
polis, Minn.; and Adeline Miller, Betty 
Ransom laboratories, Los Angeles, Calif. 

Mrs. Catherine Rumble, Ross Seed Co., 
Louisville, Ky., was voted a junior member- 
ship. For his outstanding contributions to 
seed analysts, W. H. Wright, Ottawa, Can., 
was elected to a life membership. 


Driers Prove Successful in Raising 
Value of High Moisture Corn 


The United States department of agri- 
culture reports that experimental corn driers 
operated by USDA engineers in coopera- 
tion with several Corn Belt state experi- 
mental stations have proved successful in 
raising the value of high moisture content 
corn at relatively low expense. The research 
was the first of the investigation authorized 
under the research and marketing act oi 
1946. 

Preliminary work was done on 80,000 
bushels of ear corn in Illinois, Indiana, and 
Ohio. One example of the success attained 
was cited in the case of the J. C. Wise farm 
at Villa Grove, Ill. In this test, heated air 
was forced through 2,640 cubic feet of ear 
corn (982 70-pound bushels at original 
moisture content) for 70 hours to reduce 
the kernel moisture content from 23 to 17 
per cent. Total fuel and power cost amount- 
ed to $30.87. The corn weighed out to 
914 70-pound bushels when sold and 
brought $2.23 per bushel, a total price of 
$2,038.23. The 982 70-pound bushels of 
corn at 23 per cent moisture would have 
sold at $1.98 per bushel, a total of $1,944.- 
36. The net gain after deducting fuel and 
power costs was $63, or approximately 614 
cents a bushel. 

The engineers used 20 different types of 
driers in the experiments, including seven 
built to specifications drawn up on the basis 


THE FEED BAG — August, 1948 


of earlier laboratory studies. Costs of the 
driers ranged from $900 to $3,000, but it is 
expected that these costs will be reduced 
considerably by improvement in design and 
mass production. 

Many farmers have indicated that they 
would like to dry corn every year. They 
say it will permit them to pick their corn 
early and be out of the fields before bad 
weather begins. Also there is the possibility 
of seeding spring wheat following the corn. 


BEESON NAMED LABORATORY HEAD 


Dr. Kenneth C. Beeson has been named 
director of the United States plant, soil, 
and nutritional laboratory, Ithaca, N. Y., to 
succeed Dr. Karl C. Hamner, who recently 
resigned to become head of the department 
of botany, University of California, Los An- 
geles, it has been announced by Dr. W. V. 
Lambert, agricultural research administrator. 
A native of Clinton, Iowa, Dr. Beeson has 
been with the department since 1930. 


USDA Forecasts Bluegrass Seed 
Production Only Half of 1947 


Production of Kentucky-bluegrass seed this 
year has been forecast at 2,250,000 bushels 
of cured seed by the bureau of agricultural 
economics. This is about half as much as 
the 1947 crop of 4,537,000 bushels, second 
largest crop on record, but slightly larger 
than the 1942-46 average of 2,229,000 
bushels. 

Dry weather last spring and last fall was 
the main reason given for thin stands’ and 
short growth of bluegrass, the bureau has 
reported. Yields, however, turned out much 
better than expected, with shrinkage in 
curing below average. The acreage stripped 
this year probably will not be much smaller 
than last year. 

NEW SEED CLEANING PLANT 

A new seed-cleaning plant is being es- 
tablished at Hutchinson, Kan., by the Rudy- 
Patrick Seed Co., Kansas City, Mo., with 
the construction of a $27,000 warehouse 
almost completed. The new plant will spe- 
cialize in cleaning alfalfa seed which will be 
shipped from several midwestern states, 
Robert L. Thedinger, manager, has reported. 


New Test for Weevil Detection 


Acid Dye Bath Quickly Reveals Hidden Infestation 


@ A NEW test developed by the United 
States department of agriculture now makes 
it possible for the first time to quickly deter- 
mine the percentage of hidden weevil in- 
festation in any lot of grain, the agricultural 
research administration reports. 

By soaking grain samples for a few min- 
utes in a dye containing acid fuchsin and 
then washing them, J. C. Frankenfeld, 
USDA entomologist, in working on a re- 
search and marketing act project, found that 
little cherry-red dots appear where weevils 
have laid eggs in the kernels, as shown in 
the picture at right. These dots are not pres’ 
ent on grain that is free of weevils. 

This discovery emphasizes the importance 
of preventing damage to grain in storage 
on farms, according to Dr. P. N. Annand, 
chief of the bureau of entomology and plant 
quarantine. By cleaning grain bins thor- 
oughly before the new crop of grain is 
brought in and following this up with a 
fumigation in August, farmers can elimin- 
ate much of the losses from stored-grain 
insects, now amounting to over a half-bil- 
lion dollars yearly. 

The fumigants recommended are the 3- 
to-l_ mixture of ethylene dichloride and 
carbon tetrachloride, or the 1-to-4 mixture 
of carbon disulphide and carbon tetra- 
chloride. These mixtures of gases will not 
explode or burn, USDA reports. Wheat in 
tight stool bins should be fumigated with 
3 gallons of the 3-to-1 mixture or 2 gallons 
of the 1-to-4 mixture, per 1,000 bushels. If 
the wheat is in tight wooden bins dosages 
should be doubled. 

Female weevils, USDA points out, de- 
posit their eggs in small punctures which 


they grow in the surface of the kernel and 


WHEN wheat kernels that have 
been infested with the granary 
weevil are stained with acid 
fuchsin, cherry-red dots appear, 
as the above picture shows. 
This new test developed by the 
USDA makes it possible for the 
first time to determine hidden 
weevil infestation. 


carefully plug the hole with jelly-like mate- 
rial. When hardened, this plug seals the 
hole, and the grain looks perfect from the 
outside. It is this plug which takes up the 
color of the stain. 

The weevil grub hatches and burrows in- 
side the grain. Before the new test was dis- 
covered, even experts could not tell when 
grain was infested, unless they cut open the 
kernels or examined them under a micro- 
scope. For this reason, USDA comments, 
wheat that has been graded U. S. No. 1 
might actually contain much hidden weevil 
infestation. 


Suspend Germination Labeling for 
New Crop Kentucky Bluegrass 


Germination labeling of any new crop 
Kentucky bluegrass moving in_ interstate 
commerce has been suspended from Aug. 22 
to Oct. 15, 1948, the United States depart- 
ment of agriculture has announced. 


This action has been taken to facilitate 
shipments for fall seeding since a germina- 
tion test usually takes 28 days, USDA re- 
ported. Carryover stocks are small, and 
farmers need substantial quantities of seed 
for seeding in August, September, and 
October. 

USDA emphasized that the suspension 
applies only to labeling of new crop seed 
for germination. Carryover seed must be 


labeled for germination, and both carryover 
and new crop seed must be labeled to show 
all other information the federal seed act 
requires for seed shipped in_ interstate 
commerce. 

Persons who ship new crop bluegrass seed 
in interstate commerce are urged to label 
the germination even during the exemption 
period. 

ALEX SEHLMEYER PROMOTED 

Alex Sehlmeyer has been elected vice 
president of Stumpp & Walter, New York, 
company officials have announced. With 
the firm for 34 years, Mr. Sehlmeyer is a 
past president of the New York State Seed 
association and was recently named chair- 
man of the retail and mail order division of 
the American Seed Trade association. 


PRODUCTION BOOSTERS 
POULTRYMEN 


LZ 


STERLING Mash Concentrate 372% 


STERLING Poultry Balancer 


PROFIT BOOSTERS FOR YOU 


®@ Here are two highly profitable feeds that will help you 
meet every poultry raising requirement. 
STERLING POULTRY BALANCER is double purpose. Con- 
taining proteins, minerals, vitamins in highly concentrated 
form, it can be used for custom-mixing or mixing your 


own brands. 


STERLING MASH CONCENTRATE is designed for the 
mixer who wants a dependable base for his own feeds. 
Helps you produce top quality laying and growing rations 
with a minimum of time and trouble. Contains Lacto-Liver. 
Comes complete with bags, tags, registration papers. 


NORTHRUP, 


KING & co. 


EPENDABLE 


SINCE 


1884 


Orchard Grass Seed Production 
Expected to Take Large Drop 


Production of orchard grass harvested for 
seed is expected to be at least 20 per cent 
smaller than in 1947 and 21 per cent below 
average, the bureau of agricultural econ- 
omics has announced. This year’s crop is 
estimated at 499,000 bushels of thresher-run 
seed, compared with 622,000 bushels last 
year and the 1942-46 average of 634,000 
bushels. 

Sharp reductions from last year in the 
production in Kentucky and Missouri more 
than offset the slightly larger crop indicated 
for Virginia, USDA reports. An estimated 
32,600 acres of orchard-grass seed were 
harvested in Virginia, Kentucky, and Mis- 
souri this year, compared with 41,000 acres 
in 1947 and the 5-year average of 48,000 
acres. 


Complete Popcorn Processing Plant 
Believed to Be World’s Largest 


A new popcorn processing plant believed 
to be the largest in the world has been com- 
pleted by the J. A. McCarty Seed Co., 
Evansville, Ind., as part of its expansion pro- 
gram covering Indiana, Illinois, and Ohio, 
J. A. McCarty, manager, has announced. 

The $160,000 plant includes 12 large 
drying tanks, each with a 5,000 bushel ca- 
pacity, and a number of warehouses. Mr. 
McCarty reports that the plant can handle 
5,000,000 pounds of popcorn at a time and 
that a natural air drying system is used. 

In addition, the company has begun con- 
struction of an elevator at Ridgeway, Ill. 
Completed plans call for a structure 50 feet 
high by 26 by 26 feet, with a 100 by 14 
feet crib. 


Plant Quarantine Rules Revised 
To Help Reduce Foreign Pests 


A revision of nursery stock, plant, and 
seed quarantine No. 37 to protect the United 
States more adequately from foreign plant 
pests was announced July 22 by Secretary of 
Agriculture Charles F. Brannan. 

The new requirements governing the en- 
try of most kinds of plants become effective 
Jan. 1, 1949. Provisions for exclusions of 
certain plants which involve special risk be- 
come effective Sept. 1, 1948. 

Copies of revised regulations may be ob- 
tained by writing: Bureau of Entomology 
and Plant Quarantine, U. S. Department of 
Agriculture, Washington 25, D. C. 

@ UNITED FEED CO., INC., Toms River, 
N. J., recently sustained a $200,000 loss 
when fire destroyed a mill and warehouse. 
LESS LUPINE SEED HARVESTED 

Production of lupine seed this year in 
Georgia, Florida, and Alabama is forecast at 
25,100,000 pounds of clean seed, the small- 
est crop in three years, according to the 
bureau of agricultural economics. A record 
of 50,100,000 pounds was produced in 
1947. 

Alabama showed the most marked drop 
with a crop only one-fourth as large as last 
year, while the total acreage harvested in 
the nation dropped 34 per cent. 
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Price Supports for New Crop Alfalfa 
Seed Announced by USDA 


Price supports for 1948-crop alfalfa seed, 
amounting to 25 cents per pound for north- 
ern seed, 20 cents for central, and 17 cents 
for southern have been announced by the 
United States department of agriculture. 


Prices will be supported through Com- 
modity Credit Corp. loans and purchase 
agreements on cleaned and bagged alfalfa 
seed stored on farms and in approved ware- 
houses. This year’s price support rates are 
the same as in 1947. Only a very small 
amount of alfalfa seed was bought by CCC 
last year because market prices were higher 
than the CCC supports, USDA pointed out. 

Loans and purchase agreements will be 
available from the time of harvest through 
Dec. 31, 1948. Loans will mature on Aug. 
30, 1949, or earlier on demand. 


Forecast Increased Crimson Clover 
Seed Production For This Year 


Production of crimson-clover seed this 
year is forecast at 13,200,000 pounds of 
clean seed by the United States department 
of agriculture bureau of agricultural econ- 
omics. This represents a 7 per cent increase 
over the 1947 crop of 12,360,000 pounds. 

The acreage harvested for seed is fore- 
cast at 58,900 acres. Increases are indicated 
for Georgia, Tennessee, and Oregon, while 
the Kentucky crop is equal to last year and 
that of Alabama is smaller. 


Seed Meetings 


American Soybean Association, Ho- 
tel Peabody, Memphis, Tenn. 

Sept. 13-15 

Vegetable Variety Field Days, Cor- 

nell University, Ithaca and Gen- 


Western Seedsmen’s Association, 
Hotel President, Kansas City 
Nov. 1 
Louisiana Seedsmen’s Association, 
Virginia Hotel, Monroe, La. 
Nov. 5-6 
Texas Seedsmen’s Association, Ho- 
tel Galvez, Galveston.....Nov. 7-9 
North Carolina Seedsmen’s Asso- 
ciation Fall Meeting, Charlotte, 
Nee Dec. 8-9 
Virginia Seedsmen’s Association, 
John Marshall Hotel, Richmond, 
Va: Dec. 11-12 


DURRETTE GRAIN CO. SOLD 

Dr. Fred E. Sims and his two sons, Dr. 
Hugh A. and Fred W. Sims, have purchased 
the two stores of the Durrette Grain & 
Seed Co., Tulsa, Okla., to be renamed the 
Sims Plow & Feed Co. Fred W. Sims, who 
has been employed with the farm service 
division of General Mills, Minneapolis, 
Minn., will manage the new company. 
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Wet Solubles 


A BLEND of all Available 
FISH SOLUBLES 
FREE-FLOWING Form 


Avoid the messy handling 
solubles. 
either in 40 pound papers 
or 100 pound burlaps. 


A Trial will satisfy 


Remember a BLEND of 
solubles is better than any 
individual type. Write for 
further information or pick 
up a trial order from one of 
our warehouse stocks listed 


Used Pound for Pound Against 


Illinois Redtop Seed Production 
Will be Smallest in Many Years 


The 1948-crop of redtop seed in Illinois 
is forecast by the bureau of agricultural 
economics at 6,000,000 pounds of clean 
seed. This small production is equal to the 
two previous smallest crops on record in 
1934 and 1925. Last year’s crop produced 
10,800,000 pounds. 

The trend in acreage of redtop harvested 
for seed has been almost steadily downward 
since 1940, but the decrease this year was 
much greater than usual. USDA reports 
that many Illinois growers plowed up red- 
top meadows this year in view of a very 
favorable plant-season for soybeans and 
corn, 

This year’s total of 92,000 acres indi- 
cated for harvest is by far the smallest on 
record since 1919. Yield per acre is expected 
to average 65 pounds of clean seed, five 
pounds less than last year’s yield and equal 
to the average. 

Opening prices to growers for new-crop 
redtop seed on about July 20 were $20 per 
100 pounds clean basis, the highest open- 
ing price offered in Illinois in 22 years. 

NEW BURROWS CATALOG 

A new buyer's guide listing over 500 
items has been published by the Burrows 
Equipment Co., Evanston, IIl., manufac- 
turers of grain and seed testing equipment 
and supplies. A free copy may be obtained 
by writing the firm at 1316-FB, Sherman 
avenue, Evanston, IIl. 


in DRY 
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THE KIND OF SERVICE «| 
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Let Ark Valley be your 
source for 17% and 
20% 
Alfalfa Meal... Guar- 


anteed Content. 
Always uniform. 4 
Air Mail . . . Write . 
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W.C. PRATT COMPANY 
20 NORTH WACKER DRIVE 
CHICAGO 6, ILL. 

Warehouse Stocks at 


New Century Co. Security Supply Co. 
3939 So. Union ave. 629 South Concord 
Chicago, Ill. So. St. Paul, Minn. 


Pease Hay 
Commission Co. 
Des Moines, la. 
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(Continued from page 60) 


auctioneers, and all others in the locality 
who are interested in the general welfare of 
the farmer. The windows of his store often 
hold the bold-type auction advertisements 
along with hand printed notices of county 
farm meetings, church bazaars, and similar 
events. 

Stretched across the top of the front of 
the brick Frank Sroda & Sons feed store is 
the name that, according to owner Migas, 
is worth its weight in gold because of a 
deep-seated reputation with the farmers of 
Portage and Waushara counties—a name 
that was built into a legend through de- 
pendable service to the Wisconsin farm 
public. 


Mr. Dealer: 


@ THOMAS SEED CO., Hopkinsville, 
Ky., has been purchased by George, Henry, 
and Bert Lilly, and is now called Lilly Bros. 
Seed Co. 

@ BAER FEED STORE, Pontiac, Mich., 
was recently damaged by fire that caused 
a $15,000 loss. 

COMPLETE BOYLESTON ELEVATOR 
The Boyleston elevator, Boyleston, Ind., 

which was destroyed by fire in June, 1947, 
has been replaced with a new $70,000 struc- 
ture, the company has announced. Its ca- 
pacity is 35,000 bushels, an increase of 
5,000 over the old plant. New machinery 
consisting of a mixing plant, grinder, sheller, 
and loader has been installed. The new 
office building is contructed of tile and the 
mill itself of corrugated iron. 


What is your answer fo Straight 


You render a service to the farmer—and 
profit to yourself when you help him 
stretch his feed grain. Your custom-mix 
service means that Hubbard’s nutritional 
experience is combined with the feeder’s 


crop to build meat and eggs the most eco- 
nomical way. There’s a specialized Hubbard 


Sunshine Concentrate for each and every 


feeding purpose. 


Let us fell you how to build a sound, profitable 


business on the Hubbard plan. 


Hubbar 


EASTERN BRANCH 


86 e 


Milling Co. 


MANKATO, MINK. 


410 ELEVENTH STREET AMBRIDGE PA 


Staley Appointed Head of 
ECA Mission to Norway 


A. E. Staley, jr., president and chairman 
of the board of A. E. Staley Manufacturing 
Co., Decatur, Ill., has been appointed head 
of the economic cooperation administration 


A. E. STALEY, JR. 


mission to Norway, it has been announced 
by Paul Hoffman, ECA administrator. 

Mr. Staley, who is 45, became associated 
with the company following his graduation 
from the University of Pennsylvania in 
1925. During the war he was deputy chie! 
of the food branch of the war production 
board and has served on the grain advisory 
committee in the department of agriculture. 
A member of the business advisory council 
of the department of commerce, Mr. Staley 
is a director of the Wabash Railroad Co. and 
of the Safe Deposit & Trust Co., Baltimore, 
Md. 

Ed Scheiter, executive vice president of 
Staley’s, will be the company’s chief execu- 
tive officer during Mr. Staley’s foreign 
service. 


Ackerman Again Heads 


Barber & Bennett, Inc. 


Stockholders of Barber & Bennett, Inc., 
Albany, N. Y., elected five directors at their 
annual meeting in July. They are: Earl S. 
Ackerman, Mrs. Noel S. Bennett, Noel S. 
Bennett, jr., Franklin Beardsley, and Murray 
C. Smouse. 

The directors then re-elected the follow: 
ing officers: Mr. Ackerman, president; Mr. 
Bennett and Mr. Beardsley, vice presidents: 
and Mrs. Bennett, secretary-treasurer. 

@ NORMAN CALLOW, Paris, Ill., has 
been named traveling public relations and 
sales representative of Kansas Milling Co.. 
Wichita, Kan. 


@ GEORGE L. BROWN, Wolf Point, 


Mont., is the new manager of the Occi- 
dent Elevator Co. plant, Nashua, Mont. 
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Brannan Advises Farmers 
To Raise More Hogs 


Secretary of Agriculture Charles F. Bran- 
nan again has urged farmers to increase the 
nation’s future meat supply by holding back, 
rather than selling, enough bred sows and 
gilts now on hand to increase the fall pig 
crop by’ at least 10 per cent. 

Secretary Brannan stated that he strongly 
believed farmers can now make plans for 
expanding materially the number of sows 
they keep for farrowing this fall with in- 
creased confidence. He based this belief on 
three points: excellent prospects for 1948 
feed crop production; strong demand for 
meats probable for next year; and assurance 
of continued price support. 

Meat supplies per capita in 1948 for the 
year as a whole will be about 145 pounds, 
compared with the record high level of 155 
pounds last year and the pre-war 1935-39 
average of 126 pounds. Next year, the sec- 
retary said, the supply of meat will be even 
less than in 1948 unless there is a substan- 
tial increase in the number of pigs raised 
this fall. 

Farmers are assured continued govern- 
ment price support for hogs under terms 
of recently enacted legislation, the secretary 
pointed out. 


Report Spring Pig Crop 
Smallest Since 1941 


The 1948 spring pig crop is estimated at 
51,400,000 head, 3 per cent smaller than 
the 1947 spring crop and the smallest since 
1941, the United States department of 
agriculture reports. The largest relative de- 
crease from a year earlier occurred in the 
west North Central states. 

An estimated 8,000,000 sows farrowed 
during the spring season, 8 per cent fewer 
than a year earlier. However, the number 
of pigs saved per litter was greater than a 
year earlier—6,440,000 this year compared 
with 6,100,000 in the spring of 1947. This 
year’s figure was second only to the 6,460,- 
000 saved in the spring of 1946, USDA 
reported. 

If farmers’ intentions are carried out and 
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“Better show Edgar again how that 
hydraulic lift works!" 


an average number of pigs is saved per lit- 
ter, the 1948 fall pig crop will total araund 
31,000,000 head, only 1 per cent less than 
a year earlier. 

Late farrowings, the current shortage of 
corn, and prospects that 1948 feed grain 
crops will be considerably larger than those 
of a year earlier, will tend toward late mar- 
ketings of 1948 spring pigs, the department 
said. Farmers have been marketing their 
hogs earlier than usual, but with larger feed 
crops in prospect and more favorable hog- 
feed grain price relationships, they will tend 
to delay marketings beginning in the late 
summer or early fall. 

The 1948 spring hog crop of 51,000,000 
and the prospective fall pig crop indicate 
that the total number of pigs saved this 
year will be the smallest since 1940. Hog 
slaughter is not expected to increase as 
much as usual from summer to winter this 
year. USDA believes that farmers will prob- 


J. NEAHR 


1600 SOUTH DEARBORN STREET CHICAGO 16, ILLINOIS 
: THE CHICAGO BAG FACTORY SINCE 1855 + BURLAP, COTTON AND PAPER BAG! 
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ably continue to feed hogs to heavy slaugh- 
ter weights, possibly to heavier weights in 
1948-49 than during the current season. 

The average weight of hogs slaughtered 
under federal inspection in April was 245 
pounds, nine pounds less than a year earlier. 
Hog weights, nevertheless, have been well 
above prewar this year, even though the 
hog-corn price ratio has been below 
average. 


@ HICKORY RIDGE GRAIN DRYING 
Co-op, Hickory Ridge, Ark., has let con- 
tracts for the construction of addition stor- 
age facilities for 200,000 bushels. 
DEATH TAKES MRS. A. F. SEAY 
Friends of A. F. Seay, vice president, 
Ralston Purina Co., St. Louis, Mo., will be 
grieved to learn of the death of Mrs. Seay 
which occured on July 27. Mrs. Seay had 
not been well for some time but her death, 
as the result of a stroke, was unexpected. 


“ME WORRY 
ABOUT FEED? 
NOT WHEN 


T’S PACKED IN 
NEAHR BAGS” 


either in feed or the bags in which it is 
packed. Maximum low-cost safety and 
protection for feed both in storage and transit is 
a job which calls for Quality Textile Bags... 
the kind M. J. Neahr & Company 
has been making since 1855. 


Specify Cloth Bags 
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Mix Produlac Dried or Nadrisol 
Corn Solubles in all rations for e 
chickens, turkeys and ducks. 


AND USE ALL INGREDIENTS 


ADVANTAGE 


It has been said that when a hog is slaughtered, everything 
is used but the squeal. Such complete utilization of available 
material is not generally the case in feeding programs, for 
it is estimated that deficiencies in the rations of half the 
poultry and livestock in the country result in waste of grain 
and roughage consumed. 


Such waste may be curtailed by the use of Produlac or 
Nadrisol to balance the ration and make it more palatable. 
These starch-free ingredients contribute substantial quantities 
of protein and valuable potencies of the Vitamin B-G complex, 
and may replace other ingredients which are more expensive 
or in short supply. 


If you have not used these tested ingredients in your mixing 
operations, it will pay you to do so without delay. 


YOUR REQUEST FOR FURTHER INFORMATION IS INVITED 


PRODUCTS OF 


NATIONAL DISTILLERS PRODUCTS CORPORATION 
GRAIN PRODUCTS DIVISION @ 120 BROADWAY @ NEW YORK 


—also in hog and cattle rations 
and for dogs, horses, game 
birds, fur bearing animals. 


Finlayson Gets Controller 
Post with Pillsbury Mills 


James C, Finlayson has been named divi- 
tion controller of the feed and soy division. 
Pillsbury Mills, Inc., Clinton, Iowa, it has 
been announced by Clyde H. Hendrix, di- 


JAMES C. FINLAYSON 


vision president. Mr. Finlayson was formerly 
headquarters office manager and chief ac- 
countant. 

Mr. Finlayson is a graduate of the Uni- 
versity of Minnesota and a navy veteran o! 
World War II. Prior to his promotion, the 
position of division controller was held by 
Don W. Hunter, a division vice president. 
Company officials said that the change was 
made so that Mr. Hunter may assume further 
executive and administrative responsibilities 
in connection with management of the 
division. 


Bemis Bro. Bag Co. Expands 


Facilities at Minneapolis 


Bemis Bro. Bag Co., St. Louis, Mo., has 
completed negotiations for the purchase of 
one of the buildings now occupied by the 
American Refrigerator & Machine Co. in 
Minneapolis, Minn., it has been announced 
by Judson Bemis, manager of the Minnea- 
polis bag factory and a company vice 
president. 

After alterations have been made, the 
building will house portions of the Bemis 
packaging service, which produces bag han- 
dling equipment, develops new bags, and 
improves existing types. W. J. Geimer man- 
ages the packaging service, and H. V. Kind- 
seth, chief engineer, is in charge of the 
development work. 


@ PAUL BROS., Feed & Seed, Laurel, 
Iowa, have installed a new Jay Bee hammer- 
mill. 


@ BERNARD KINKADE, La Plata, Mo.. 
has purchased and taken over the manage- 
ment of a feed and produce store at La 


Plata. 
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— California 


(Continued from page 17) 


in all kinds of weather. On the parking lot 
adjacent to the dock, yellow markings in 
130 foot units provide an easy measuring 
stick for broken rolls of wire fencing. 

Mr. Morse was building for the future 
when he erected this structure and he made 
absolutely certain that it was correct in 
every detail. Feeling the need of expert 
advice, he hired a good architect, who is 
responsible for the store’s clean-cut lines. 
This profeSional help cost a great deal, 
but it also resulted in many savings. In the 
construction of one wall, for instance, Mr. 
Morse had been advised by an engineer to 
specify 20” concrete reinforced with 144” 
steel. The architect’s knowledge of struc’ 
tural engineering led him to cut down the 
wall to 12” and called for smaller reinforc- 
ing. The concrete saved in this one change 
alone was enough to construct two other 
side walls. 

Mr. Morse entered the feed business in 
1931 in the modest quarters he was to use 
for 16 years. His merchandising policies 
have changed with the times, adapting 
themselves to new conditions. When, by 
1937, it became apparent that poultry rais- 
ing was becoming an important industry in 
the area, he installed incubators to keep up 
with the trend. He'd already had three 
years experience in a hatchery, and the 
know-how he had gained stood him in good 
stead here. 

Mr. Morse’s feed business continued to 
account for approximately 80 per cent of 
his volume up until a few years ago, when 
he was forced to depend more heavily on 
the hatchery side of the business. A short- 
age of feed last year forced many flocks 
and herds out of existence, resulting in an 
after effect which has been a severe blow 
to the feed business. Whereas shipments of 
feed were invariably received in car-load 
lots originally, today it is not uncommon 
to have most orders trucked in. 

One profitable sideline Mr. Morse has 
added has been horsemeat for pet owners. 
He installed a refrigerator to keep the meat 
fresh and receives frequent deliveries of 
fresh stock. Mr. Morse doesn’t expect to 
“get rich” from this line, but it draws in 
many people who have never been in his 
store before, and results in many tie-in sales 
from the increased store traffic. 

Mr. Morse currently handles some small 
tools and nails. He knows that the ranchers 
in the community would support a line 
when price and quality adjust themselves. 
He refuses to go overboard on new ideas 
until he feels the time is right for them. 

Mr. Morse uses the daily newspapers to 
good advantage, advertising by this medium 
seven days a week, month in and month 
out, at a total cost of approximately $20 a 
month. All ads are placed in the classified 
section, which Mr. Morse watches closely 
in order to keep tab on business trends. 

“We try to change the wording every 
three days so the reader will always see 
something fresh,” he explained, “if this 
isn’t done, your money is wasted. When 
people recognize the first line of an ad as 
something they have read before, they lose 
interest and won't go any further.” 
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Mr. Morse cited the value of his adver- 
tising by an incident which occurred some 
time ago. “I was making a service call,” he 
related, “and found that one of my cus- 
tomers had moved. Although we were total 
strangers, the new owner of the ranch rec- 
ognized my name from having seen it in 
the paper. Within an hour or two, I had 
been introduced to five more newcomers 
to the neighborhood, all strangers. Four out 
of the five were familiar with my name from 
my advertising, and I made immediate sales 
to two of them. They've been steady cus- 
tomers ever since.” 

During the 17 years that Mr. Morse has 
been in business, the policies he has fol- 
lowed have caused many favorable com- 
ments on the part of his customers. His 


new store made a greater impression than 
anything he had ever done before. “It just 
proves,” pointed out the dealer, “that peo- 
ple appreciate pleasant surroundings, and 
are willing to pay for them in hard cash by 
giving a more modern store more business.” 

@ GEORGE STANLEY, Brawley, Calif., 
has purchased the Cuff-Archias Seed Co. 
from J. C. Archais, who has retired from 
business because of his health. The firm 
will be operated by the new owner under 
the name Stanley Seed Co. 

@ FARMERS ELEVATOR CO., Danforth, 
Ill., has taken possession of the two eleva- 
tors of the Gilman Grain Co., Watseka, IIl., 
with Charles Dexter as local manager. 


REALLY 
THE 


Help Dairymen | 
Raise Good Calves | 
at Low Cost 
By Featuring 
FUL-O-PEP 
Calf Starter— 


It’s Appetizing, Vitamin-Rich and Economical! 


For More Information Write Today to 


THE QUAKER OATS COMPANY, Chicago 4, Ill. 


“ 
@QuakerOatsCompaly 


* Armour 


We know more about protein, mineral, 
and vitamin requirements for poultry 
than for cattle, hogs, or sheep. 


* 


We know that poultry ra- 
tions must be very carefully pre- 
pared, because poultry haven’t 
the ability to “manufacture” 
some of the important elements, 
as farm animals do. Cattle, for 
example, have bacteria in their 
intestinal tracts which make 
important changes in proteins 
vitamins—changes that help 
cattle make “complete” diets 
out of incomplete rations. 


* 
Poultry is fed largely on commercial 
feeds—the mixed feeds you sell to farm- 
ers. So good poultry rations depend 
heavily on the ingredients used. Mixers 
of poultry feeds have a responsibility to 
farmers—a duty to put together high 
quality, scientifically-balanced feeds. 
* 
It is a well established fact that 
meat proteins are essential in 
poultry rations—in chick start- 
ers, growing mashes, broiler 
mashes, laying mixes, and spe- 
cial feeds for breeding flocks. 


* 


Armour’s 50% Meat and Bone Scraps is 
a dependable source of wholesome high 
quality meat proteins. From 50 to 200 
pounds of Armour’s 50% Meat and Bone 
Scraps per ton of mixed feed will satisfi 
animal protein requirements in the dif- 
ferent poultry rations. 


* 


Armour’s 50% Meat and Bone 
Scraps come from good whole- 
some packing house meat and 
bone—and from no other source. 


* 


Don’t forget that a poultryman’s ability 
to get results depends largely on the 
you sell. 


And unless the poultryman 


—Educate 


(Continued from page 21) 


are publicized in a two column by 6 inch 
announcement in a local newspaper. One 
week before the meeting follow up space 
measuring six column inches is taken. 

“Anyone who runs retail advertising 
knows that what really gets people into an 
establishment is a ‘gimmick’,” smiled Mr. 
Langfitt. “With books, it may be the pres 
ence of the author in the book store, auto- 
graphing his volumes on a certain after- 
noon. Our advertising ‘gimmick’, the one 
that creates attention in our elevator, are 
these meeting announcements.” 

People who have attended network radio 
shows are aware that before a show is 
“aired”, the announcer warms up the studio 
audience so they will be in a receptive mood 
when the program goes on the air. 

Earl Langfitt follows the same plan as 
the radio announcer to place crowds at the 
meetings in a proper mood for what is to 
follow. His device is the same as the radio 
MC’s—humorous anecdotes. 

After the warm up and the feature lec- 
ture by a college professor or a representa- 
tive of government or industry, Mr. Lang- 
fitt thinks that the crowd likes to know what 
their own members think about the subject 
under focus. At each meeting he gets two 
or more local farmers up on the stage to 
present their views. 

Afterwards the meeting is thrown open 
for discussion from the floor. It is here, 
believes Mr. Langfitt, that such a meeting 
can fall flat on its face. To keep the ques- 
tion and answer period lively, Mr. Langfitt 
lines up 10 or 12 farmers in advance and 
suggests pertinent questions they can put 
before the audience to keep things moving. 

Although the livestock population around 
Bethany has been on the decline, feed sales 
at the Langfitt establishment have shown 
a month-to-month increase. “The answer,” 
explained the dealer, “is tied up in the 
educational series. A feed dealer must make 


friends to make customers. My system of 
friendship-in-merchandising involves offer- 
ing feeders a timely, worthwhile extra-cur- 
ricular activity!” 


Curtis Named Agronomist 
For Cottonseed Group 


Dr. Lawrence C. Curtis, authority on 
oilseed crops, has been appointed agrono- 
mist for the National Cottonseed Products 
association, it has been announced by A. 
L. Ward, Dallas, Tex., educational director. 

Dr. Curtis will direct the association's 
program of cooperation with research insti- 
tutions to encourage research leading to the 
production of new and improved varieties 
of oilseed crops for cotton states, according 
to association officials. 

A native of Arizona, Dr. Curtis was 
graduated from the University of California 
and received his doctor’s degree from Cor- 
nell university in genetics and vegetable 
crops in 1940, while a member of the staff 
of the Connnecticut agricultural experiment 
station. He served as a member of the 
American food mission in North Africa 
and Italy under the foreign economics ad- 
ministration in 1944-45 and became asso- 
ciate professor of horticulture at the Uni- 
versity of Connecticut in 1946. 


Canadian Feed Men Plan 
Nutrition Conference 


A nutrition conference at Ontario Agri- 
cultural college, Guelph, Canada will be held 
Sept. 14-15-16, it has been announced by 
N. D. Hogg, who recently became secretary- 
treasurer of the Ontario division, Canadian 
Feed Manufacturers’ association. Although 
complete plans have not been released, a 
good program is being arranged and Sept. 
15 will be set aside for swine nutrition, Mr. 
Hogg reports. 


FLAMBQ 


FEEDS 


FLAMBO FEEDS-pEPENDABLE QUALITY 


line FLAMBO feeds fill the bill. 


If you want to sell a quality 


profits, no one in the industry 
profits. 


ANIMAL FEED DEPARTMENT 
UNION STOCK YARDS 
CHICAGO 9, ILLINOIS 


ARMOUR 


On 0 COMPANY 


Armour Digester Tankage 
Armour Meat and Bone Scraps 
_ Armour Special Steamed Bone Meal 


e 


For Poultry, Livestock 
and Fur Bearing Animals 


Phone 
L. D. 44 or 21 


Phillips, Wisconsin 


Accurately compounded of fine 
ingredients, they mean profit- 
able feeding for your customers. 
We also specialize in pulverized 
grains—450 ton daily capacity. 
Phone or Wire for Quotations. 


We Solicit Private Label Business 


FLAMBEAU MILLING CO. 


Teletypewriter 
Phillips 14 
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Bortz Feed Store Float Takes First Prize 


Each year the Bortz Hatchery & Feed 
store, La Porte, Ind., manufacturers of Ul- 
tra-Lifed feeds, takes advantage of the an- 
nual Fourth of July parade sponsored by the 
Junior chamber of commerce by entering 
attractive floats which cause much comment 
among the spectators and publicize the 
store’s name. This year, for the second con- 
secutive time, the Bortz entry won first prize 


with the display shown above. More than 
40 feet long, the float featured a live cow 
and several sheep, accompanied by two dairy 
maids, Lola and Florence Bernacchi, in 
typical farm costume. 

@ ZWAAN SEEDS, INC., Dover, Del., 
has been incorporated with a capital of 
$100,000. 


25 veEARS 


CONSUMER ADVERTISING 
SUPPORT YOUR SALES 


NATIONAL 


FOR POULTRY 


99 25/100 Calcium Carbonate 


Hen and Chick size 


Brokers 


FEED 


INGREDIENTS 
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THE COMPLETE LINE... 


Tonnage builders 


specialties 


market, built to hold it 


Poultry, Turkey, Hog, 
Livestock Feeds. 


profitable 
priced to win your 


VITALITY MILLS INGC., Board of trade, Chicago 4, IN. 


Manufacturers of famous VITALITY 
Dairy and 


Under one roof 


Every Feed Ingredient You Want 
Conveniently Located for Truck 
Pickup—We Favor Legitimate 
Feed Dealers 


GOOD STOCKS AT ALL TIMES 


CALF MANNA, LAB MIX, CONDENSED BUTTERMILK, 
CALCIUM CARBONATE, GRANITE GRIT, SANI-FLOR 
LITTER, DEHYDRATED PEAVINE AND SOYAVINE MEAL, 
DEHYDRATED ALFALFA MEAL, CODLIVER OIL CONCEN- 
TRATE, REGROUND OATFEED, DAIRY FEED, COLLOIDAL 
PHOSPHATE, FOX AND MINK FEEDS, DOG RATIONS, 
KILLER-DILLER RAT & MOUSE EXTERMINATOR, PEANUT 
MEAL, SOYBEAN MEAL, LINSEED MEAL, BREWERS 
GRAINS, MALT SPROUTS, DISTILLERS DRIED SOLUBLES, 
SKIMMILK, BUTTERMILK POWDER AND MILLFEED, BEET 
PULP, MOLASSES AND 44 OTHER COMMODITIES. 


FEED SUPPLIES, INC. 


3328 W. Cameron Ave. 
NORTH MILWAUKEE, WIS. 


Enjoying the service of his fellow sales- 
men above is Alvin Severt who was crowned 
“King Kasco” at the third sales training 
school sponsored by Kasco Mills, Inc., To- 
ledo, Ohio. L. A. Winslow, assistant sales 
manager, farm feed division, conducts the 
school, which brings small groups of new 
salesmen into Toledo for an orientation pro- 
gram. Standing around the “king,” who will 
sell Kasco in Ohio, are, from left to right: 
Fred Hoover, Eastern Pennsylvania; Bill 
Figley, Pittsburgh; Clinton Baker, Virginia; 
and Bob Freeman, Michigan. 

@ L. E. RITTA, Mundelein, Ill., has in- 
stalled a new 1 ton Blue Streak mixer. 


FEEDS cd FEEDING 


By F. B. Morrison 


* 


Here is a book which is a definite asset for any 

person producing or handling feeds. This 20th 
edition of FEEDS AND FEEDING, written by 
Prof. F. B. Morrison of Cornell university, contains 
more than one thousand pages. It is the most 
practical compilation of information on livestock 
feeding and nutrition ever printed—a book you 
can use almost every day. 


Order For Immediate Delivery 


Get your copy of FEEDS AND FEEDING direct 
from The Feed Bag by placing your order now 


Che feed Bag 


1712 W. St. Paul Ave. 
Milwaukee 3, Wisconsin 
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New England Feedmen to Meet 


Set Annual Conference for Sept. 9-10 


e@ TALKS on the outlook for poultry and 
dairy products, and the service feed men 
can render agriculture will highlight the 
annual New England Feedmen’s conference 
at the University of Maine, Orno, Sept. 9- 
10, it has been announced by Fred P. Lor- 
ing, Orno, chairman of the conference 
program committee. 

Arthur L. Deering, dean of agriculture, 
University of Maine, will open the conven- 
tion program on Thursday morning by 
welcoming the assembled feed men from the 
six New England states. The poultry out- 
look will be discussed by T. B. Charles, 
head, poultry department, University of 
New Hampshire, and T. M. Adams, exten- 
sion agricultural economist, University of 
Vermont, will speak on the outlook for 
dairying for the coming year. 

Lawrence F. Whittemore, president, fed- 
eral reserve bank, Boston, Mass., will speak 
on the future of agriculture in New England 
at the general session Thursday afternoon. 
Mr. Whittemore is a trustee of the Univer- 
sity of New Hampshire, a former tax com- 
missioner, railway official, and lumber manu- 
facturer. He is also a director of several 
New England industries, railroad, and pow- 
er companies. 

Following Mr. Whittemore’s address, 
separate conferences will be held on dairy- 


ing and on poultry. Dairy session speakers 
will include H. A. Keener, agricultural ex- 
periment station, University of New Hamp- 
shire, who will speak on minerals in the 
dairy ration; Robert Johnson, University of 
Connecticut, who will discuss calf ailments; 
and Paul Miller, associate dean and director, 
University of Vermont, whose subject will 
be “Better Roughage.” 

At the poultry conference D. C. Hender- 
son, head, poultry department, University 
of Vermont, will discuss radiant heat; E. L. 
Jungherr, professor of animal diseases, Uni- 
versity of Connecticut, will speak on New- 
castle disease of poultry; and Fred P. Jeff- 
reys, head, poultry department, University 
of Massachusetts, will talk on poultry ranges. 

Friday morning's session will feature talks 
on producing good milk, by G. P. Hopson, 
DeLaval Separator Co., New York, N. Y.; 
agricultural credits, by Louis A. Zehner, 
assistant vice president, federal reserve bank, 
Boston; and on service feed men can render 
to agriculture, by Dinsmore Worthing, 
Charles M. Cox Co., Boston. 

M. H. Campbell, dean of the school of 
agriculture, Rhode Island State college, will 
speak on cooperation between feed men and 
agricultural colleges on Friday afternoon. 
The program will close with a review of the 
grain situation by Ray Bowden, Washing- 


MILL AND ELEVATOR EQUIPMENT 
Our Service Includes 
Dust Collectors Elevator Casings 
Malt Cleaners Elevator Legging 
Reels, Bins, Tanks Elevator Heads 
Feed Hoppers Elevator Boots 
Fire and Dust-Proof Elevators . 
Conveyors and Fittings 
L. BURMEISTER CO. 
4535 W. MITCHELL STREET 
MILWAUKEE 14, WIS. 
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ton, D. C., executive vice president, Na- 
tional Grain & Feed Dealers association. 

All feed dealers and farmers are invited 
to attend the conference. Rooms and meals 
may be obtained on the university campus, 
and requests for room reservations should 
be made well in advance by writing Mr. 
Loring, University of Maine, Orno. Persons 
wishing to stay at hotels in Bangor, which 
is served with half-hour bus service to the 
campus, should make their reservations di- 
rect with the hotels. 

@ QUICK SEED & FEED CO., Phoenix, 
Ariz., has commenced construction of a 


5,000 ton bulk grain elevator. 


@ FMBA ELEVATOR, Highland, Ill., has 
completed the construction of a new grain 
bin, with a capacity of 20,000 bushels. 


Cream Calf Meal 


for gruel Feeding 


HIGH QUALITY 


ECONOMICAL 


DEPENDABLE 


Cream Calf Flakes 


for dry Feeding 


Co. 


5425 W. Roosevelt Rd. Chicago, III. 
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— Success 


(Continued from page 47) 


ton Salt Co. has proved very successful. I 
try to have a supply in the bulletin case on 
a variety of subjects, adding new ones as 
they are issued.” 

The manager holds meetings at which he 
shows movies released by the feed com- 
panies. Farmers for miles around are in- 
vited by letter, telephone, and personal 
visits. This further proves Mr. Linden’s 
statement that “the customer's needs and 
wishes are always in our minds. To the best 
of our knowledge we are giving the best 
service we know how. We study their special 
needs and then set about supplying them.” 


reduces 
iodine loss 


STABILIDE*—potassium iodide stabilized 
with calcium stearate—is designed 
to iodize feed, salt and calcium car- 
bonate mixtures, Try STABILIDE. It 
may solve your problem of iodine 
loss in storage. 

Scientists at the Mellon Institute 
found that “an iodized livestock 
mineral containing 0.21% stearate- 
coated potassium iodide lost 0.5% 
of the original iodine content dur- 
ing two months, while an unstabil- 
ized mineral containing the same 
ingredients lost 14% of the iodine 
content.”* 


Minimizes iodine loss 
Assures uniform iodine content 
Easy to mix thoroughly 

Free flowing 


STABILIDE 


Write today to your nearest 
Mallinckrodt office for samples, 
prices and complete literature. 
Other Mallinckrodt iodizing mix- 
tures are Ioflow,* Iomag,* and 
Iodide Mixture. 

*Trade Mark Reg. U. S. Pat. Off. 


1**Stabilization of Iodine in Salt and Feed- 
stuffs”’ by F. F. Johnson and E. R. Frederick, 
ScIENCE, Oct. 4, 1940, Vol. 92, PP315-316. 


MALLINCKRODT we CHEMICAL WORKS 


81 Years of Service to Chemical Users 


Mallinckrodt Street, St. Louis 7, Mo, 
72 Gold Street, New York 8, N. Y. 


Chicago ¢ Cincinnati ¢ Cleveland 
los Angeles Montreal Philadelphia 
San Francisco 
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While operating a thriving business keeps 
him occupied most of the time, Mr. Linden 
finds time to participate in “extracurricular” 
activities. He is a member of a feed and 
grain elevator association, and comments 
that from it he receives much valuable in- 


formation and comradeship. A sports en-— 


thusiast, he says this about his favorite, “I 
challenge any feed man to show a better 
golfing record than mine.” He also pitches 
for the Oswego softball team. 

What do the customers and townspeople 
think of energetic Mr. Linden? They say 
he’s a hustler and a good mixer—a satis- 
factory description for a successful feed and 
grain man. 

Good business is no accident, and when 
asked what makes for a good feed business, 
he sums it up thus, “Salesmanship, contact 
with the farmer, and quality merchandise.” 

This young dealer who has doubled his 
sales within a year, who has his entire plant 
operating like clockwork, and who empha- 
sizes courtesy and attention to every detail, 
has this message to give to his colleagues, 
“Serve your public in a fair way and handle 
quality merchandise and you'll be laying the 
foundation stones for success.” 


Bemis Bro. Buys Property 
To Expand Houston Branch 


Bemis Bro. Bag Co., St. Louis, Mo., has 
announced the purchase of the land, build- 
ings, and equipment formerly owned by the 
Gallie-King Bag Co., Houston, Tex. All 
orders now on the books of the Gallie-King 
Co. will be delivered by that firm. The 
Bemis Co. will use the property to expand 
its present facilities in Houston, where it 
manufactures textile and paper bags, de- 
voting much of the space to the latter. F. 
V. Deaderick, Bemis factory manager at 
Houston, will supervise the new property. 

@ BILL COFFEY, Texarkana, Ark., has 


opened the Texarkana Seed house. 


The HI-SPEED 


WHIRL-BEATER 
(Model 48) 


You’re invited to write 
Gruvendler today ... 


Gruendler Engineers are 
at your service. 


Check These Advantages: 

Rugged, long-wearing design + 10-seconds 
screen change « Ball-bearing 3600 R.P.M. 
rotor « Many other features too numerous 
to mention here. 


GRUENDLER 


Crusher & Puluerizer Co. 


Gets Regents’ Post — 


PETER CHICHESTER 


Peter W. Chichester, sales manager of 
Dietrich & Gambrill, Inc., Frederick, Md., 
and a well known member of the feed in- 
dustry, has been appointed to the board of 
regents of the University of Maryland. A 
graduate of Maryland in 1920, Mr. Chi- 
chester is a member of the General Alumni 
council and served as alumni association 
president in 1940. For the past 10 years 
Mr. Chichester has been a director of the 
American Feed Manufacturers association. 
He became associated with Dietrich & 
Gambrill in 1926 as a nutritionist in charge 


of sales. 


@ JOHN R. AND VINCENT DUNN, 
Seneca, Ill., have purchased the M. J. Ho- 
gan Grain Co. 


VES NTS A 
GRUENDLER 


St. Louie 6, Mes 
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Dairy Cows on U.S. Farms 
Declining, USDA Reports 


Numbers of dairy cows on farms in 
United States have declined steadily since 
reaching the peak in mid-1944, continuing 
a downtrend about as long as during the 
1930’s following the 1934 drought, the 
United States department of agriculture re- 
ports. The decline during recent years, 
however, has been greater than that which 
occurred in the 1930's. 

The number of milk cows on farms Jan. 
1, 1948, was 2,600,000 head smaller than 
on Jan. 1, 1945, compared with a 2,400,000 
head decline following 1934. On Jan. 1, 
1948, there were 25,165,000 milk cows on 
farms, a reduction from a year earlier of 
4 per cent. Since January, the reduction 
from 1947 apparently has continued at 
about the same rate. The first official indi- 
cation of this reduction will become avail- 
able in July, based on the June 1 survey, 
the department said. 

Whether farmers will halt the decline 
will depend on their judgment of actual 
and prospective changes in three factors: 
Relatively favorable alternative opportuni- 
ties requiring similar amounts of labor; 
high prices for dairy animals for slaughter; 
and high feed prices relative to dairy-pro- 
duct prices, according to the USDA. 

Two developments have tended to offset 
the effects of smaller numbers of cows and 
lower rates of grain feeding on total milk 
output: The average quality of cows in 
herds has been improved as lower produc: 
ing animals were sold for beef and farmers 
are milking a larger proportion of the milk 
cows on farms. On June 1, the proportion 
of cows milked was the highest since 1941 
and nearly the highest on record for that 
date the USDA said. The condition of 
dairy pasture on June 1 was 84.4 per cent 
of normal compared with 87.6 per cent a 
year ago and the 10-year average of 77.6 
per cent. 

On the basis of current feed crop pros- 
pects, it is likely that the dairy product- 
feed price ratios will be more favorable for 
dairying later in the year, the department 
comments. An increase in the rate of grain 
THE FEED BAG 


"You tell that bookkeeper she's gotta quit 
snitching samples out of these new print 
bags!" 
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feeding and good pasture conditions is 
likely to bring about further increases in 
rate of production per cow. Thus, produc- 
tion of milk on farms is likely to increase 
relative to the 1947 level, and later in 1948 
probably will exceed the output of the cor- 
responding months of 1947. 


@ ELMER BREHM, manager, Badger State 
Feed Co. store, Rudolph, Wis., has been 
appointed to the board of directors of the 
Farmers & Merchants bank, Rudolph, to fill 
the unexpired term of the late Frank Miller. 


NEW LINE OF SCALES 


Six new models of scales in the 75 pound 
capacity range have been recently put on 
the market by the Exact Weight Scale Co., 
Columbus, Ohio, it has been announced by 
K. B. Neff, president. Complete informa- 
tion on the new models may be obtained 
by requesting a copy of Form 3208. 


Gaines Names McGrath to 


New Managerial Position 


Harold P. McGrath, formerly sales and 
advertising manager for Gaines dog foods, 
has been named general manager of the 
Gaines division, which has been designated 
as a separate division of General Foods, ac- 
cording to company officials. 

Edwin Ebel, formerly merchandising di- 
rector for Pedlar & Ryan advertising agency, 
has been named to succeed Mr. McGrath 
in the sales and advertising manager's post. 
C. A. Wiggins, associate advertising man- 
ager for Gaines for the past two years, has 
been transferred to the Calumet baking 
powder division of General Foods as asso- 
ciate sales and advertising manager of that 
division. 

@ FARMERS CO-OP, Central City, Iowa, 
has installed a new Jay Bee hammermill. 


Premier Litter — Absorbs Quicker 
PREMIER PEAT MOSS CORP., 535 FIFTH AVE 
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We'll admit that grinding and mixing feeds, 
handling about five carloads of bulk grains 
every month and an equal amount of bagged 
feeds, besides all the other work necessary 
sort of keeps us jumping.” 

Mr. Miller handles sideline items in every 
category, ranging from poultry remedies to 
coal. Fertilizer sales have been excellent, 


the dealer reports. Poultry raising is on the 
ascent in this section, and Mr. Miller goes 
in heavily for sidelines that enable him to 
take advantage of the growing demand for 
poultry feeds, remedies, equipment, and 
various other supplies. 

The fact that he can supply all a farmer's 
needs is played up heavily in his advertis- 
ing. Newspapers, placards, and direct mail 
figure heavily in his advertising and pro- 
motional efforts. Like many other success- 
ful dealers, this Maine feed purveyor feels 


x CUSTOMERS EXPECT « 


to insure proper nutrition of livestock and poultry 


‘The value of 1op1NnF for live- 
stock and poultry has long been 
recognized by nutritional ex- 
perts. As a result, most manufac- 
turers are including 1opINE in 
their formula feeds, mineral 
mixtures and salt blocks. 

Farm animals, like human be- 
ings, need small amounts of 


IODINE EDUCATIONAL BUREAU, INC. 


IODINE to prevent goiter and 
related conditions. In goiter 
areas, IODINE is a vital necessity. 
Elsewhere it is a sensible pre- - 
caution. Your customers want 
IODINE in the feed products they 
buy. They expect it! Make sure 
your formula feeds and mineral 
mixtures contain IODINE. 


Brokers of... 


205 W. WACKER DR. 


QUALITY FEED 


U. M. C. Calcium Carbonate — Feed Mixing Limestone 
Limestone Grit — Bentonite — Oil Meals 


Mill Feeds — Packing House By-Products 


UNITED FEED PRODUCTS CO. 


INGREDIENTS 


CHICAGO, ILL. 


Chamber of Commerce 


Buffalo 2, N. Y. 


LATTIN COMPANY, Inc. 


Jobbers Feed Stuffs — Manufacturers Representatives 


SEA PEP 


327 So. LaSalle St. 
Chicago 4, Ill. 


that the word-of-mouth advertising resulting 
from satisfied customers is the best in the 
world, 

A service that Mr. Miller inaugurated 
when he took over the business which has 
proved highly popular with his rural cus- 
tomers is his “swap board.’ Customers are 
irvited to list, free of charge, any items they 
might wish to trade tor something else. 
“Horse trading” has always been a favorite 
sport of American farmers, and Mr. Miller's 
“swap board” has created untold good will 
and boosted customer traffic. 

Mr. Miller's grasp of modern business 
and operational methods has payed off well 
for him already. Although he has not owned 
the business for one full year yet, sales have 
increased steadily and the young proprietor 
is confident for the future. “My business 
will grow as long as I stress honesty and 
fairness in all my dealings,” Mr. Miller pre- 
dicted, “even though I don’t extend credit. 
Large credit sales never yet built a sound 
feed business, and that’s what I intend to 
have here.” 


Lacto-Vee Co. Organizes 
New Brokerage Business 


A new brokerage business to deal in all 
kinds of feed ingredients and several spe- 
cialty lines will be established Aug. 16. by 
the Lacto-Vee Products Co., Dayton, Ohio, 
manufacturer and distributor of vitamin 
products. 


The business will be conducted by the 
company’s special market division under the 
direction of Hugh E. Brubaker, who has 
been associated with Lacto-Vee for the past 
nine years as purchasing agent. Besides 
heading the H. E. Brubaker Elevator Co., 
New Carlisle, Ohio, Mr. Brubaker is also 
president of the Ohio Grain Mill & Feed 


Dealers association. 


Ralston Purina Opens New 
Feed Plant in Vermont 


Ralston Purina Co., St. Louis, has an- 
nounced the opening of a new feed plant 
at St. Johnsbury, Vt., replacing a smaller 
plant that has been operated since 1929. 

The new building has 108 bins and is 
designed to handle a maximum of bulk 
ingredients. The old plant will be used for 
extra storage facilities, according to C. W. 
Hedrick, manager of the St. Johnsbury 
plant. 


Purina is also establishing distribution 
centers in every sales district in New Eng- 
land, affording dealers and customers with 
transportation economies which were not 
possible before, company officials report. 
The new mill and distributing arrangement 
covers the entire area east of the Hudson 
river. 

@ KELSO GRAIN CO., Kelso, N. D., has 
been purchased by the Farmers Union Grain 
Terminal association. 

@ CLARK COUNTY FARM BUREAU 
Co-op, South Charleston, Ohio, will build 
a $50,000 feed mill. 
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These Didn't Get Away 


A group of King Midas salesmen and 
several members of the general office staff 
at Minneapolis, Minn. recently enjoyed a 
week’s fishing trip at Minaki, Canada. Paul 
Sather, sales manager, is shown proudly dis- 
playing his catch. The honor of getting the 
biggest fish went to J. D. Pieper, Otway, 
Ohio, who caught a northern weighing 2014 
pounds. And according to reports, the rest 
did fairly well, too. 

Other salesmen besides Pieper making the 
trip were: J. A. Repetti, New York; W. S. 
Hitchings, Reading, Pa.; W. H. Stokes, 
Pittsburgh, Pa.; F. P. Graw, Toledo, Ohio; 
C. W. Swanson, Detroit, Mich.; G. L. Faber, 
Chicago, Ill.; A. J. Jarrett, Oshkosh, Wis.; 
M. L. McCormack, Eau Claire, Wis.: and 
D. T. Westervelt, Duluth, Minn. 

Joining Mr. Sather from the general 
office were: H. E. Kuehn, W. M. Steinke, 
A. L. Hale, George Maas, and Walter Finch. 
Mark Heffelfinger and Otto Wilke of the 
King Midas Hastings mill and Fred Lums- 
den also made the trip. 


Explosion Fails to Halt 
Halibut Oil Production 


Despite the explosion which occurred at 
the Seattle, Wash., plant of Halibut Liver 
Oil Producers July 8, the firm will con- 
tinue to produce and supply vitamin A from 
fish liver oil for the feed trade, it has been 
announced by Lyle Branchflower, president. 

The supply on hand is sufficient to meet 
immediate demands, and plans for rebuild- 
ing the plant and laboratory are being made, 
Mr. Branchflower said. Halibut Liver Pro- 
ducers market natural vitamin A from fish 
liver oil under the trade name of Tru A. 


@ H. E. CLARK ALFALFA MILLS, Win- 
field, Kan., has changed its name to H. E. 
Clark Co. 


@ GEORGE G. GRIFFIN, Fort Worth, 
Tex., federal grain inspector, has been trans- 
ferred to the Hutchinson, Kan., area. 


THE FEED BAG — August, 1948 


KEN MILLER 


Special Trunk Line During Trading Hours 
MAin 5065 MAin 6212 
AND 
FEED INGREDIENTS 
FOR 


FEED MANUFACTURERS 


BECHER-BARRETT-LOCKERBY CO. 


563 Grain Exchange 
Minneapolis 15, Minnesota 


LAND LAKES 


"Better Feeds and Seeds For 
Northwest Needs’’ 


i KNOW THEM BY THEIR BRAND } 


MEAT AND BONE SCRAPS 


REDWsrRAND 


DIGESTER TANKAGE 
BONE MEAL 


Y QUALITY IN FEEDS IS ECONOMY IN FEEDING Th 


“PROVE ALL FEEDS 
HOLD FAST 
TO THOSE 


WHICH ARE GOOD 
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is proved good for feeds 
To hold fast its excellence 


of quality is our continuing Z 


WHEAT, RYE, CORN and OATS 
FEED WHEAT and FEED BARLEY 
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Order a Mixed Car of 


Golden Loaf Flour 


(The Flour with the Vim and Pep left in) 


Bran ana Middlings 


(Higher in Protein) 


TENNANT & HOYT Co. 


LAKE CITY, MINN. 


TRY THE NEW 
DEVOLD DRY D3 


Jor Pouling Feed “D” 


Gor Vitamin Oils 
It told 

Millers ath quickly 

Give me Devold's 

What else can we say? 

White for jolder today! 


147-P Varick St., New York 13, N.Y. 


PEDER DEVOLO 
Division of CHAS. L. HUISKING & CO., INC. 


CONSERVE 
GRAINS 


Increase 
Feeding efficiency 
with Balanced 


EAGLE 
FEEDS 


For all poultry 
and livestock 


EAGLE ROLLER MILL CO. 
New Ulm, Minn. 


CASH IN on the Egg Season with 


STERLING 


EGG CARTONS 


For EXTRA profits and GREATER 
dependability, handle Sterling egg 
cartons. Write for details TODAY! 


STERLING PAPER COMPANY 


B & Lippincott © Philadelphia 34, Pa. 


“I just received my copy of the 1948 
Red Book. Every year I think you can’t 
improve on it, but every year you come 
thru with more valuable information. I 
find the Red Book indispensable. Many 
thanks for sending it.” 

H. H. Goeltzer 
Corn Products Sales Co. 
Chicago, Ill. 

“We received our copy of the Feed Bag 
Red Book, and I want to extend to you 
my sincere congratulations on this publica- 
tion. I think that it is by far the best that 
you have ever put out. This publication is 
very valuable to our feed manufacturers 
and dealers.” 

Mark G. Thornburg 
Executive Secretary 
Western Grain & Feed 
association 
Des Moines 9, Iowa 

“T have just today received my copy of 
your Feed Bag Red Book and want to be 
among the first to offer my congratulations 
for the splendid issue this year. I think this 
issue is the very nicest you have ever pro- 
duced, and inasmuch as I know some of 
the problems connected with such an issue, 
I offer you my personal congratulations.” 

H. W. Yoder 
Advertising Manager 
Turkey World 

“The Feed Bag just arrived and I have 
been reading it as usual with much interest. 
You have made it, from my viewpoint, 
about as nice and comprehensive a piece of 
work as any trade magazine I have ever 
seen and I have seen a great many.” 

Ralph M. Field 
2634 Haskell Drive 


Tucson, Ariz. 


@ JENNINGS GRAIN CO., Bucklin, Kan., 
has started construction on a 220,000 bushel 


elevator. 
@ V. A. LEAR, jr., Lancaster, Ky., has 
purchased his father’s interest in the Lear 
& Ballard Feed & Seed store. 
@ OLAF BERG, Souris, N. D., has been 
appointed manager of the Souris Coopera- 
tive Elevator Co., succeeding J. C. Morse, 
who resigned recently. 


@ OLIVER SUTTLE, Beason, Ill., has be- 
come manager of the Farmers Grain Co., 
Bismarck, IIl. 


ELECTED TO MERCK BOARD 

Dr. A. N. Richards, Bryn Mawr, Pa., has 
been elected a director of Merck & Co., 
Inc., Rahway, N. J., manufacturing chem- 
ists, and will assume his new duties Oct. 1, 
George W. Merck, company president, has 
announced. President of the National Acad- 
emy of Sciences, Dr. Richards is emeritus 
professor of pharmacology, University of 
Pennsylvania Medical school, and recently 
retired as vice president in charge of 
medical affairs there. 
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It ain't hay, but this 500 pound shark 
shown being hauled aboard a Borden Co. 
boat off the coast of Florida, is headed for 
the farm. From its liver will come vitamin 
A for fortifying poultry and dairy feeds and 
much of the rest of the shark will go into 
fish meal and fertilizer. The Borden Co. 
operates a fleet of shark fishing boats and 
its shark industries division is a primary 
supplier of vitamin A concentrates for the 
food, feed, and pharmaceutical fields. 


Barley Production Increase 
Noted in Midwest States 


Marked increase in barley production is 
indicated in the seven midwest states which 
will produce more than 43 per cent of the 
crop grown in the nation, according to the 
government's July crop report. 

These states—North and South Dakota, 
Minnesota, Wisconsin, Michigan, Iowa, and 
Illinois—will this year produce 132,762,000 
bushels, an increase of 14,159,000 bushels 
over 1947, reports John H. Parker, director, 
Midwest Barley Improvement association, 
Milwaukee, Wis. 

The increased production in the seven 
states is attributed by Dr. Parker to three 
causes: needs of the malting industry, fav- 
orable conditions at planting time, and the 
relatively high price of malting barley. 

The malting industry is prepared to pay 
a premium for barley most suitable for malt- 
ing, and will need at least 125,000,000 
bushels, Dr. Parker says. 

Barley production in the entire United 
States is up about 28,000,000 bushels over 
1947, states the government's July crop 
report. 

@ WALLACE & MORLEY CO., Saginaw, 
Mich., is constructing a new grain elevator 
to replace the plant destroyed in a $400,000 
fire last January. 

@ SOUTH BEND ELEVATOR CO., 
South Bend, Ind., recently acquired owner- 
ship of the South Bend Feed & Seed Co. 
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BAG BIGGER FEED 


PROFITS 


A New Quality Line of 


Dry Vitamin Products 


Atkins & Durbrow 
Standard Dry D 
2,000 D3 per gram 
900, 000 D3 per pound 
with a Farina base 


Atkins & Durbrow 
DeLux Dry D 
2,000 D3 per gram 
900, 000 D3 per pound 
with a Middlings base 


Atkins & Durbrow 
Dry A 
3,000 A per gram 
1,362,000 A per pound 


Atkins & Durbrow 


Dry A & D 
in practically any 
combination of potencies 


Fortified Sardine Oils 


General Mills, Inc. 

Arpro Wheat Germ Oil 


Barrett Division 
Allied Chemical & Dye Corp. 
Niacin 


Sperti, Inc. 


Brewers’ Dried Yeast 


with. 
PROVICO 


Carogreen, Inc. 
Dehydrated Alfalfa 
Sun Dried Alfalfa 


ATKINS & DURBROW, INC. 
165 JOHN ST., NEW YORK 7, N. Y. 


CHICAGO MINNEAPOLIS KANSAS CITY 
OMAHA DETROIT BOSTON 


PROVICO FEEDS 
CINCINNATI 32, OHIO 


“ALL YOUR NEEDS IN GRAIN OR FEEDS” 


Sunset Feed & Grain Co., Inc. 


CHAMBER OF COMMERCE Distributors of: 


BUFFALO, N. Y. Hubinger (Keokuk) 
Corn Gluten Feed 
Kellogg’s Hominy Feed 
Hercules Dried Whey 
Wheat Germ Oil 
Wheat Germ 
Calf Manna 
Stonemo Granite Grit 


WRITE US FOR FURTHER INFORMATION 


BRANCH OFFICE 
MIDDLETOWN, N. Y. 


CLO-TRATE PRODUCTS 


Fortified Cod Liver Oil and 
Vitamin A & D Feeding Oils 


SUNSET BRAND FEED 
(an exclusively milk product) 
High in flavin. milk albumen, 
and milk minerals. 


CANE blackstrap MOLA 


_FOR MIXING? 


MOLASSES COMPANY 


PHILADELPHIA 34, PENNA. 
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Garden and flower seeds, lawn seed, 
fertilizers, insecticides, weed killers, and 
small garden tools are prominently displayed 
in the spacious showroom. The billing 
counter and office lies back of the show- 
room, so the customer must pass almost 
everything in stock to see his bill made out 
or pay it. 

While grain is being weighed on the 
new Fairbanks-Morse scales, Mr. and Mrs. 
Farmer can shop for poultry and stock needs 
as well as garden supplies and home neces- 
sities. In the Green showroom they find 
newspapers, cold drinks, and neat stacks 
of quality feeds in colorful print bags. 


Miss Estelle Briley is bookkeeper and 
head of the small seed department. Recently, 
new glassed-in display cases, handy measur- 
ing scoops, and convenient small seed bags 
were installed in this department, and the 
sales jumped almost immediately, Miss Briley 
declared. The field seed department, stock- 
ing only the highest type seeds, is consid- 
ered the most profitable sideline department. 

Back of the office is the flour department, 
with the latest in grain cleaning and refining 
machinery. Behind the flour departments, 
across an alley, is the firm's grinding sec- 
tion. Here another veteran employe, J. A. 
Templeton, holds sway as manager. 

A large loading zone with sheds and 
hoists flanks the grinding building, while 
to the east of the office and scales lies an- 
other large loading and parking zone. The 


FEED GRAINS .. . 


FOR THE FEED TRADE 


MULLIN & DILLON CO. 


Reliable Grain Merchants 


Main Offices — Minneapolis 
Telephone Main 3384 


ALFALFA 
MEAL 


Sun-Cured and 
Dehydrated 


NATIONAL ALFALFA 
DEHYDRATING AND 
MILLING CO. 

LAMAR, COLORADO 


ST. LOUIS, MO. 
CHANDLER. ARIZ. 


Pp 


HAMMERMILL 
CORN CUTTER 
AND GRADER 


One Machine or Complete 
Feed Mill Equipment 


© Kelly Duplex, with more than 
60 years’ experience, is well 
equipped to help you plan and to 
build the mill machinery you need. 
They will be glad to help you with 
your problems. Whether you are 
purchasing only one machine or 
equipping a mill complete, get 
suggestions and esti- 
geno mates from Kelly 
Duplex. 


The Duplex Mill and Mfg.Co. 


Springfield, Ohio 


large sheet steel and aluminum bins are 
flanked by the several-times-enlarged ele- 
vators. 

To the west is a spur of the Abilene- 
Southern railway, which accommodates the 
more than 300 carloads of grain shipped 
annually. For use in the mixing department, 
the firm imports 75 carloads of grains not 
grown locally and stores another 50 car- 
loads of local products. 

The mixing department is housed in a 
large rock and steel building across the 
street, where field seeds are also stored and 
additional storage space is available for 
feeds and farm tools. The firm recently 
added new Steinlite moisture testers, a 100 
h. p. Jacobson hammermill, and new scales 
in the mixing building. 

The sweet feeds department, partially 
burned out in a recent fire, is under re- 
construction and extensive improvements 
are being made. 

“A simple sales promotion which we 
have employed,” reported Lawrence Green, 
“has been the mixing of special feeds for 
local FFA projects. We try to help the 
boys win, and many do, in baby beef, hog, 
and poultry classes. We buy part of the 
winning stock, contribute prize money, and 
even buy prize-winning cotton. This means 
customers now—and in the future.”. 

Credit at the C. L. Green Milling Co. 
is kept at a minimum. “We do some credit 
business,” explained Lawrence Green, “most- 
ly weekly accounts, and occasionally, in 
isolated cases, we allow 30 days credit 
where emergencies arise. We know before 
we extend credit that the man will pay 
Our losses have been very small.” 

The Greens do not feel that liberal credit 
policies help the farmer, all too often, they 
hoid, such policies only put the farmer over 
his head in debt and ruin him. Their credit, 
or no credit, policy, is part of their personal 
interest in the farmer's welfare. They want 
to see him operate his business on a sound 
basis. Local farmers and ranchers recognize 
this basic sincerity on the part of Mr. Green 
and his son, They like to trade with the 
Green firm and do. The firm, as a result, 
although large now, is still growing. 


William Brunkala Joins 
Stearns Magnetic Staff 


William Brunkala has joined the Stearns 
Magnetic technical staff, Milwaukee, Wis., 
to assist Harold W. Buus, physicist and re- 
search engineer in charge of the laboratory. 
it has been announced by R- W. Stearns, 
general manager. 

A native of St. Paul, Minn:, and a navy 
veteran, Mr. Brunkala is a graduate engi 
neer from the Minnesota school of mining 
and metallurgy. The appointment is in lin: 
with the Stearns Magnetic program to ex 
pand its material testing and research facili 
ties for mining, chemical, and varied in 
dustrial engineers, Mr. Stearns said. 

@ ST. OLAF’S COOPERATIVE, St. Ola! 
Iowa, recently installed a 40-h. p. Blue 
Streak mill. i 
@ LINCOLN MILLS, Merrill, Wis., ha: 
installed a 1%4 ton Blue Streak mixer anc 
a 50 h. p. Blue Streak mill. 
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WORM PARASITES OF 
TENNESSEE CHICKENS 
Bulletin 205, University of Tennessee, 


Knoxville, Tenn. 
* * + 


RAISE MORE PIGS WITH LESS FEED 
American Dehydrators association, 53 W. 
Jackson boulevard, Chicago 4, Il. 
* * * 


QUARTERLY BULLETIN 
Delaware State board of agriculture, 
Dover, Del. 


FACTS FOR FEEDMEN 

Company booklet, Herman Nagel Co., 

53 W. Jackson boulevard, Chicago 4, Ill. 
* * * 


PRODUCING BROILERS IN PENNSYLVANIA 
Circular 315, Pennsylvania State college, 
State College, Penn. 
* * 
PRODUCING CAPONS IN PENNSYLVANIA 
Circular 316, Pennsylvania State college, 
State College, Penn. 
* * * 
PORK FOR THE TABLE 
Circular 622, University of Illinois, 
Urbana, IIl. 
* * * 
CARE OF THE BROOD SOW AND LITTER 
Circular 314, Pennsylvania State college, 
State College, Pa. 
* * * 
FLY CONTROL 
Circular 626, University of Illinois, 
Urbana, Il. 


EVALUATION OF WINTER WHEAT 
VARIETIES FOR ILLINOIS 
Circular 625, University of Illinois, 
Urbana, Il. 
* 
GALVANIZED ROOFING FOR 
FARM BUILDINGS 
Circular 624, University of Illinois, 
Urbana, 
SEED INSPECTION 
University of Massachusetts, Amherst, 
Mass. 
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"For the little fishing we do, Edgar, | think 
a rowboat would've been good enough!" 


ATTENTION Feed Manufacturers... 


CANADIAN REFUSE SCREENINGS 
HALLET and CAREY Co. 


Grain Exchange Building 
Minneapolis 15, Minnesota 
Members: 
American Feed Manufacturers Association 
The Grain and Feed Dealers National Association 


THE ORIGINAL PRE-WAR 


TEHR-GREEZE 


FABRIC CEMENT 
STILL REMAINS 


that 
SUPERIOR 
ELEVATOR CUPS 
are 
MADE STRONGER 
will 
LAST LONGER FOR REPAIRING GRAIN BAGS 
have booms — Repairs all types of 
and will operate more thousands of uses in home, repair 
efficiently at less cost shop and farm. 
AVAILABLE FOR IMMEDIATE DELIVERY 
cups. Write for Trade Prices. 
WRITE TO: 


K. I. Willis Corporation 
Moline, Illinois 


for names of distributors and capacity 
analysis form No. 20 


VAL-A COMPANY 


700 W. Root Street Chicago 9, Illinois 


FEED PLANT MACHINERY 


The PERFECTION SCALPER 


Feeder, Scalper, Magnetic Separator. Note: the grain passes 
over the ENTIRE magnetic field for complete magnetic pro- 
tection. (This is not true with some similar machines). We 
chose the PERFECTION only after long experience in use 


under all conditions had proved its superiority over all others. 
We recommend it. 


WRITE FOR 
SPECIAL 
FOLDER 


MINNEAPOLIS, MINNESOTA \ 
“THE ELEVATOR AND MILL SUPPLY HOUSE'' 
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THE 
STANDARD 
OF THE 
INDUSTRY 


BRINGS YOUR ELEVATOR LEGS UP TO 
THEIR HIGHEST POTENTIAL CAPACITY } 


_ The scientifically built 

“Nu-Hy” grain bucket has won an 
enviable reputation among grain 
elevator operators. It has saved 
your elevator many vital man hours, cut costs, 
leg. Write for our and hes increased capacities where- 
76. ever installed. 


FERTILIZER 


for the 
FEED TRADE 


write 


UNION SERVICE 
COMPANY 


117 E. Wilson Madison, Wis. 


MINNESOTA 


GIRL FLOUR 
and finest 


MILL FEEDS 


...order today from 
Capital Flour Mills 


Division of INTERNATIONAL MILLING CO. 
General Offices: Minneapolis - Mills: St. Paul 


MARDEN’S 


Genuine 
COD LIVER OIL 
With Vitamins A and D added 


POTENCIES TO FIT YOUR 
REQUIREMENTS 


MARDEN-WILD CORP. 
500 Columbia St. Somerville 43, Mass. 


Members Chicago Board of Trade 


EASTERN 
COMMODITIES 
CORPORATION 


Grain Dealers and 
Brokers 


Bourse Building, Philadelphia 6, Pa. 


R. J. Barnes, Pres. W. P. Jones, Sec’y. 
F. J. Faber, Vice-Pres. C.E. Donegan, Treas, 


SWIFTIDE Blended Fish Oil 
Brewer's Dried Grains 


Linseed Meal ¢ Malt Sprouts 
Mill Feeds 


CORN OIL MEAL 
CORN GLUTEN MEAL @ 
CORN GLUTEN FEED 
SOYBEAN OIL MEAL 


A 
L 
E 
Y 


Deutsch & Sickert Co. 


741 N. Milwaukee St., Milwaukee, Wis. 


BUYERS 


Bran, Shorts, 
Middlings, Red Dog 
and Mixed Feeds 


In Any Size Quantities 
Wire Us Your Offerings 


C. J. Martenis Grain Co. 


Produce Exchange @ New York City 


Fine for Starting Pigs and Calves 


DEMON 


Steamed 
Rolled Oats 


Des Moines Oat Products Co. 
Des Moines, Ia. 


Woodard-Scroggs, Inc. Buys 
Concentrate Department 


The purchase of the concentrate depart- 
ment of Feed Products, Fort Worth, Tex., 
by Woodard-Scroggs, Inc., Sioux Falls, 
S. D., has been announced by E. A. Wood- 
ard, president. 

V. H. Scroggs, vice president in charge 


E. A. Woodard V. H. Scroggs 


of the nutritional division of Woodard- 
Scroggs, Inc., was formerly associated with 
Feed Products and is familiar with the op- 
erations of this department of the latter 
organization throughout the states they 
have covered, the company has reported. 

Woodard-Scroggs will also retain the spe- 
cial field representatives who were employed 
by Feed Products, Mr. Woodard said. 

Feed Products will continue the manu: 
facture and sale of Vit-A-Way mineral for- 
tifier for livestock and the other depart- 
ments of the business, according to Jim 
McDonald. 


CEREAL 


GRADING CO. 
MINNEAPOLIS 
Specialize in 
GOOD 
CORN and OATS 


For 


WISCONSIN TRADE 


Prices Right — Service Prompt 
TRY US 


LABORATORY 
SERVICES 


Vitamin Assays 
Mineral Determinations 
Commercial Feed and 
Fertilizer Analyses 


WISCONSIN ALUMNI 
RESEARCH FOUNDATION 


P. O. Box 2059 
Madison |, Wisconsin 
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RATES: 10 cents per word. Minimum 
charge $2.00. Positions wanted adver- 
tisements, not to exceed 25 words, 
$1.00, payable in advance. 


MACHINERY FOR SALE 


CORN CUTTER FOR SALE 
Cutter—grader—polisher—aspirator, 3000 Ibs. 
per hr. A-1 condition, guarantee. Write LE-21, 

c/o The Feed Bag, Milwaukee 3, Wis. 


FOR SALE: 60 HP Buckeye diesel, % ton 
Haines mixer, 50 HP hammer mill with motor 
and starter. Blue Streak corn cutter and grader, 
24” Sprout Waldron Attrition Mill with crusher 
& magnetic equipment, 1 Burton mixer, 2 Wi- 
nona pneumatic systems. Write Box JU 12, The 
Feed Bag, Milwaukee 3, Wisconsin. 


HAMMER MILL FOR SALE 
Has 50 HP motor—used only short time. 
Like new. Bargain for cash. Write BA-120, c/o 
The Feed Bag, Milwaukee 3, Wis. 


Feed Mixer for sale. 1 ton Haines upright 
mixer without motor, good working condition. 
Abingdon Milling Co., Abingdon, Illinois.. 


FEED MIXER FOR SALE 
One ton capacity—floor level feed has motor 
—latest style machine—used short time. Write 
KD-15, c/o The Feed Bag, Milwaukee 3, Wis. 


Sprout Waldron 22” Monarch attrition mill 
equipped with 2, 20 H.P. Westinghouse motors 
complete with Westinghouse auto starter Type 
A. In good condition, and may be seen in opera- 
tion. Reason for selling must be replaced with 
larger mill latter part of August. Price complete 
with starter $600.00. The Windish Mill, Galva, 
Ilinois. Phone 125. 


28,000 bushel grain elevator located in heart 
of good grain shipping center. Warehouse in 
rear 25 x 50 on track. Elevator fully equipped 
has 75 H.P. Jacobson grinder and 75 H.P. mo- 
tor, also 1% ton Kelly duplex mixer and grain 
cleaner. For further particulars write or call— 
Charles J. O’Connor, Realtor, Green Bay, Wis. 


HELP WANTED 


Experienced feed store manager to operate 
diversified business. Give full particulars. Reply 
will be held confidential. Write Box AG 14, The 
Feed Bag, Milwaukee 3, Wisconsin. 


Competent young feed miller. Should be able 
to handle men. Please give references and ex- 
perience. Staley Milling Company, Kansas City 
16, Missouri. 


Fieldman for Honolulu. Need good field serv- 
ice man to sell feed and do service work in the 
Hawaiian Islands. Prefer age 28-40. Good op- 
portunity for right man. Write Box AG 26, 
The Feed Bag, Milwaukee 3, Wis. 


POSITIONS WANTED 


MISCELLANEOUS 


UNIVERSAL YEAST 
Yeast enzymes are a great digestive aid in 
hog, poultry and dairy feeds. Rice Laboratories, 
Dassel, Minn. 


Hatching Year "Round — All Popular Breeds 
*** U.S. Approved—Pullorum Controlled. Re- 
liable Source For Nutritional Research Labora- 
tories. Morris Hatchery, 860 West Jackson St., 
Morris, Ill. 


Owens Elected President 
Of Georgia Association 


W. G. Owens, Dahlonega, Ga. was 
elected president of the Georgia Baby Chick 
association when the group met with the 
Georgia Feed association June 9 and 10 at 
Atlanta. 

Other officers named were: W. S. Bridges, 
Macon, first vice president; Cecil Anthony, 
Columbus, second vice president; and Roy 
M. Durr, Atlanta, renamed secretary-treas- 
urer. T. J. Harrold, outgoing president, 
was elected a director of the International 
Baby Chick association. 

State association directors named were: 
E. H. Herring, Calvary; R. H. Fechtal, At- 
lanta; and M. M. Ogletree, Cumming. 

Some 150 persons heard addresses from 
poultry and feed experts and a panel dis- 
cussion on Newcastle disease at the joint 
conference. Mr. Harrold, convention presi- 
dent, pointed out that Georgia ranks 11th 
in number of chicks hatched. 

Noel Shaver, first vice president, Inter- 
national Baby Chick association, said, “You 
can’t measure the good an association does, 
but it acts as a preventive measure in stop- 
ping things before they happen.” 

The efforts of the poultry department, 
University of Georgia, were summarized by 
its director, J. C. Bell. He commented that 
a breeding program had been set up the 


past two years and that nutrition work was 
being done on a practical basis.. 

Till M. Houston, who studied under a 
$1000 scholarship sponsored by the Georgia 
Feed association, discussed feeding trials 
with baby chicks, pointing out that the 
final decision regarding use of diets high in 
total digestible nutrients will depend upon 
whether the increased feed efficiency will 
be offset by the increased costs. 

Other speakers included: E. L. Dakan, 
chairman of the poultry department, Ohio 
State university, who spoke on the poultry 
business “down east’ and the geography 
of the poultry industry; E. G. Cherbonnier, 
Grain & Feed Dealers National association, 
St. Louis, Mo., on salesmen training; Homer 
Huntington, managing director of the Poul- 
try & Egg National board, Chicago, mer- 
chandising; Arthur Gannon, extension poul- 
try specialist, University of Georgia, broiler 
production and Paul Chapman, dean of 
the college of agriculture, University of 
Georgia, the state’s agricultural progress. 


MATHIESON EXECUTIVE, DIES 

George W. Dolan, 46, chairman of the 
board of directors, Mathieson Chemical 
Corp., New York city, died July 24 after 
a brief illness. Joining the firm as a sales- 
man in 1930, he was named chairman in 
April of this year. During the last war he 
was assistant district chief of the chemical 
warfare service of the U. S. army’s New 


York procurement district. 


NEW ERIEZ CATALOG 

A new 8-page, two-color catalog describing 
the complete line of Eriez permanent non- 
electric magnetic separators, is now avail- 
able, the company has reported. Copies of 
catalog No. 12 may be obtained by writing 
the Eriez Manufacturing Co., 198 East 12th 
street, Erie, Pa. 


Receivers, Shippers and Elevator Operators 
Consignments Solicited 


ELECTRIC STEEL ELEVATOR Division of 
RUSSELL-MILLER MILLING CO. 
MINNEAPOLIS, MINN. 


Position as manager in small feed retail busi- 
ness or will consider renting same in the fol- 
lowing eastern states, Wisconsin, Minnesota, or 
Illinois. Have owned and operated retail feed 
establishments, also custom grinding and mix- 
ing for 20 years. Many years experience as mill- 
wright and maintenance man in flour mills. Louis 
Carstens, 10922 - 6th Avenue, S. W. Seattle 66, 
Washington. 


TO HELP YOU SOLVE 
Your feed production problems in 


FORMULATION 

PLANT OPERATION 
LABORATORY 

SPECIAL ASSIGNMENTS 


C. W. Sievert and Associates 
12626 Ann St. Blue Island, Illinois 


i 


JOBBERS OF FEED INGREDIENTS | 
Distributors of Staley Soybean Oil Meal and Gluten Feed 


WILBER FEED CO., INC. 


46-48 MARKET ST. 
JAMESTOWN, N. Y. 


STATE BANK BLDG. 
75 STATE STREET 


MERCHANTS FEED CORP. 


Representing Reputable Sellers to Responsible Buyers 


ALBANY, N. Y. 


WHEN IN THE MARKET FOR — Poultry Wheat, Feed 
Oats, Wheaty Barley, Feed Barley, Corn, Feeding Screenings, 
Ground Screenings — write or wire for quotations. 


HIAWATHA GRAIN COMPANY 


MINNEAPOLIS, 


MINNESOTA 
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ay Feed Mills 53 
ratt Co. 85 


Order Your 


rovico Feeds 
Purina Mills 67 K L L p 0 NOW 
> *(Phosphorus and im- 
Quaker Onts Co. ” Call or write portant trace minerals) 
Allied Mills, Inc. 65 Riebs Co. 55 
Amburgo Co. 105 Russell-Miller 36 lOWA FEED co. 
Arcady Farms Milling Co. ...........................- 14 if Walter Rice, Inc. 55 618-620 Des Moines Bldg., Des Moines 9, Iowa 
Archer-Daniels-Midland Co. -..........----.-----.-2------- 41 yde & Co. 93 
Ark Valley Alfalfa Mills 85 
Armour & Co. 90 Dr. Salsbury Laboratories 42 
Atkins & Durbrow, Inc. SOYBEAN MEAL... MILLFEEDS 
Barley Pages 54-55 Sea Board Sales Co. “i 104 
Becher-Barrett-Lockerby Co. ..-....--------------- 97 J. B. Sedberry, Inc. / 70 LINSEED MEAL 
524 Shelibuilder Co. 12 | AL. Stanchfield, I 
Blatchford Calt’Meai Go. nchfield, Incorporated 
Brode —e- : 105 Sprout, Waldron & Co. 6-95 Wholesale Grain and Feed Merchants 
Brown-Forman Distillers Corp.................---- 4 A. L. 'Stanchfield & Co. 104 500 Corn Exchange Bldg. Minneapolis 
Corp. 97 Standard Brands, Inc. 20 
. Burmeister Co. 93 Sterling Paper Co. . ; 98 
Calcium Carbonate Co. 1g Stratton Grain Co 55-7 
Roy I. Campbell 55 Strong-Scott Mfg. Co. 3 DRY VITAMIN 
Capital Flour Mills 102 8 Feed & Grain Co. -........................... 99 
Central Bag & Burlap Co. ........................... 16 Superior Packing Co. 104 D 
Central Mills, Inc. 24 
Cereal Grading Co. 102 Tennant & Hoyt 98 
50 Ultra Life Laboratories 105 
Davis Enterprises, Inc 7 Union Service Co. 102 
Dawe’s Products Co. 11 Union Special Machine Co. ..........................- 106 
Peder Devold Oil Co. 98 United Feed Products Co. 96 
Des Moines Oat Products 102 . 
Deutsch & Sickert 102 Val-A Co. 101 
Donovan Feed Co. 91 von’, Dehydrating Co. 82 
Doughboy Industries 82 Vi-D Co. 104 
E. F. Drew & Co. 10 Vitality Mills, Inc. 92 be AGS 
— = Vitamins, Inc. 33 
Dew ex 10 
E. I. du Pont de Nemours & Co., Inc......... 61 Waterloo Mills Co. 52 BURLAP COTTON 
Werthan Bag Co. 81 PLAIN OR 
Eagle Roller Mill Co. 98 Western Condensing Co. 28 PAPE PRINTED 
Eastern Commodities Corp. .........-....-------------- 102. Whitmoyer Laboratories 22 
Electric Steel Elevator 103 Wilber Feed Co. 103 TRUCK COVERS 
Eriez Mfg. Co. 32. K. I. Willis Corp. 101 TWINES INDIANAPOLIS. IND. 
Excelsior Milling Co 105 Wilson & Co., Inc. 97 
Winthrop-Stearns, Inc. 8 
Feed Supplies, Inc. 92 Wisconsin Alumni Research Foundation........ 102 
Co. 
ranke Grain Co. 2 
Announce Price Support with 
Gruendler Crusher & Pulverizer ................... 94 
Halibut Liver Oil Producers 57 = 
Hallet Carey Co. For 1948-Crop Corn SEA-COLL 
ete Feed _ 91 The price of the 1948-crop corn will be 
supported by the Commodity Credit Corp. 
Hubbard Milling Co. g6 at 90 per cent of the corn parity price as of - 
— 12 Oct. 1, 1948, by loans on farm-stored corn NOW!-Buy SUPERIOR S-PURE 
Iodine Educational Bureau, Inc. 96 and by purchases of corn delivered under Meat and Bone Scraps 
purchase agreements, the United States de- Digester Tankage 
Seco partment of agriculture has reported. Bone Meal Blood Meal 
Loans will be available to producers from © 
ohnstone-Templeton Co. 54 
j - Dec. 1, 1948, through June 30, 1949, on Superior Packing Co. 
hd ae mg ro corn stored on farms, in areas determined St. Paul, Minn. 
Max Katz Bag Co. 104 by state production and marketing adminiss = a 
Kellogg Milling Co. 13 


Spencer Kellogg & Sons, Inc. 


30 
King Midas Flour Mills 108 
Koelsch Grain Co. 91 
Kraft Foods Co. 69 


LaBudde Feed & Grain Co..... 

Land O’Lakes Creameries, Inc... 
Lattin, Inc. 96 
Leary Grain Co. 104 


Mallinkrodt Chemical Works ........ 
Maney Bros. Mill & Elevator Co. 
Marden-Wild Corp. 
C. J. Martenis 
Merchants Creamery Co. 
Merchants Feed Corp. 
Merck & Co., Inc. 
Milwaukee Feed & Grain Co. 
Minnesota Linseed Oil Co. -.. 
Mohr-Holstein Commission Co. .. 
Morton Salt Co. 
Mullin & Dillon Co. 
Murphy Products Co. 


Herman Nagel Co. 68 
National Alfalfa Dehydrating & Milling Co.....100 
National Distillers Products Corp...........-....----- 88 
National Food Co. 79 
Mol Co. 99 

J. Neahr Bag Co. 87 
Nels Feed Co. 91 
Newsome Commission Co. 91 
New England By-Products Corp................-... 35 
Nopco Chemical Co. 48 
North East Feed Mill Co. 104 
Northrup, King & Co. 84 
Oyster Shell Products Corp. .................--..----- 91 
e104 


tration committees to be free of angoumois 
moth infestation. In infested areas the loans 
will be available only through Mar. 31, 1949. 
All loans will mature on Sept. 1, 1949, or 
earlier on demand, USDA has announced. 
Only corn produced in 1948, which 
grades No. 3 or better, or No. 4 on test 
weight only, and which meets the moisture 
requirements for safe storage, will be eligible 
for loan or purchase. 
@ ILLINOIS FARM SUPPLY CO., Men- 
dota, Ill., has started construction of a new 
$500,000 feed mill, which is expected to be 
completed in 90 days. 


HUGH KELLEY RESIGNS 


Hugh Kelley, manager of the Des Moines 
warehouse of the Russell Miller Milling Co., 
has resigned and has been succeeded by 
Phil Sandquist, warehouse employe for a 
number of years. Mr. Kelley, who has not 
announced his future plans, formerly owned 
and operated the Kelley Feed Co., which 
was sold two years ago to the Farmers Grain 
Dealers association. 


Feed Ingredients 
of all Kinds 


North East Feed Mill Company 


Minneapolis 13 Minnesota 


FEEDSTUFFS 


Both Cash and Futures 
DREYER COMMISSION CO. 


(At it since ’92) 
414-415 Merch. Exch. Bldg., St. Louis 2, Mo. i 
Kansas City, Mo. ° 


Board of Trade Bldg. 


4 


LEARY 


GRAIN COMPANY , 
1023 GRAIN EXCHANGE, Minneapolis 
Bridgeport 1231 
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Joins Maclver-Purdum 


FRANK R. JACKSON 


Frank R. Jackson has been named sales 
and service representative in Oregon and 
Washington for Maclver-Purdum, Inc., Boze- 
man, Mont., distributors of the Whitmoyer 
Laboratories line of poultry products, com- 
pany officials have announced. Mr. Jackson 
will work out of Spokang, Wash. 

Since his discharge from the army, Mr. 
Jackson had been manager of the Spokane 
hatchery of the Washington Cooperative 
Chick association. He has just completed a 
training course at Whitmoyer’s main office 
and laboratory, Myerstown, Pa. 


Blatchford Co. Acquires 
Des Moines Oat Products 


The Blatchford Calf Meal Co., Wauke- 
gan, Ill., has announced the purchase on 
July 1 of the Des Moines Oat Products Co., 
Des Moines, Iowa, which will be operated 
as a wholly owned subsidiary. 


The existing business of the Oat Products 
Co., formerly owned and operated by Wal- 
ter Berger, president of the American Feed 
Manufacturers association, will be continued 
and the plant will be improved by the addi- 
tion of a new unit for the manufacture of 
Blatchford’s present products, according to 
J. E. Sams, Blatchford vice president. 

This is part of an expansion program 
undertaken by the Blatchford Co., the first 
step of which was to locate a plant in Nam- 
pa, Idaho, to serve the West coast. The 
Des Moines plant will serve the territory 
west of the Mississippi river to the Great 
Divide. 

REPRESENTS VINELAND LABORATORIES 


Amburgo Co., Inc., Philadelphia, Pa., 
distributor of vitamin and mineral concen- 
trates for the poultry and animal field, has 
been appointed by Vineland laboratories to 
represent their line of biologicals, including 


live virus Newcastle disease vaccine. 
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IN VITAMIN 
AND MINERAL CONCENTRATES 


SPECIALISTS What's the 


Q Q: 
® 
TRAINED REPRESENTATIVES Rs 

WORK WITH YOU "ON THE SPOT" of your business 


FOR EXACT FORMULATION 
%* The Quality Quotient of your business has 
a great deal to do with how well you prosper 
. for in these days quality counts. Your 
customers demand, above all, quality... 
quality of product, quality of service, quality 
at a price. 


TO LOWER FEED COSTS AND 
RAISE FEED QUALITIES 


FOR INTEGRITY — RELIABILITY 


Ultra-Life Laboratories help their manu- 
facturers help themselves to more business 
by a program of quality that starts with top- 
notch feed formulas, and runs the gamut of 
free advertising helps, service helps, 
specific problem helps, etc. 


We have helped improve the quality 
quotient thus the prosperity, of hundreds of 
feed manufacturers. Write us today... 


learn what we at Ultra-Life have done to 
help others, and what we can do for you. 


PERSONALIZED FEED IMPROVEME 


THE BANKERS SECURITY BLOG. 
JUNIPER AND WALNUT STREETS. 
PHILADELPHIA 7, PENNSYLVANIA 


COTTONSEED MEAL 
CAKE AND PELLETS 
SOYBEAN MEAL 
PEANUT MEAL 


Cottonseed Hulls, Hull Bran, Ground Peanut Shells 
Wire or telephone us, collect, for delivered prices any destination 


On request, we will send you our weekly market letters with quotations. 


Memphis I, Tenn. 


P. O. Box 700 Phone LD 271 


THE BRODE’ CORPORATION 


CAMEL 


WHEAT MIXED FEED 


for 
“All in 


Poultry-Dairy Cows-Pigs one bag” 


EXCELSIOR MILLING COMPANY 
Minneapolis Minnesota 


— 
\ 
SERVICE 
| 
\ | | 


ONS 
¥ 
BAGS! 


CLOSE a million bags? In some plants 
it’s been done in a surprisingly short 
period of time! Union Special Bag 
Closing Machines are built for high 
speed, heavy duty production. An oper- 
ator on one machine can close as many 
bags as five hand sewers. 

This kind of performance cuts equip- 
ment cost to just a fraction of a cent per 
bag. It has also made Union Special Bag 
Closing Machines one of the best invest- 
ments to be found in fertilizer plants 
today. 


UNION SPECIAL MACHINE COMPANY 
433 N. Franklin Street, Chicago 10, Illinois 


Class 80600 sewing head. Precision built 
to stand the hardest kinds of service! 
Produced in a number of different styles 
for closing cotton, jute, burlap, and multi- 
wall paper bags. 


BAG CLOSING MACHINES 


30 CivsouRN steett 


© 106 


OURS YEAR 


BAGS... 


BURLAP AND COTTON 
VACUUM CLEANED FOR 
ECONOMY .. . PRINTED 
FOR INDIVIDUALITY. 


Atk UW 


A penny post card or a phone 
call to us will save you money when 
in the market for: 


MOLASSES OAT FEED 
MOLASSES ALFALFA CHOPS 
BLACK STRAP MOLASSES 
CHOICE WHEAT FEEDS 
WASCO CORN FEED 


BREWERS’ GRAIN 
MALT SPROUTS 
CORN DISTILLERS' GRAINS 
BUTTERMILK POWDER 


La Budde Feed & Grain Co. 


AT MILWAUKEE 


THE FEED BAG — August, 1948 


q 
| 
Zz 
tal 
x 
— 
Vy 
i), 
Uj 
F 


TITTITTTT TTT 


This Profitabl 
to Farm-to-Farm Salesmen... 


Don’t Los 


_ MURPHY’S MINERALS sell for as little as 


_¥% the price of minerals sold by farm-to- 

farm salesmen. Why not save your 
customers this money and put the profits 
in your own pocket! 


MINERALS 


SPECIAL 


Now! For a limited time only the Murphy 
Products Company is making this special 
offer to your customers to help you build up 
a profitable mineral business: 


* With each ten bags of Murphy’s Concen- 

* trates, Calf Meal, or Livestock Minerals * 
acustomer buys, you are authorized to 
give him, without extra charge, a . 
pound bag of Murphy’s Minerals. 


This special offer is being widely advertised 
on the radio in your community. Thousands 
of farmers are coming in for this offer, and 
feed dealers’ sales are booming. 


YOU'LL PROFIT TWO WAYS 


This special offer will not only help you create 
many new customers for Murphy’s Minerals 
... it will stimulate summer sales of Murphy’s 
Cut-Cost and Vig-O-Ray Concentrates, too. 


Your customers need Murphy’s Minerals. 
There is a serious shortage of essential min- 
erals in most farm rations today, and a lack 
of these minerals can cut down production 
of meat, milk and eggs as much as ’%—and 
cause costly breakdowns and disorders as well. 


Many of your customers are now buying 
minerals from farm-to-farm salesmen. Why 
let these itinerant salesmen take profits that 
belong to you? Murphy’s Minerals sell for 
about half the price of minerals sold by farm- 
to-farm salesmen—yet no better minerals can 
be bought at any price. Supply your cus- 
tomers with Murphy’s Minerals. You’ll save 
them money . . . and remember, there’s money 
for you, too, selling Murphy’s Minerals. 

Cash in on Murphy’s special offer, and give 
your sales a boost. If you are not already han- 
dling Murphy’s Concentrates and Minerals, 
write today about the Murphy franchise to: 
Murphy Products Co., Burlington, Wisconsin 


| 
> 
OR 
: 
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ee for King Midas dealers is two- 
fold—a friendly merchandising policy that 
recognizes the dealer as an important busi- 
ness partner who is entitled to sell flour and 
feed at a fair profit; plus superior quality to 
assure repeat business from satisfied cus- 
tomers. 


That’s why dealers like to recommend King 
Midas to their customers. They know their 


customers will in turn, recommend King 
Midas to their friends—and that’s how a 
business grows. 
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